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Two-Fisted Action and a Nasty Disposition 


T is high time that the retail shoe industry got 
into an attitude of two-fisted action and sup- 
plemented it with a nasty disposition to have 

cut out malicious interference with the legitimate 
merchandising of shoes. The meek and mild are easily 
trampled upon. 

It is about time that those men in the Government 
with political fences to build, learned that within the 
shoe industry is no place to find the proverbial goat. 

The cat is out of the bag in the statements issued 
by two men who seem to have a particular interest in 
making an example of the shoe industry. 

In the New Republic of April 28, in an article “Why 
Shoes Are Dear,” we see this. 

“The shoe business peculiarly lives to itself. Shoes 
are made by people who commonly make nothing else, 
sold by jobbers who commonly job nothing else and sold 
by retailers, who commonly retail shoes alone. There 
is no impossible complex of allocating percentages of 
cost to other articles made or handled in the same es- 
tablishment. 

“Shoes more than almost any other staple of universal 
necessity flow in their own course all the way along. 
A hairpin is a very simple thing compared to a shoe, 
but it would be harder to fix a fair price for hairpins 
than for shoes because hairpins are inextricably inter- 
mingled with anything else that makes up the business 
of a dry goods or department store.” 

There you have it in the words of Messrs. Robert- 
son and Welliver, paid theorists and investigators, 
residents in Washington. _Vivisection is easier on a 
simple article like a shoe than it would be on any other 
article of merchandise. If the experiment proves 


successful on the shoe, then you can bet your bottom 
dollar that this one fact that ‘“‘shoes are made in shoe 
factories and sold in shoe stores,” gives congressional 
and governmental theorists a chance to practice a new 
social correction as they wish it to be done. Back of 
these two gentlemen stands the sinister figure of 
Barney Baruch. He, it is, who at the right hand of 
Wilson endeavors to consummate the very designs 
which he had upon our industry when he was leader 
of the War Industries Board. 

Harkening back to the ““Recorder’s’’ Open Letter to 
Mr. Baruch in war time, we get some idea of what he 
had in mind then and still continues to work for. 
Then he had an idea that shoes should be sold to the 
public at $3.50 per pair and here is what we said 
about him. We told him: 


‘* ‘Skins’ may be as numerous now as then, but hides are 
fewer and all the elements that enter into the making of a 
shoe—men, materials, machinery and merchandising—have 
grown more and more expensive. I think it is true that no- 
body accepts the chairman of the War Industries Board as 
an authprity on shoemaking. It is not to be expected that 
his genits or training would make him such. Shoemaking is 
a highly technical business, intensely competitive and con- 
ducted on a basis of common sense plus cost figuring. 

“The price of shoes has been the objective point for many 
a vigorous expression of opinion, and it is our sincere hope 
that men in National places will learn to tap those springs 
of information which will give them some proper premises 
for the utterance of profound economic truths. The human 
interest in shoe prices is universal, but we still contend that 
no Nation on the face of the globe gives to its people footwear 
as cheap in price, in comparison with the daily wage, as does 
the United States. Of late it appears that the Patron Saint 
of shoemaking, instead of being St. Crispin is St. Vitus, 
through the oft-necessity of the members of the craft rushing 
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to Washington for conference, and we heartily commend you 
to anybody in the trade there assembled for further enlighten- 
ment as to a good shoe to sell at $3.50 a pair to the public.” 

Friend Barney now gets the confidential ear of the 
Senate Committee (why the secrecy, we might ask). 
Mr. Baruch believes that the Government’s war 
powers have not lapsed and that the A B C plan of 
fixed prices of $3.00 to $5.00, $6.00 to $8.50 and $9.00 
to $12.00 can still be carried into effect. 

Then, let us say for the benefit of Mr. Baruch and 
the whole gang of meddlers that just so sure as his 
$3.50 plan was wrong in 1918, so is his “factory price- 
stamping plan” wrong in 1920. In the words of J. P. 
Orr, ‘‘inasmuch as we are now thoroughly organized” 
and “‘on our toes,”’ we ought to make an endeavor to 
settle, once for all, this endless persecution of shoe 
merchants and we will line up our forces toward that 
end. The fight may not come before the June recess 
for political reasons, but you can bet on this cost- 
stamping proposition showing up in the Fall. Are 


you ready? 


For the Younger Men 


SD bya a question worth considering: Is the 
retail shoe business developing in such manner 
as to retain the interest of the young man in the 
trade, the beginner who has his way to make and is 
live enough and sensible enough to want to start in a 
business where he can grow? 

That is a matter of importance in any business. To 
hold the newcomers and to attract others, by offering 
prospects of advancement, is to provide a long-dis- 
tance insurance for the progress and stability of the 
business. Young men of the right sort will not start 
up blind alleys; if they find themselves in a blind 
alley they will make their escape. 

We shall be glad to see this question discussed; just 
what arguments and statements would you make to a 
young man whom you desired to interest in a career 
of shoe selling? What prospects would you set before 
him in the way of the possibilities of advancement? 
What general features of the business would you bring 
prominently before his attention, as inducements to 





enlist? : 
Many liues of business which are in trouble today 


can blame themselves for not having provided for the 
growth and advancement of their employes. The 
street railway business is one example; for a number of 
years street car men were poorly paid and there was 
but little before them in the way of advancement. 
They could get only so far and no farther. Their 
wages were held down, below a reasonable minimum, 
and so when the wage explosions of the past few years 
came along, the proportion of increase was so great 
that bankruptcy overtook thousands of miles of 
electric lines, all over the United States. We do not 
believe any such situation exists in the shoe trade, in 
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any department. We believe that there is oppor- 
tunity for advancement, and something ahead to 
work for. We should like to see this subject taken up 
and the good side of it duly set forth. 


That Mythical $8.00-$20.00 
Deal 


is said that this whole McNary affair started 
from a senator’s wrath at being charged $20 for 
shoes in a Washington store. He vefused to 
buy, so the story goes, and wrote to the manufac- 
turer to ask the factory price of these shoes; he was 
told that it was $8.00. If that story is true as it 
stands, it was a case of profiteering of the sort that 
the trade disclaims and has been trying to suppress. 

But, does the story hold together? How did the 
senator know the style number of the shoe so as to 
make an intelligent inquiry? The same manufacturer 
might be making shoes at $8.00 per pair and also at 
$12.00 and $15.00 per pair. Would a manufacturer 
answer such an inquiry offhand without making sure 
that the inquirer knew what he was talking about? 
Would he betray a business matter between the retail 
merchant and himself? Thestory isshaky and rickety. 

It may be true; nevertheless, there has been a vast 
amount of injustice in the newspaper reports con- 
cerning extremes in prices; for example, the one at- 
tributed to the attorney-general ‘“‘that nobody would 
pay $18.00 for a pair of shoes that cost $3.75 to make.” 
Even that placid philosopher, Bert Leston Taylor, in 
the Chicago Tribune and in the Boston Herald had a 
little dig at “shoes that cost $3.00 and sold at $20.00.” 

In the first place, merchants are not buying shoes 
for $3.00 nor for $3.75. Not even the cheapest of 
work shoes can be bought for that, and the average 
price paid for medium and good dress shoes is from 
100 per cent to 200 per cent more than that. 

Here is an example of actual offerings: The pages of 
the “‘Recorder’’ itself form one of the world’s greatest 
bulletin boards of wholesale shoe prices which mer- 
chants pay. The setting forth of qualities and prices 
is one great reason for the very existence of this publi- 
cation. Manufacturers and wholesalers advertise to 
get the attention of the retail merchant. They do not 
all give prices, but if they do, their natural tendency 
is to name prices which are low enough to be attrac- 
tive. Keeping these things in mind, consider the 
following: 

In a recent issue of the “Recorder” the price of 
men’s shoes offered therein ran from $6:50 to $11.50. 
There were two styles at $6.50, two styles at $7.50, 
one style at $8.35, one at $8.50, two at $8.65, two at 
$9.00, two at $9.50, two at $9.65, and two at $11.50. 
No one of the concerns offering shoes expects its prod- 
uct to be sold to the public at $20.00 the pair. 

About as many were stated for women’s shoes, the 
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figures being naturally somewhat less than those set 
forth for the men’s shoes. Here is a fair cross-section 
of the prices shoe merchants are actually paying for 
shoes that go on their shelves. There are no $3.00 or 
$3.75 shoes in existence today. 

Now consider the other end of the proposition and 
the actual prices which the public is being charged for 
shoes in reputable shoe stores all over the United 
States. There is not one store in 100, taking the 
country over, which has been selling $20.00 shoes. 

The advertising columns of daily newspapers afford 
ample proof that good shoes are being offered to the 
public at one-half that price, and less. Reputable 
stores set forth their prices in the daily newspapers 
just as the manufacturers do in the pages of the 
‘‘Recorder,”’ to interest in turn their customers, the 
individual wearers of shoes, and prices from $8.00 to 
$15.00 form nine-tenths of the offerings. There are 
plenty of good shoes being sold for $10.00 and $12.00. 

These things are matters of black-and-white record, 
set forth in plain print and available to ary searcher 
for real knowledge. 

Any man who wants to be fair to the shoe business 
has evidence right before his eyes that the statements 
we have quoted were grossly unjust and a slander 
against an honest trade. 

Shoe prices have been high; the consumer would be 
glad to see prices lower; so would the shoe trade itself. 
But prices will not be lowered and the consumer will 
not be benefited by monstrous perversions of truth 
regarding actual conditions. No good can come of 
senseless and unfair exaggeration, and certainly such 
exaggeration ought not to be the basis of law making. 





A High Mark of Misinformation 


BOSTONIAN named Lawson achieved notoriety 

a few years ago by writing a series of articles on 
“Frenzied Finance.”’ His public activities since then 
have been an anti-climax; the other day he appeared 
in court and was fined $1,000 for violating a law in- 
tended to protect the public against cheap silver mine 
stocks. A few weeks ago he issued a printed appeal to 
men and women voters to elect him delegate to a 
national political convention. The character of the 
appeal may be judged by the following excerpt: “The 
shoe trust, which earned a million before the war by 
selling shoes to the public at $2.50 to $3.50, sold them 
last year at $15 to $25 and earned 21 millions and 
now announces that the coming year’s price will. be 
$29 to $53 per pair, as it intends to justify the increase 
of its stock from $3 to $150 a share by making a divi- 
dend profit of 90 million dollars yearly.” 

That would be hard to match as a barbaric -yawp 
of stupidity and ignorance. There is nothing in it 
that even resembles the truth. There is no such 
thing as a shoe trust, and there never was one. There 


BOOT AND SHOE RECORDER 41 


is not a more openly competitive business in the world 
than the American shoe trade; we have more than 
1,300 shoe manufacturing concerns, every one fight- 
ing for business and selling shoes where it pleases. 
Despite the increase in prices, shoes have been cheaper 
here than anywhere else in the world, with one possible 
exception; that is, where the governments have taxed 
the whole people and artificially reduced the price of 
leather. The shoes he mentions did not sell at such 
prices at the beginning of the war or for 20 years be- 
fore the war. Nobody has predicted such prices for 
the future; nobody is going to make 90 millions 
yearly, and no stock has been so inflated. In short, 
the thing is so insanely foolish as to be hardly worth 
serious criticism. 

It ought to be allowed to stand as the high mark of 
either mendacity or ignorance (for it is one or the 
other or both combined) relating to the shoe business. 
It would be difficult to get more misinformation into 
a single paragraph. Now that Lawson has been heard 
from, nothing further should be attempted in the way 
of spectacular screeching of falsehood about shoes. 


Be Truthful in Advertising 


T is time to watch methods of merchandising and 
to keep competition honest and fair. This watch- 
fulness should be not only without the trade, but 
within. Not so long ago the unfair business practices 
of the sample shoe stores prevailed. A misuse of ad- 
vertising to the selfish aims of one store as against all 
of its brother stores and to their discredit has always 
been branded as unfair. 

If the time has come for a change of methods in 
retailing, for a strenuous use of advertising to pro- 
mote sales and for a sharper competition between mer- 
chants, let it be on a fair and square basis. 

Don’t come out with any such headlines as the fol- 
lowing: ‘Don’t Pay High Prices For Shoes.” And 
“Come Here and Buy Them at $2 to $5 Less Than 
At Any Other Store.” It smacks of unfair competi- 
tion. 

It is something that the local association should 
take up and some friendly merchant should tell the 
dealer “‘stick to the truth.” 


A Thought on Ornamentation 


gee point with regard to the ornamentation of 
women’s shoes, whether high cuts or low cuts, is 
that shoes are intended to be visible and not con- 
cealed as they used to be by the skirts. The poet’s 
ideal of toes which “‘like little mice crept in and out” 
is not the ideal of the present-day fashions. There is 
nothing mouse-like nor timid about the feminine foot 
today. The youthfulness of short skirts, plus the at- 
tractiveness of fine footwear, should be sufficient to 
make style the keynote from this day forth. 
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RALPH D. HAMMOND DIES 


Nunn, Bush & Weldon Sales Manager Was Well 
Known in the Trade 

Chicago, Ill., May 5—Ralph D. Hammond, sales 
manager of the Nunn, Bush & Weldon Shoe Company 
of Milwaukee, died Tuesday evening at his home in 
Wauwatosa, Wis., at the age of 37 years. He is sur- 
vived by his wife and four children. The funeral 
was held Thursday at Fulton, Mo. 

Mr. Hammond was one of the most popular shoe 
men in the Middle West, and had an extensive ac- 


THE LATE RALPH D. HAMMOND 


quaintance among shoe merchants in all parts of the 
United States. He was a born shoe man. As a mere 
“kid” he started out in 1900 with the Mackey Shoe 
Company of Sedalia, Mo., and later traveled for the 
old Menzies Shoe Company of Detroit. In January, 
1917, when the Menzies Company was purchased by 
the Nunn, Bush & Weldon Shoe Company, Mr. 
Hammond’s services were retained by the Milwaukee 
company, for whom he traveled one season, when he 
was made sales manager, which position he held 
at the time of his death. 

Mr. ‘Hammond was noted for his courtesy to all 
those with whom he came in contact and for the 


May 8, 1920 


honesty of his business methods. His death creates a 
gap in the executive department of the company which 
it will be hard to fill. 


McNARY BILL HELD UP 


Hearing Promised Industry, but Baruch Gets 
Confidential 

Washington, D. C., May 7—Bernard M. Sesesh, 
who was chief of the War Industries Board during 
the war, appeared privately last week before the 
McNary Committee investigating the high pricefof 
shoes, and told how his organization handled the 
question of prices and supply at that time. Much 
of his testimony was of a confidential nature and the 
committee will probably not order it printed. The 
public was not admitted to the hearings when Mr. 
Baruch testified. 

There appears to be no chance for early considera- 
tion of the McNary bill requiring the stamping of the 
manufacturer’s price on all shoes sold in interstate 
commerce. More weighty matters will engage the 
attention of the Senate until June 1, about which 
time a recess will be taken until after the national 
conventions. In the Fall, perhaps, the bill may be 
brought out of committee, if other legislation regarded 
as more important does not interfere. 

It is learned that a vigorous fight against the 
measure is sure to come as soon as it is announced 
that there is a prospect of immediate consideration. 

In the meantime, the members of the Manu- 
facturers’ Committee are receiving numerous applica- 
tions from organizations of shoe men, both manu- 
facturers and merchants, to be heard, and it is under- 
stood that full opportunity will be given to all persons 
interested to present their views, before any bill is 
reported to the Senate. 

Shoe Bids Announced 

Washington, D. C., May 7—The Leather-Rubber 
Goods Branch of the Army quartermaster department, 
has announced that it will open bids on May 17 for 
8,000 pairs of officers’ shoes. Of these, 4,000 are to 
be cordovan and 4,000 calf.- Bids will be opened on 
the same date for 800 pairs of officers’ boots. Bids 
will also be opened on May 18 for 1,200 pairs of leg- 


gings. 
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Wanamaker Announces Twenty Per Cent Cut 


“Stunt’’ of Philadelphia Merchant Causes Nation-Wide 
Amazement — Statement Made to Explain Move 


at retail, Wanamaker’s, Philadelphia, announced 
last Monday the sale of $20,000,000 worth of 

stock at one-fifth off, the reduction to be on all mer- 
chandise within the store and to continue until further 
notice. 

News of this action was 
circulated in all of the news- 
papers of the United States. 
It caused the biggest com- 
motion in the retailing 
industry in the history of the 
trade. 

We immediately wired A. 
C. McGowin, director of the 
shoe departments of Wana- 
maker’s for the reasons 
“why” and what results 
were expected, and we re- 
ceived in reply a_ special 
statement issued by the 
Wanamaker concern as fol- 
lows and headed: 


[’: an effort to break the backbone of high prices 


**A special statement to 
merchants, manufactur- 
ers and bankers who may 
ask the economic reasons 
for this independent 
trade movement. 


in this oppressive circle the Wanamaker Stores, with 
full knowledge of all that it involves, have taken a#step 
unprecedented in the history of merchandising. 


Prices—Guess Work 


“Though today manufacturer, merchant, banker, 
economist are all frank in 
stating that their judgments 
as to the future prices are 
but guesses, the Wana- 
maker Stores offer theirentire 
stocks without reservation of 
any kind at one-fifth off. The 
result of this offering no one 
can know, but we have 
faith in American business, 
and we believe that by 
making this experiment 
something will be learned of 
value to the governmental, 
financial and mercantile in- 
terests of the country. Very 
frankly, from our own view- 
point as merchants, we be- 
lieve that the increased 
volume which will come as 
the result of this lowering of 
prices will enable us to justi- 
fy the losses taken on our 





“Volume is the keynote (©) Kadel & Herbert, N. ¥. 


of American big business. 
The high standard of living 
and the low prices prevail- 
ing in the United States 
prior to the war were made possible largely by 
volume—on the part of the producer of raw materi- 
als, the manufacturer of the finished product and 
the merchant-distributor to the consumer. 

“Today production is not going at full capacity, 
and the result is that prices are high, with little real 
prospect of their coming down until production 
reaches a normal volume. 


The Vicious Circle 


“High prices cause a curtailment of consumption, 
which in turn means that the manufacturer cannot 
produce his normal output with the expectation of 
sellingjit at these high prices. Thus the vicious cir- 
cle is joined. In the effort to make the first real break 


The latest from ‘Paris are the feather wings used by 
Parisian women to beautify their footwear. They have 
recently appeared in New York City. 


stocks. 

‘““We believe this is the 
proper time to begin to 
reconstruct business on a 
peace-time basis. 

‘Already some mills are not running at capacity 
because the public cannot use the total production 
at the high prices prevailing. This condition will 
undoubtedly correct itself over a period of time, 
following economic laws. If, however, the adjustment 
can be made quickly, it will be so much better for the 
consumer, who needs the merchandise, and for labor, 
which needs the work. 


Will Stabilize Prices 


“Such a movement as is inaugurated by the 20 per 
cent deduction sale at Wanamaker’s cannot help but 
stabilize prices. First of all, it will indicate at what 
prices the consuming public can absorb the great 

(Continued on page 46) 
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tive 
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Pavilion 
at 
Lyons, 


France 


A New Pair of Shoes for Europe 


CHAPTER III 


We went abroad with the well-wishes of every 
National Association and felt ourselves constituted 
as impartial observers of trade and social conditions. 
We took upon ourselves no prerogatives to speak in 
their behalf but we did feel ourselves competent to 
see and hear so that we might truthfully narrate a 
few high-lights of international interest. Significant, 
too, is the fact that in every country an American 
journalist is welcome, be the interview sought with 
the Ministers of France or with the new Cabinet at 
Berlin. The whole world wants the good opinion 
of the United States. No one is too busy or mighty 
but that he can spare the time to speak for his coun- 
try. This is the miracle of Europe—the national 
responsibility taken unto themselves by everyone, 
from peasant to politician, to speak in behalf of his 
country, its needs, its ambitions and its achievements. 


Lyons Fair a Big Event 

We were commissioned, however, by forty of the 
representative concerns of the shoe and leather in- 
dustry of the United States to exhibit in their behalf 
products especially designed for world-market trade. 
The International Buyers’ Fair at Lyons, France, 
therefore, in the early days of March, served as a 
central marketplace for the buyers of the world. 
All the manufacturers of the world were upon dis- 
play—perhaps as a sample show it was the biggest 
event since 1914. It gave us opportunity of not only 
making impressions but of receiving impressions. 
The latter predominated in the two weeks prior to 
the opening of the fair. 

First came the task of getting labor to create the 
setting for the American Shoe and Leather Exposi- 


tion. Such a huge unit of display was unique to, the 
comprehension of carpenters, displaymen and elec- 
tricians. , They were accustomed to dealing in “‘small 
shops.”” No one could understand the American plan 
of showing all the merchandise under one roof— 
comparison tests made simple—and no one could un- 
derstand how business could be done except in the 
quiet secrecy of a snug and tight little office. 


Great Railroad Strike 


Well, after every inch of the big display square was 
covered, floor—walls and ceiling—we felt ready for the 
work of unpacking and displaying. But then, some- 
body pulled the Great Strike on the railroads of 
France. Total paralysis! Nothing moved on rail 
for a week. Telegrams, special scouts to walk the 
tracks to find the baggage cars, and trip after trip to 
Marseilles—all to no avail. Every exhibitor was in 
the same predicament. Not one per cent of the ex- 
hibits was in place March 1, and the feir manage- 
ment posted a notice of extension of the fair and pub- 
lished it all over Europe. 


Admirable National Conscience 


At last word came from one of our scouts who had 
followed the rails from Marseilles to Valence. By 
motor cammions we sent our French representative, 
M. Perrin, together with customs officials, and all 
night they rode. Coming to the little village of 
Porte, outside of Valence, where the cars were dis- 
covered, the seals were broken and loading com- 
menced at midnight. In fourteen hours the wornout 
men reached the American section of the Foire de 
Lyons. They had neither sleep nor food, and too much 
cannot be said of the spirit of accomplishment pos- 
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sessed by the French, who, feeling that their country- 
men had fallen down by declaring a strike just at the 
time when so many commercial guests were to be in 
Lyons wished to do all in their power to redeem 
our good wishes. We have told at some length this 
little incident because it typifies so well the admirable 
national consciousness of tee people. They could 
not do enough for us, for they believed we were emis- 
saries of a great people and capable of much good 
“for France.” 


Official Opening Day 


Happily we were “‘all set’”’ on the official opening 
day. Opening days of European fairs should only be 
attended by men of proficiency in gastronomical arts. 
The science of hospitality is a fine accomplishment in 
Lyon. The official banquet started at high noon. 
Present were the Ministers of France representing 
Commerce, Interior and the Colonies, together with 
ambassadors from practically every country in the 
world. We were given places of honor because of our 
representing so large a group of industry and also 
because of our known modesty. Needless to say 
when the banquet finished at six o’clock we were full 
in mind, interior and so forth. 

Then, by token of our grace at the Festive Board, 
the Ministers of France desired more fraternal rela- 
-tions as well as opportunity to get our viewpoint. 
Therefore, as guests of M. Herriot, depute du Rhone 
and the father of the Lyon Fair, we were driven to 
Maureatur’s. From six-thirty until midnight we took 
our second degree in the arts famous in Lyon, and 
this time it was banquet sans speeches. There was 
no time nor occasion for oratory. We then contem- 
plated hibernation, but a slight repast in private was 
suggested and there we had our opportunity to see the 
clock strike four—haste alone saved us from eating 
around the clock. 

Led by a troop of soldier cyclists the Ministers of 
France, local dignitaries and foreign ambassadors en- 
circled the city to inspect the exhibits. The arrange- 
ment of the sample booths was both geographical 
and industrial. For shoes and leather a quarter mile 
of booths faced the River Rhone and in the center was 
the Groupement Americaine de Chaussures et Cuirs. 
The welcome given to the party of inspection was 
perhaps the most unique within this American Shoe 
and Leather Section. A row of chairs was in place in 
the center pavilion and each of the Ministers of 
France was measured for shoes. An extreme reticence 
on the part of one prompted the remark, “It’s all 
right; many a big man in America has holes in his 
hose.” With good-natured merriment the statesman 
at last assented. 


International Buyers Welcomed 


Then to the work of welcoming buyers from all 
parts of the world. Every facility for favorable con, 
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tact was available. Stenographic service, seven in- 
terpreters and the helpful assistance of many of the 
European representatives made the American Section 
a feature of the fair. The book of records shows the 
attendance of leading buyers of France in considerable 
numbers, of buyers from Egypt, Iceland, China and 
every nation in Europe. They came, they saw—but 
how could they order in volume with exchange at 
such a disadvantage? In both the English and the 
American shoe exhibitions there was always the state- 
ment, “I can use thousands of pairs, but how can I 
sell them when exchange would put them 50 per cent 
above the regular market price?’’ Countless orders 
could have been taken on some such basis as this, the 
goods to be sold at ten francs to the dollar, immediate 
payment, the money then to stay in France on deposit 
until such time as the rate of exchange would permit 
its being sent to America. 

The: banks were willing to aid in such transactions 
and the method has points of common sense which 
ought to commend itself to those American concerns 
which can make such financial arrangements. Unless 
something of the sort is done it is dubious as to the 
extent of immediate business in France and Germany. 
Those neutral countries which are not at such a dis- 
advantage with the dollar still offer tremendous possi- 
bilities to the exporter of quality and standard Ameri- 
can merchandise. 


*‘Dumping’’ Merchandise Complaints 


Murmurs of “dumping” merchandise were many. 
The pity of it all is that some American shoe and 
leather concerns as well as concerns in other lines will 
permit foreign agents to take orders for the shoddy 
stuff—substitute at a price what appears to be good 
merchandise. We tell the story in that way, believing 
that no manufacturer in his right senses will take ad- 
vantage of an “irrevocable credit” or “payment in 
New York” to shove off such abominable plunder as 
can be seen throughout Europe. The foreign sales 
representative should be selected with the greatest 
care—and here let us just give a little true story. 


A Story of Enterprise 


In the bitterest days of the war, two young men in 
the Belgian trenches became acquainted. They 
learned that each knew leather. In the odd moments 
between “‘stand-to’s” they talked it all over. They 
tried to look beyond the war and so they wrote to the 
United States for names of reputable firms in the 
leather business. In due time they wrote again ask- 
ing for the privilege of being considered as likely 
representatives abroad—providing the termination of 
the war found them alive. Their letters were so re- 
freshing to the concerns in_America that someone 
authorized them to go right ahead and do business 
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whenever they had a few days’ relief. One of the boys 
became incapacitated, but the spirit of accomplish- 
ment was within him. He left for the States and 
learned at first hand the real facts about the products 
which he was to represent. So by the time the armis- 
tice was signed, the concern of H. Marreel & Co., of 
Brussels, was well on the road to success. 

The man who went to the States, R. Windfehr, and 
the man who was still in the Army, H. Marreel, proved 
themselves invaluable to the American Shoe and 
Leather Section. Not only did they help in unpacking 
and in displaying but when the rush was on they 
would even do the honors for any line in the pavilions. 
As representatives for a few high-grade lines they did 
not spread all over Europe—they stuck to Belgium 
and the territory which they knew and within which 
they were known. It is such permanent sales agencies 
that make for permanent export business. A chil- 
dren’s crusade, without knowledge of merchandise or 
language, is not going to make salesmen and sales for 
American lines. 


Bad Weather No Hindrance 


Weather was somewhat of a factor in the last days 
of the exposition. The winds blew down from the 
Alps and comforts were few. Nobody grumbled, 
everybody stuck to their posts. There was much of 
“a better understanding’ of American shoes and 
leather to be done. In coming seasons every American 
business house will benefit by the impressions taken 
home by the buyers who visited the American Shoe 
and Leather Section. Those concerns represented will 
benefit most, for acquaintance was actually made be- 
tween merchandise and men. 


Tribute to Messrs. Ruilland and Herriott 


The chapter on Lyon would not be complete with- 
out acknowledgment to that wonderful organizer, 
M. Ernest Ruilland, secretary of the Foire de Lyon. 
He was the Yankee of Lyon, sparing no effort to make 
comfortable his guests and to make the fair name of 
France ennobled in our minds. To show how far he 
would go, a local hotel overcharged a guest by adding 
cost of heat, light and bath to his bill. A protest was 
made and within twenty-four hours not only apology 
but a smart fine of 8,000 francs resulted to teach 
hotels in general that Fair week was no time to 
profiteer. 

The strong right arm of M. Herriott was also ap- 
parent. He had resigned as Mayor of Lyon to give 
more attention to his work as Deputy of the Rhone. 
The railroad strike brought him into the saddle in a 
leap—the strikers cowered and the hoodlums marching 
the streets at midnight singing the International 
found the cells of the jail none too conducive to 
melody. The Foire de Lyon was the creation of his 
brain and it will continue to be an international 
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buyers’ fair of great importance even though every 
city and village in all Europe try the “fair” idea. 





Price Peak Reached 


So Say Men at Tanners’ Council Meeting— 
Government Severely Criticized 


Atlantic City, May 8, 1920—Leading leather men 
of the country at the annual Spring meeting of the 
Tanners’ Council of the United States here today de- 
clared that the peak of prices in footwear had been 
reached, but that it would take three to four months 
for the effect to reach the consumer. The statement 
was made in the report of the Executive Committee. 

President F. A. Vogel, in his opening address, 
attacked Government interference with legitimate 
business and charged that the records of the Tanners’ 
Council. have been seized to determine whether it is 
a combination in restraint of trade, or whether it is a 
beneficial organization. He also took a crack at the 
legislators engaged in pushing the McNary bill, 
stating that action was being taken in this case by 
men who are wholly unfamiliar with conditions in 
the leather industry. 

Secretary T. F. Anderson of the New England Shoe 
and Leather Association, after paying tribute to the 
efficient work of Harry I. Thayer of Boston, treasurer . 
of the Tanners’ Council and president of the New 
England Shoe and Leather Association, urged co- 
operation among the various trade organizations, 
pointing out that one of the advantages to be secured 
would be the education of legislators regarding the 
shoe and leather industry, which education, he said, 
would partly ‘“‘neutralize the pernicious and unjust 
partisan Government attitude from which we have 
suffered for the last few years.” He criticized what 
he characterized as the “ignorant, mendacious 
prosecution of the shoe industry which has been in- 
flicted upon it by certain of our great American 
newspapers.” 





WANAMAKER ANNOUNCES TWENTY PER 
CENT CUT 
(Concluded from page 43) 2 


volume of production. Second, if there are any stocks 
of hoarded goods held by profiteers for arising market, 
they will undoubtedly be brought into the open. 
Third, some sort of a staple market price will be estab- 
lished for merchandise of various characters, thus 
enabling financial interests to make their loans on 
some real basis of value. Fourth, the economic law 
of competition will force into line those retailers, 
few though they undoubtedly are, who have taken 
advantage of the unstable condition to obtain for 
themselves unfair profits, thus releasing governmental 
investigations and activities to more normal fields.” 
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Let the Shoe Business Alone! 


The Boston Herald, In a Strong Double-Column Edi- 
torial, Shows *““What a Great Newspaper Can Do 


To Acquaint the Public With the Truth.’’ 


@ The shoe trade, in which New England has a 
special interest, appears obliged to maintain a 
continuous defense against oppressive law-making 
and official over-regulation and interference. 
Both ‘the manufacturing and the distributing 
branches of the trade have been subjected to re- 
peated inquisitions, as if there existed somewhere 
a determination to “hang something on the shoe 
trade,” by fair means or otherwise. 


@The so-called “‘pure shoe law” keeps bobbing 
up, having been put through the New. York 
Legislature recently. This thoroughly discredited 
bill, inspired by selfish interests, ought to be 
plainly labeled by its right name, “An act to in- 
crease the price of shoes to the consumer, with no 
countervailing benefit to anybody.” Its principal 
effect in operation would be to increase the cost of 
selling shoes and to increase the price of leather, 


at a time when fine kidskin has been worth literally . 


and actually its weight in silver, as was shown by 
a genuine window display in which a piece of fine 
kidskin was placed in one pan of a balance and 
silver of equal market value in the other, the silver 
outweighing the leather. 


@In the opinion of experienced business men, 
the law proposed by Senator McNary of Oregon, 
requiring the stamping of the manufacturer’s 
cost price, would be equally injurious, destructive 
and demoralizing. It would lead to popular mis- 
understanding and to the hampering of legitimate 
independence and barring of reasonable compe- 


tition on the part of retail merchants. No better — 


foundation could be laid for “trust” conditions 
than such a destruction of independent competi- 
tion among shoe manufacturers and shoe mer- 
chants. 


@Why shouldj shoes be singled out for such a 
radical and meaningless experiment? Why the 
stamping of “‘manufacturers’ cost” on shoes, any 
more than on a coat, or a watch, or a cook stove, 
or an automobile? It would mean nothing to the 
consumer, because he would have no expert 
knowledge whatever of the necessary cost of 
transportation, distribution and marketing. 
Would the merchant be required or allowed to 
stamp also his cost of store rent, clerk hire, heat 
and light, taxes, freight and drayage, interest on 


necessary capital and all the other numerous and 
a pee costs of serving the public as a mer- 
chant 


@The senatorial investigation all came about 
from the personal irritation of Senator McNary 
at being asked $20 for a pair of shoes at a fash- 
ionable Washington store. There are $20 shoes on 
the market; but practically every issue of the 
Herald or any other city newspaper contains 
ample evidence that good shoes are on the market 
for half that amount or less, through the adver- 
tisements of reputable shoe stores. Nobody is 
obliged to pay $20 anywhere in the United States. 
If he does pay it, he gets an extra fine shoe, made 
from expensive and selected leather and other 
materials, put together with the highest manufac- 
turing skill, in the latest fashion. 


@There are more than a thousand separate and 
competing concerns manufacturing general lines 
of footwear, besides several hundred devoted to 
shoe specialties, such as infants’ shoes, comfort 
shoes, sporting shoes, etc. There are about 
three hundred stores selling shoes in the Boston 
metropolitan district. There is no shade or sem- 
blance of combination in either group. Their 
active competition has trimmed down costs and 
compelled every possible economy, at every pos- 
sible point, in the work of supplying this great 
sartorial necessity. Shoes are now high. But so 
is everything else. And to obtain relief from 


* present prices we ought not to resort to a remedy 


worse than the disease. 


@ Furthermore, it should be considered that 
both branches of the trade have pursued an open 
and “‘cards-on-the-table” policy all through the 
war and up to the present, answering freely all 
inquiries and meeting all duties. No trade an- 
swered more promptly to the call for its wares. 
The soldiers’ shoes were ready on time, and they 
were good shoes; Pershing’s men formed the 
best-shod Army the world ever saw. It would 
seem that the trade hardly deserves to be singled 
out for unjust suspicions or for remarkably radical 
and injurious restriction. Arbitrary and unrea- 
sonable limitations would greatly increase the 
cost of doing business and so make the consumer 
pay more for shoes than even he pays now. 


President J. J. Buckley sent every Congressman a copy and the “‘Recorder’’ suggests that 
every merchant place this page in the hands of his local newspaper editor. 
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Plans Complete for California Convention 








LOUIS F. WEGGENMAN 
General Chairman of Convention Com- 
mittee 


Los Angeles, Cal., May 4, 


r YHE 1920 convention of the California Retail 
Shoe Dealers’ Association, to be held at the 
Hotel del Coronado here June 7, 8, 9 and 10, 

1920, promises to be more than ordinarily successful. 

At the time of writing this article nearly one hundred 

booths have been reserved, thus assuring the partici- 

pation in exhibitions of more than one hundred manu- 
facturers. 

The big number of the convention will be the 
“Style Show,” which is scheduled for Wednesday 
night, June 9. This will introduce several novel 
features, which will be greatly enhanced by the use of 
brilliant electrical effects. Special scenery is being 
prepared and unusual features arranged for. Com- 
munity singing will mark the sessions of each day at 
the convention. 


But the convention will not be confined to enter- 
tainment features alone. Strong educational numbers 
will have a part on the program. According to plans, 
it is intended to have nationally known speakers 
address the delegates on subjects of interest to retail 
shoe merchants. 


The committees for the 1920 convention of the 
California Retail Shoe Dealers’ Association are as 


follows: 


FRANK LAENGLE 


Chairman of Entertainment and Pro- 
gram Committee 
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F. E. LUNDBLADE 
Chairman of Style Shoe Committee 


Louis F. Weggenman, general chairman; Russell Williams, 
treasurer; Harry Heim, director decorations; T. H. Shore, 
director of publicity. 


Press and Publicity Committee: W. E. Secombe, chairman; 
Russell Williams, J. L. Eigholz, C. A. Cover, Albert Block, 
John Lamar, Charles B. Short, P. E. Woods, Frank A. Ahern. 

Display Booths Committee: Charles McWilliams, chair- 
man; Charles F. Smith, Mr. McAatee, Frank A. Ahern. 

Manufacturers’ Display Committee: A. H. Weitekamp, 
chairman; A. Berenson, Max Bloom. 


Room Committee: John J. Frazer, chairman; Elmer 
Kenyon. 


Banquet Committee: Max Streicher, chairman; Jack 
Boldrick. 


Speakers’ Committee: Frank W. Heidel, chairman; Al 
Gude, Charles Baker, William Innis, Paul A. Jasburg. 


Style Show Committee: F. E. Lundblade, chairman; 
R. C. Goldman, C. H. Woolfelt. 


Entertainment and Program Committee: Frank Laengle, 
chairman; H. M. Garcia, Thomas Boldrick, Richard R. 
Mansfield, Chester Herold. 


Registration, Badges and Credentials Committee: Ches- 
ter Cleator, chairman; Frank A. Ahern. 


Ladies’ Committee: Mrs. Frank Laengle, chairman; Mis. 
Christine Dempster, Mrs. Thomas Boldrick, Mrs. John J. 
Frazer, Mrs. Max Streicher, Mrs. F. E. Lundblade, Mrs, 
A. H. Weitekamp, Mrs. Chester Cleator, Mrs. Frank Werner. 
Mrs. A. Berenson. j 
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Merchandising Tips From Woman Shoe Merchant 


From an Interview with Catherine B. Lamparter, Lancaster, Pa., 


Whose Store Was One Year Old April 5 


merchant of Lancaster, Pa., celebrated the 
first anniversary of her start in business, 
April 5. She is a firm believer in association work 
and is a member of the Pennsylvania Shoe Retailers’ 
Association and of the National Shoe Retailers’ 
Association. Miss Lamparter is a young woman of 
about 28 years of age. The 
story of her business career 
as related in an interview 
by a “Recorder’’ represen- 
tative will be of interest to 
our readers, many of whom 
have met this young 
woman shoe merchant at 
the various conventions. 


(Seana B. LAMPARTER, retail shoe 


Enters Business World 
at 19 


“The merchandising of 
shoes always had an at- 
traction for me,”’ said Miss 
Lamparter. “I attended 
school with the rest of the 
girls, but all the time I felt 
the business world calling 
me, and contrary to the 
wishes of my people, I did 
not complete my normal 
school course, but made 
arrangements to sell shoes 
as ‘an extra’ on Satur- 
days at the store of Sayres, 
Scheid & Sweeton, Lan- 
caster. This was in 1911. 
I worked here for twelve 
successive Saturdays. 

“In September, 1911, Hager & Bro., who conduct 
the largest department store in Lancaster, advertised 
for an experienced girl in the shoe department. I 
applied for the position. I told Mr. Hager that I had 
only 12 days of experience, but I was very anxious to 
have him try me. It was difficult for me to obtain my 
father’s consent, but I finally received his O.K. to 
the proposition, and Mr. Hager, after a little talk with 
me, decided to have me come in to work. I started 
at this store on September 15 and was placed in charge 
of the children’s shoe department. 

“The women’s shoe department was afterwards 
placed in my charge; I received several offers from 


CATHERINE B. LAMPARTER 
Proprietor of Specialty Boot Shop, Lancaster, Pa. 


other firms to come to work{for them, but Mr. Hager 
always kept up with any other offers of increased 


salary. 


Opened Own Store April 5, 1919 

“IT always took a keen interest in reading the 
‘Boot and Shoe Recorder’—I read both editorial 
matter and advertisements. 
The years spent at Hager’s 
were interesting ones, but 
I began to think about en- 
tering business for myself. 
I made up my mind 
what kind of merchandise 
I would carry, taking a 
trip to New York which, 
by the way, was my first 
business trip, and, of 
course, I had already de- 
cided on this special shoe 
for women. I have not 
been sorry that I decided 
on this line, as in the past 
year I have had an enor- 
mous success with these 
shoes, having made but a 
half dozen adjustments— 
this speaks for itself. A 
number of people tried to 
dissuade me from entering 
business, but I determined 
that I was going right 
through with the idea. 

“It took me about ten 
days to get my merchan- 
dise. I finally decided on 
my location, at 12 South Queen Street; this store is 
located six doors south of the center where all the 
trolleys meet. I made my official start on April 5, 
1919. 

“The dimensions of my store are—13 feet wide, 60 
feet deep and 16 feet high. : 


Conducts Store on Cash Basis 


“T run my store on a cash basis, with a very few 
charge accounts. My boy delivers packages which 
are too heavy for my customers to carry, but the 
most of them take their packages with them. I 
started with $3,000 worth of merchandise—it is sur- 
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prising the amount of business I have done with the 
capital invested. I turned my stock four times dur- 
ing my first year. 

“T have a boy who opens the door for people and 
shows merchandise when my saleswoman and myself 
are busy. I have a man who takes charge of my 
books and correspondence. 

“T am a firm believer in advertising. I write my 
own ads, advertising daily in the newspapers of my 
own town. 

“An advertising method which I have recently put 
into use is a little question mark, cut out of wood, 
which I have had attached to my automobile. This 
is made in a little box 
form, The box is lined 
with red and there is an 
electric light in same. I 
had to get permission from 
the Chief of Police to use 
this device. The purpose 
of this question mark is to 
get the best answer to the 
questions which I shall 
ask. I shall give a prize 
for the best answer. 


Special Attention to the 
Children 

“Besides women’s shoes, 
I carry children’s shoes 
and line of findings. All of 
my lines are of the better 
grades. I have souvenirs 
for the little ones. A 
kewpie pin has proved 
a great attraction; also a 
little toy dog. I contem- 
plate having a completely 
equipped children’s shoe 
department in the near 
future. 


Furnished Throughout 
in Oak 

“My store furniture is of fumed oak, with leather 
seats; I have three fitting stools; for cartons, I have 
long, flat boxes, so that I do not have to turn the tops. 
I do not use store ladders—everything is arranged 
within the arm’s reach. The store is finished through- 
out in oak shades: I have fumed oak tables, my 

.paper is on the fumed oak shade, with a light, oat- 
meal shade for ceiling. 

“IT have paid particular attention to my window 
arrangement. I believe in simplicity of arrangement. 
I have two windows and devote one window to the 
display of, say, military-heel shoes and the other to the 
display of Louis-heel shoes. I very rarely use more 
than six or seven shoes in a window. I use flowers as 


which spells ‘Success. 








Fitting Feet Is Now 
A Real Art 


“I believe that perfect foot fitting should bring 
about a complete balance of comfort and style 
qualities. Fitting feet is really an art. Shoes are 
no longer sold without being properly fitted— 
the time of no fitting belongs to the past. Cus- 
tomers are seeking more professional service 
than ever; therefore, it takes more than a clerk 
to sell shoes by the ‘hand-out’ method—it re- 
quires a professional salesperson. 
requires someone to make a special study of the 
different feet, care that each foot is fitted accord- 
ing to its individual requirements. 
important question in a shoe store is ‘How 
many shoes do you sell fitted up properly?’ If 
you can answer this question satisfactorily, 
public confidence in your store is established, 
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a window trim—quite frequently in basket effect— 
in fact, I have a garden especially for the growth of 
flowers for my windows and have used flowers every 
day, from my opening until the cold weather. I do 
not mention prices in my windows. Many persons 
tell me that they come to my store especially to look 
at the window trims, as I change the arrangement 
very often. I do not have glaring light effects, but 
just bright enough to show up merchandise well. 
All shoes are displayed flat—I do not use stands. I 
tell the people that they do not see them on people’s 
feet at an elevation and shoes should be shown as they 
are worn. 
Compilation of Custom- 
ers’ Lists 

“T got out a little circu- 
lar and distributed it all 
over the city, putting these 
circulars under the doors 
of the people of Lancaster. 

“T also took a bunch of 
these in my car and drove 
through the little country 
towns eight or ten miles 
away from Lancaster and 
made a _ distribution of 
these circulars. I have 
issued a calendar to each 
one of my customers, and 
also give these to anyone 
who calls at the store, 
regardless of whether they 
purchase or not. I take 
the names of all of those 
asking for calendars who 
are not customers and add 
these names to my pros- 
pective customers’ lists. I 
secure every new cus- 
tomer’s name, even if we 
sell her only a shoe lace— 
and add the new ones tothe 
original list. If a woman 
does not come in for some time, I write her a letter. 
I am careful to keep my list strictly correct, crossing 
off names of people who die or change location. My 
announcement cards are always addressed in pen and 
ink. I write out the person’s name in full. 

Does Not Urge Customers to Buy 

“I am in business to stay and I want the public’s 
confidence. I always wish the customer to feel 
satisfied and make my adjustments to suit the cus- 
tomer. I have kept a record of all adjustments and 
have not had more than six or seven complaints since 
I have been in business. In these cases, I get the date 
the shoe was sold, the name of the customer and the 
name of the firm by which the shoe was made. 


Shoe selling 


The most 
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Advocates More Combination Lasts 


“T believe that there should be more combination ' 


lasts for women. Ninety per cent of the women have 
very narrow heels and they require at least a width 
wider across the ball—or two widths narrower in the 
heel than across the ball; the instep should be two 
widths narrower, or to correspond with the heel. 

“T would emphasize the importance of fitting shoes 
long enough for women and children—it is important 
to have the proper length from heel to-ball. I have 
made a special study of cases that require ‘something 
different’ in the way of fitting, such as arch supports 
for women and children. I had one child to fit for 
whom it was necessary to make the arch support much 
higher on one side than the other, and there were other 
abnormal features. I keep a record of every cus- 
tomer’s size, and when we have ’phone calls, it is easy 
to fill orders. 


Favors Long Fitting and 15-8 Heel 


“T do not approve of the short vamp. I think that 
the long vamp conforms much better to the foot. 
When you get a vamp shorter than four inches or 
334 inches, you cannot get a good fitting shoe. I 
like about a 15-8 heel. I think that this heel is the 
best thing for the arch; there is not enough of a spring 
for a woman’s foot in walking if she gets too flat a 
position for her feet. 

“T sell more military heels than Louis. I think that 
brogues and woolen stockings will sell well this Fall. 
Although the women in our vicinity in former years 
bought mostly high boots for Fall and Winter, many 
stores anticipated a great Winter in 1919 on low shoes, 
but were disappointed. I sell silk hosiery; also comfy 
slippers and little carriage boots for children. This 
Spring I sold mostly pumps and oxfords and a few 
one-eyelet ties. 

“At the present time I am taking more interest in 
the ‘Boot and Shoe Recorder’ than ever. I also 
insist on my saleswoman reading the ‘Recorder’; 
it has been invaluable to me in the way of buying 
merchandise and other suggestions. No one in the 
shoe business can afford to be without it, as it will earn 
you many times more than what it costs. ‘Boot and 
Shoe Recorder’ is like a crank to an automobile when 
its starter is off. It cranks you up and starts you off 
to get special pairs out of stock, which very often 
means new customers and business. Without it very 
often you would be at a standstill.” 





Rhode Island Merchants Meet 


Take Action On McNary Bill—Appoint Legisla- 
tive Committee 


The Rhode Island Shoe Retailers’ Association, 
continuing the “Providence plan”’ of having the meet- 
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ing in the stores with stand-up supper included, met 
May 4, at the Regal Shoe Store, Providence. 

George E. Pierce, president and William W. Mun- 
roe, secretary, and host for the evening, kept things in 
lively interest for the 60 men there present. 

Addresses were made by Everit B. Terhune and 
Arthur D. Anderson of the “Boot and Shoe Recorder.” 

Definite action on the part of the association was 
taken on the McNary bill. A Legislative Committee, 
consisting of F. E. Ballou, J. A. Labbee and E. E. 
Jones, were directed to have every Chamber of 
Commerce and every association in Rhode Island 
enter immediate protest at Washington. 





_ Shoe Companies Combine 


Hilliard and Tabor of Haverhill, Mass., Ab- 
sorbed by F. M. Hoyt 


Manchester, N. H., May 4—According to announce- 
ment made today by the F. M. Hoyt Shoe Company, 
the Hilliard and Tabor, Inc., factory in Haverhill, 
Mass., will become consolidated with the F. M. Hoyt 
Company, June 1. The two corporations will be 
consolidated under the firm name of the Hoyt Com- 
pany, and it is proposed to increase the manufacture of 
women’s shoes, for which an additional factory-will be 
built in Manchester. Under this consolidation the 
production of the company will be 12,500 pairs of 
shoes daily, with an annual business of more than 
$12,000,000. 

The women’s shoes will be marketed under the 
Beacon trade-mark through the Beacon agencies; 
also through the F. M. Hoyt Shoe Company of 
Chicago and the F. M. Hoyt Shoe Company de Cuba 
of Havana. 

The desire of the senior member of the Hilliard and 
Tabor Company to retire brought about the consolida- 
tion. The other members of that company, Frank J. 
Hilliard, David H. Hilliard, Herbert H. Hicks, will 
remain with the company as heretofore. 





J. Stevens Ullesieins Dead 


President of Amalgamated Leather Companies, 
Inc. Passed Away May 7 


New York, May 7—J. Stevens Ulman, president 
of the Amalgamated Leather Companies, Inc., and 
F. Blumenthal Company, died at 1 o’clock Friday 
afternoon, May 7. Mr. Ulman had been in ill health 
for some time and had gone to Hot Springs, Ark., 
for a recuperative trip, but this was to no avail. 
Besides his business affiliations, Mr. Ulman was 
Deputy Commissioner of Police, New York City, and 
was very prominent in financial circles. He had:at- 
tained much distinction as a public speaker. 

(Full details will be given in next week’s issue.) 
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What Factors Go to Make Up “Turnover” 


The Cost of Carrying Shoes and Why Free Competition Is the Best 
Safeguard to Public 


we can sell our goods for. It costs us a great 

deal of money to carry a large stock of goods. 
We don’t all understand just what is involved in car- 
rying twenty or thirty or forty thousand dollars’ worth 
of stock—what that is costing us a year. Now in all 
of these calculations that the consumer makes he 
never takes that into consideration. Retail mer- 
chandising has survived through the centuries. In 
history the earliest writings concern traders, retailers, 
dealers in goods and merchandise and they have sur- 
vived these many years—mail-order houses, co- 
operative stores, all kinds of institutions and organiza- 
tions against them, and yet the retailer is here and if 
we were to come back to the earth 2,000 years hence 
he would still be here. 


N | OW turnover has a great deal to do with what 


to speak, because merchandising is becoming more 
scientific every day. During the war the Government 
said, ‘“Tell me all about your business. I must know 
it, whether you will or not.” Instantly we were 
obliged to dig into the records and get things we never 
dreamed of before and hand them to the Government. 
Now they are not going to stop with that. The Gov- 
ernment has all the facts and figures. We learned that 
in a meeting in New York City not long ago. These 
things were all threshed out, both sides were pre- 
sented in these questions of high prices, and it was 
shown that in certain cases the Government was more 
or less responsible for the conditions that prevail. 


The Principles of Turnover 


Now I say that prices are ab- 
solutely bound up with the ques- 





Free Competition the Best 


Safeguard f age article on this page 


Now we hear a great deal 
about this problem of price. I 
am wondering if the people who 
are dealing with this situation 
understand what is involved. 
Here we have a proposition that 
has been put up in some States, 





was taken from an ad- 

dress delivered by Mr. 
Krutz of the Charles Denecke 
Company, Cedar Rapids, Ia., 
before the Des Moines conven- 
tion of the Iowa Retail Shoe 
Dealers’ Association. 


tion of turnover. If you will go 
back through the history of 
merchandising you will find that 
a certain situation existed years 
ago. We didn’t have any de- 
partmentization. Then came 
the department stores and they 
said, ““This space in our store is 
worth more than this space in 
our store. Consequently . we 








of putting the cost and selling 
price on the goods. Just what 
is involved here? You know what that would mean 
to your business. The consumer has never been 
educated to understand the ways of retail merchan- 
dising. The retailers these days do not have to make 
an apology for doing business. We have men who 
take advantage of situations. But free competi- 
tion, it would seem to me, will,in the course of time, 
eliminate the profiteer, regardless of whether legisla- 
tion or any outside agencies are brought to bear. 

Now what would happen, for instance, if they should 
put through legislation to this effect, that we would be 
obliged to put the cost and selling price on the goods? 
The retailer would say, “That is all right as far as we 
are concerned. We object to no form of legislation as 
long as the findings deal with the facts.”” The retailer 
would say, ““You put your cost and selling price on the 
goods,” and the wholesaler would say, ““You put your 
cost, too,” and the manufacturer would say, ‘How 
much does it cost you to live?” to his laborers; and so, 
you see, it comes right back where it started from. 

Now we have conditions these days and we all must 
take these things into consideration in figuring on the 
future. We are figuring on these scientific things, so 


must know what this is earning 
and we must get as much out of this space as we can,” 
and they began to figure how little stock and how large 
the sales would be in that location. In all well- 
regulated organizations we have a buying appropria- 
tion and that will be figured from the turnover. If 
you have $20,000 in stock and you want to do, for 
instance, a $50,000 business, the question is, “How 
much stock do you want on hand after you have 
done that $50,000 worth of business and how much are 
you going to buy in the meantime and when are you 
going to buy it?” 

That is very simple and easy, but how many mer- 
chants do that and know that, and how many of them 
know what they want to buy when the time comes to 
buy? Look about in the State of Iowa. How many 
retailers have become wealthy within the last few 
years or a great many years, if you please? Not very 
many. Then something is wrong. When a man de- 
votes his time and attention and energies to a business 
he has a right to achieve to a competence in the shoe 
business as any other business, and the chances are 
very wonderful these days for the man who knows his 
business and whois let alone to work out his own destiny. 
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Time for More Turnover 


Work up on the turnover. We ought to get more 
turnover. We ought to get three or four. I doubt 
very much if the majority of the retailers in this State 
are getting two. I don’t think the records would show 
that they are. In all those that we investigated while 
at the University we found that out of about 98 shoe 
stores investigated, about five were getting over two. 
You see what a tremendous expense is being carried 
here, what a problem we have in this question of car- 
rying this tremendous stock for the benefit of the con- 
suming public and how much they give you if that 
stock goes dead on your hands. 

A short time ago we made a study of Cedar Rapids. 
We found we had about $500,000 
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mark-up that we find in Des Moines or Sioux City? 
It would seem on the face of it that that were true, 
but, on the other hand, there are communities which 
require service and which require variety where there 
isn’t the same demand and where these things must 
be carried anyhow. 


Merchant Without Competition—Profiteers 


Now then, what is the profiteer just in that connec- 
tion and relation? I beard it defined as the man who 
collected all the traffic would bear. That isn’t neces- 
sarily what can be done in any community where 
there is any competition. But, on the other hand, we 
find that certain situations which are being taken 
advantage of in certain localities 
where the merchant has a monopoly 





worth of payroll a week, giving us 
about $26,000,000 a year income of 
the people of that city. There certain- 
ly must be an arbitrary figure which 
will give us something along the 
line of how much is spent in this 
town for shoes, and we found it was 
about $600,000. We know what 
stock we have got, what proportion 
of the stock in that town we hold. 
We know that we are not getting 
that business that we ought to get, 
the turnover that we should. Who 
is getting it? We have looked 
around among the competitors and 
they are doing very well. In Cedar 
Rapids we have a very good bunch 
of retailers. In the State of Iowa I 
think retailer for retailer we have 
the most intelligent crowd in the 
United States. That was my reac- 








Johnston & Murphy Oxford of 
Norwegian Veal, Strand Last, 
Wing Tip, Imitation Face and 
Broadway Heel Fox, Perforated. 


influence that. The merchandiser 
without competition has that mo- 
nopoly. If we had a State Bureau 
we could investigate these things 
and we could eliminate these men 
from the competitive field and put 
business back on a foundation where 
it belongs. Now whether you would 
have it or not, whether you would 
acknowledge it or not, there is a 
great deal of distrust in the country 
over the operations of the retail 
merchant, justly or unjustly though 
it may be. There are some men who 
are taking advantage of situations 
and these men are the men who are 
casting ill repute over the whole 
fraternity. There ought to be some 
way of handling these situations, 
and there is some way in which it 
could be done. 








tion after I had traveled this State 
for about seven years with the 
Bureau of Business Research at the University. 


In the Market for Sales 


We are in business to make a living, but we don’t 
care how many pairs of shoes we have sold—we don’t 
go into the market to buy shoes. We go into the 
market to buy sales and after the year is completed if 
we have had $100,000 worth of sales and no profits, 
we have not done as well as the man that has done 
$30,000 and made four or five thousand dollars in 
profits. 


Mark-up Varies as to Service 


Now then, in the question of turnover, we have here 
the problem of figuring on mark-up. That is, we have 
this proposition presented of what is a fair and 
equitable mark-up. Should that be uniform through- 
out the State? Have we any right to expect that we 
can go on the Mississippi River and find the same 


We have got to mass our facts 
and figures and then we have got to use those facts 
and figures to improve business conditions. Inside 
of 10 years we will see again a change in business. 

We have been on an artificial plane the last four 
or five years. We will never get back to where we 
were before. Prices for a long time will never reach 
anything like the former level and they may never 
reach it. I don’t lean to the idea that there will be 
any violent break in prices. 

Nothing short of a crop failure could produce such 
a result, so what have we got to do? It seems to 
me the only thing to be done in the situation is to 
attend strictly to business, to keep our business strictly 
in order, to keep it thoroughly organized; and I am 
quite sure that if we would do that I would be willing 
to answer for the result 10 or 20 years hence. 


(Applause.) 
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Soft Shades of Brown for Fall 


Authentic Color Information Upon Costume and Footwear by the 
*““Recorder’’ Color Expert---Range of Colors Narrow 


and expand not only throw light on coming de- 

velopments in colors but, what is more im- 
portant, confirm the numerous forecasts of the “Re- 
corder” with regard to the future position of black, 
white and shades of brown in 
footwear. 

At the recent Vanderbilt 
wedding, the notables gave 
preference to millinery com- 
binations of blue and white 
and black and white instead 
of the pastel shades adopted 
by the exclusives one year ago, 
of which lavender was a 
striking example.~ 

This is important. For is 
it not always conceded that 
the millionaire class is in a 
position to know the latest 
fashion tendencies, can afford 
to discard what the populace 
are wearing and have the 
money to expend for personal 
adornments above the com- 
monplace? 

Especial attention is di- 
rected to the fact that the 
combinations of blue and 
white and black and white, 
worn in millinery for the oc- 
casion referred to, were es- 
pecially ordered for the 
occasion from one of the lead- 
ing millinery houses. 

A continued vogue of both 
black and white in footwear 
is, therefore, predicted on the 
foregoing important data, and 
the “‘Recorder’’ New York representatives unhesi- 
tatingly urge preparation for the present Summer and 
coming Fall season along the lines already confidently 
recommended in previous letters. 

Further convincing evidence of a narrowing 
tendency in colors for street wear is presented 
in the orders now being placed with manufacturers 
of fine woolen dress goods for both Fall and 
Winter deliveries, by manufacturers of ready-to- 
wear who have a close study of fashions and order 
far in advance. 


Ria T events in circles where fashions originate 


GREATEST OUTDOOR YEAR 
Sport Footwear Gives Promise of Great Popularity 
This Summer and Fall—More Golfers Than Ever 
Before—This is Julia Faye,a Paramount-Artcraft Star 


Reports from leading manufacturers of both wool 
and worsted dress goods are to the effect that the 
range of colors will be narrowed and shades dark- 
ened. Of equal interest to manufacturers of shoes is 
the statement, undisputed by all authorities, that not- 

withstanding the long vogue 
of browns they will again 
come prominently forward 
during the coming Fall and 
Winter season. 

This was expected. Dur- 
ing last Fall and Winter, 
brown furs came prominently 
forward, and this naturally 
furthered the already strong 
position of soft shades of 
brown. It should be noted 
that expensive furs are not 
bought and discarded in one 
season. 

Thus, black, white and soft 
shades of brown for street 
wear are the leading favorites 
for the moment with careful 
students of the color move- 
ment in the footwear. 





Convention Dates 
Announced 


Michigan Merchants to 
Meet at Kalamazoo, 
Sept. 7, 8 and 9 

Chicago, May 4—J. E. Wil- 
son, president of the Michi- 
gan Retail Shoe Dealers’ Asso- 
ciation, announces that the 
next annual convention of the 
association will be held September 7, 8 and 9 at 
Kalamazoo. Ata meeting held there yesterday, which 
was attended by directors of the State association, 
the Kalamazoo Retail Shoe Dealers’ Association was 
organized with the following officers: 

George Moore, president; Lewis Eisenberg, vice- 
president; Lawrence Muffley, treasurer, and Fred 
Appledone, secretary. 

A meeting will be held-Thursday night of next 
week at the Burdick Hotel, Kalamazoo, to complete 
arrangements for the State convention. 





May 8, 1920 


BOOT AND SHOE RECORDER 


Rules Proposed for Retail Advertising 


Cleveland Association Formulates Recommendations Which, If Followed, 
Will Increase Consumer Confidence 
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vertising, half the battle is 
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F your customers have confidence in your ad- 


no amount of advertising will do you any good 
if it is not believed. Realizing this, the Better Busi- 
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Why It Pays a Man 
To Wear Good Shoes 


Leather costs so much a pound in the open market. 
Its price depends upon ts ome. Good leather 
costs more than inferior leather. And good shoes 
are made of good leather. 


The first cost of a pair of good shoes, therefore, 
must of necessity Se mane than that of shoes made 
of cheaper material. But it is’ final cost—not first 
cost—that interests the man who thinks 


Shoes that are “down and out” afjer a few weeks 
or months of wear, are too expensive—al any price. 
But shoes that are still doing duty after cheaper 
kinds—purchased at the same time—have gone into 
the discard, are economical even though their first 
cost may have been considerably more. 


In these days of sham, shoddy and uncertain qual- 
ity, it will pay you to buy your shoes from Coes & 
Young—a house that has built its reputation upon 
the foundation of “honest values.” 


Then you will have the satisfaction of knowing that 
vour feet are well shod—that your shoes can 
depended upon to give you the style and the ser- 
vice which you have every right to expect. 


Coes & Young shoes are priced at f-om $12 upward. 
They are worn by discriminating men in every walk 
of life. Many of our customers live in distant states 
and foreign countries. But year after year they 
send to us for their shoes, because experience has 
shown them that they always get what they pay 
for—at Coes & Young. 


Why not come in and let us fit you with a pair ot 
good shoes? 


COES & YOUNG CO., Boston 


Down Town Store—20 School St. 
Up Town Store. - 8 and 10 Avery St. 











VA 
6 
Key ATT OT TT Mn 


FNUTAO TOASTER TTY 


ness Commission of Cleveland, which is affiliated with 
the Associated Advertising Clubs of the World, has 
sent to all Cleveland advertisers a booklet containing 
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of the public in superlative statements which may be 
100 per cent truthful. 
“It is recommended that where comparative prices 


“recommendations offered as a guide to advertisers 
to assist them in avoiding advertising statements and 
practices that have a tendency to reduce consumers’ 
confidence in all advertising.” 


These recommendations, based 
on the experience of the best retail 
stores in that city, are as follows: 


Tell the Literal Truth 


“It is recommended that care be 
taken to substantiate definitely 
any fact or assertion made in ‘an 
advertisement prior to the time 
the advertisement comes before 
the public. Unintentional mis- 
representations cause just as much 
criticism as intentional ones, and 
the reader does not stop to consider 
that it may have been uninten- 
tional—the result being that the 
advertiser is criticised to an unjust 
extent and ensuing advertisements 
do not inspire the confidence they 
might deserve. The wrong im- 
pression can be derived from an 
advertisement in which there is 


‘statement of one fact which is not 


well grounded. 


Refrain from Superlatives 


“It is recommended that the use 
of superlative statements be re- 
frained from unless the advertiser 
can, and will, submit proof of such 
statements to the Better Business 
Commission if requested. The 
force of superlatives in advertising 
has been considerably weakened 
through misuse. - The public has a 
right to take superlative statements 
literally. The advertiser has a 
right to expect them to be taken 
literally when he has proof to sub- 
stantiate them. The repeated use 
of superlative statements which 
cannot be substantiated, whether 
made by the same or different ad- 
vertisers, destroys the confidence 
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are being quoted, values be based on the average 
quotations for the same class of merchandise in other 
stores in the city. The public determines value in 
this way and a statement of value means to the reader 
the average value as found in other stores. 

“Tt is recommended where comparative prices are 
being quoted that a definite distinction be made be- 
tween ‘early season’ values and ‘current’ values based 
on the average quotation for the same class of mer- 
chandise in other stores in the city. 

“The wrong impression is created in the mind of the 
public when former or ‘early season’ values are re- 
ferred to and the reader interprets the statement to 
mean ‘current’ values. 


Give Complete Price Range 


“It is recommended where comparative prices are 
being quoted that when merchandise of different 
values has been groupéd for sale at one price, the 
advertisement state the minimum value in the group 
as well as the maximum value. The reader generally 
gets the wrong impression of the entire lot of mer- 
chandise when the highest values in the group are 
quoted and the advertisement does not state the 
lowest values. Where the lowest as well as the highest 
values are quoted, the reader gets a better impression 
of the group and will not be subject to disappointment. 

“Greater confidence in the advertiser is inspired 
when the complete price range is clearly stated. 


Price Tickets Urged 


“It is recommended where comparative prices are 
being quoted and. merchandise of different values 
has been grouped together for sale at one price that 
each article bear a ticket indicating to which of the 
advertised values that article belongs. 

“The public should have no difficulty in ascertain- 
ing which articles of merchandise are of the various 
values stated in the advertisement. 

“Tt is recommended that extreme care be taken in 
advertising to avoid making statements which might 
be misconstrued. Statements which can be mis- 
construed cause criticism of the advertiser to an ex- 
tent which may be unjust. Equivocal statements 
destroy confidence and invite suspicion. 


The Truth About Quality 


“Tt is recommended that when merchandise is 
bejng advertised which is soiled, of second quality, or 
for any reason whatever not perfect in every respect 
from the standpoint of the manufacturer, the adver- 
tisement state clearly and explicitly the facts as they 
are. 

“Unless such facts are clearly stated, customers are 
disappointed when they come to the store in response 
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to the advertisement, and confidence in advertising 
is lessened. Not to state such facts clearly is judged 
by the Federal Trade Commission to be a violation 
of Special Provisions to Regulate Interstate Com- 


merce. 
Genuine or Imitation? 


“It is recommended that when merchandise is being 
advertised which is an imitation of merchandise of 
higher quality or value, great care be taken that the 
advertisement does not convey the impression that 
the merchandise is the genuine quality. There is 
danger of misrepresentation to the extent of 
fraud. 

“Even if from the sale price quoted it is obvious 
that the merchandise is not genuine, or even if the 
advertiser is under the impression that the public is 
informed generally that such merchandise is imitation, 
greater confidence is inspired in the advertising if 
care is taken to point out the facts clearly.” 





Cost of Living Continues to Increase 


Official Figures Indicate Primary Reason for 
‘Overall’? Protest and McNary Plans for 
Shoe Stamping 


The average cost of living for American wage- 
earners rose 7 per cent between November, 1919, and 
March, 1920, according to a preliminary announce- 
ment made this week by the National Industrial 
Conference Board. This marks a total increase of 
about 95 per cent since July, 1914, and an increase of 
21 per cent within the last 12 months. These figures 
are the result of the board’s sixth survey of changes in 
the cost. of living in the United States, a complete 
report of which will be available within a _ few 
weeks. 

Increases between July, 1914, and March, 1920, in 
the cost of each of the five major items making up the 
family budget were as follows: 


NY 5 gt ain ude eee eee 94.8% 
SUE sa cans bie Gack anaes” 100% 
ES Cee oer aero 49% 
CE cc ce dt nbn abe kek enwean 177% 
Fuel, heat and light................. 49% 
PR cnchusdbsscada peaks reees 83% 


A number of reliable investigations, including some 
by the United States Bureau of Labor Statistics, have 
shown that before the war annual expenditures were 
apportioned approximately as follows: For food, 43 
per cent of the total; for shelter, 18 per cent; for 
clothing, 13 per cent; for fuel, heat and light, 5 per 
cent, and for sundries, 20 per cent. These weights 
were used by the board in estimating increases in the 
cost of living since 1914. 
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Shoe Fitting in 1920 


**Recorder’’ Lesson No. 9 


The better the fit the better the wear. 
Price and profit then become a pleasurable 


acknowledgment of service. 





New faces at the fitting stool 
mean a keen interest in the first 
principles of shoe selling. Scarce a 
store in the country but numbers 
the addition of men whose knouwl- 
edge of feet and footwear is limited 
to the ‘‘first hand”? knacks of get- 
ting sales. If by a series of AU- 
THORITATIVE ARTICLES we can 
give more light on “‘the first duty of 
the retail shoe salesman—fitting 
human feet’’—then we will have 
started our 1920 educational pro- 
gram correctly. Study these types 
and apply the suggestions to your 
fitting-stool experience. 











No. 9—The High Instep 


ASHION is all right, but any style that tends to 
K increase the cost of selling and multiplies the 

already numerous difficulties that confront 
the retail merchant should be resisted. It’s up to 
retail merchants to suggest styles—not to have them 
thrust upon them. 

Very little argument on the retail merchant’s part 
would convince the average high instep customer 
how much more practical and comfortable a lace boot 
is as compared to the button boot with its twisted 
front seam, its crooked row of buttons and the needle 
holes that are bound to show where buttons have 
been changed. Button boots offer more real difficul- 
ties in fitting than any other style on your shelves. 
This is especially. true when you come in contact with 
the high instep. 

That button boots cost more to make is conceded 
and a careful study will convince you that they cost 
more to retail, for they consume more time to fit. 
The ball and waist may be normal, but the instep, 
ankle and top abnormal; buttons will have to be 
moved forward, resulting in a crooked front seam and 
a row of buttons that will be out of line; the small 
ankle and top mean setting the buttons back; then 
you get these requests: 


Requests Resulting from Button Styles 


“Please sew the buttons all over;” “Put them on 
with button fasteners; “Change the buttons and 


The How and Why of Treating 

Troubled Feet as Solved by Ex- 

perts Who Have Met with Every 
Form of Foot Trouble 


let me try them on again before I decide,” etc. 
Danger from tearing the buttonholes and various 
other things happen when fitting button boots. 
These changes all take time, and as time has a money 
value, the cost of selling is increased. 

The high instep is the greatest trial and it’s the 
exceptional case when you can put a button boot on 
and button every button to the top. The long, slim 
foot with the low instep offers little trouble; in fact, 
button boots seem especially well adapted to this 
kind of foot and little change is necessary. 


Prediction Regarding Button Styles 


Last season an attempt was made to force the sale 
of button boots. Most city stores bought some on the 
fancy styles. As a rule the consumers did not seem 
over-enthusiastic in buying them. In some localities 
they went very well, in others they required con- 
siderable pushing, so the general opinion is that very 
few buttons will be ordered for next Fall. 

If there is any question in your mind 
about their selling, play safe and do not buy 
them. 

When button boots were selling, cloth top boots 
were more satisfactory for the high instep foot, for 
the reason that in buttoning them, they will stretch 
and often button up, where a leather top would 
fail. 

Then if you have to change the buttons, the cloth 
top does not show needle marks. A little brushing 
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Y’ can’t tell me that the man who moans 

Gets anything else than frigid tones; 

An’ y’ can’t tell me that it doesn’t pay 

If y’ greet your friends with a Smile each 
day. 


There’s no glad clasp from the welcome mit 

For the guy with th’ Grouch—he doesn’t fit; 

But the guy with th’ Grin—why th’ open 
door 

An’ th’ hearty greetin’ is his, an’ more. 





“Booster Bill” 


{WERE AINT Much 


’ 


There’s one thing certain, y’ can’t sell shoes 
With a face that looks like y’ had th’ blues, 
An’ y’ can’t make friends if y’ say “Hullo” 
With a mouth that’s drawn inter lines of woe. 


I'll tell y’ friend—’taint a bit of use 
T’ tie up th’ grins so they can’t get loose; 
Throw y’ grouches an’ growls on th’ Oi’ ‘Gloom 
Pile,”’ 
Ain’t y’ glad you're livin’?—all right then, 
SMILE! 
BOOSTER BILL 








where the needle has gone through will hide the mark 
effectually. 


The “‘Long Stitch Forward”’ 


When you have to change buttons, if you will use 
the “long stitch forward,”’ you will find it helpful. 
This is done by not drawing the thread close to the 
upper; leave a good long loop; this gives extra length 
to the button shank, and often enables you to button 
up over a high instep. 

When you are fitting lace shoes to the humpy in- 
step, and the tongue is not wide enough, it is usually 
more satisfactory to put in a new extra wide tongue 
than to have the top made larger. 





Goodyear Hall Dedicated 


Also the Industrial University with an Enrol- 
ment of 5,700 


Prominent manufacturers, industrial experts and 
educators from many States were in Akron, Ohio, on 
Saturday, April 17, for the formal dedication of Good- 


year Hall, the new employes’ recreational institution 
of the Goodyear Tire & Rubber Company, and the 
dedication also of Goodyear Industrial University. 
The latter is the only educational institution of its 
kind in the world, with an enrolment of 5,700 in over 
500 separate classes embracing studies from elemen- 
tary grade school courses to post-graduate collegiate 
courses. 

Shoe men represented at the dedication were: 
Arnold Curtis of the Rice & Hutchins Company, H. 
E. Slayton of the F. M. Hoyt Shoe Company of 
Manchester, N. H., and James P. Keith of the George 
E. Keith Company of Brockton, Mass. 

President William Oxley Thompson of Ohio State 
University, Columbus, Ohio, gave the main address 
at the dedicatory services. Other speakers were: 
President F. A. Seiberling, Vice-president C. W. 
Seiberling, and Factory Manager P. W. Litchfield of 
the Goodyear Company. The dedication program 
was given before an audience of more than 5,000 
Goodyear employes in the immense gymnasium. The 
entire building was thrown open to public inspection 
during the week of April 19. 
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Are Present Shoe Prices Justified? 


What About Present Levels and Grades and What About the Future? 


By GLENN C. WHARTON, President F. P. Kirkendall & Co., Omaha 


‘HESE are very trying and difficult times for all 

— of us. Money is practically unobtainable and 

when you can get it it is at very high rates. 

Prices are advancing constantly. Your customers are 

dissatisfied both on account of the service you can give 

them and also on account of your constant advance in 
prices. 

Therefore, the question that you must answer is, 
‘‘Are the present prices of shoes justified and, if so, how 
long will they remain at their present level and will 
they go higher?” 

I think you can answer all of these questions posi- 
tively in the affirmative. At the present time it seems 
to be the fashion for a great 


shoe man, it was written by an absolutely disinter- 
ested party who had been commissioned by the Satur- 
day Evening Post to investigate conditions and report 
through the Saturday Evening Post whether present 
prices were justified or not, and I think if you will read 
that article carefully you will come to the one conclu- 
sion that today’s prices of shoes are justified and if 
anything will go still higher. 

The “Boot and Shoe Recorder”’ recently published 
a Primer of Prices, giving the facts in the hide and 
leather industry, that I want to recommend also. My 
advice would be to get copies of that and keep it in 
your store to give away to your customers who come 
in and allow that hides to- 
day are only worth 18 cents, 





many of the daily news- 
papers to take the shoe in- 
dustry, and particularly the 
shoe merchant, as the butt 
of their target. Just recently 
a daily newspaper in Grand 
Rapids published an article 
in which it was stated that 
hides today were half what 
they were in 1919. A group 
of tanners asked that editor 
for his authority for .that 
statement and he weakly re- 





For a Square Deal 


The undesirable notoriety which the 
public press has been giving the retail shoe 
merchant on the front page seems to me a 
subject for concerted action on the part of 
every merchant. My advice to the retail 
merchantis, from now on to insist that if he tain. 
is going to give the newspaper advertising 
on its back pages that he get a fair deal on 
the front and editorial pages. 
from Mr. Wharton’s address.) 


but, on the other hand, you 
are charging them more for 
their shoes. 

I won’t attempt to proph- 
esy what is going to happen 
to prices because the way of 
a prophet is very uncer- 


The best of well-laid deduc- 
tions were upset by the flu 
epidemic in 1918 and the 
coal shortage in 1919. But 


(Extract 








plied that a farmer had told 
him so. And that is about 
as much basis as most of those articles have in them. 


All Sorts of News Items 


About two weeks ago I saw an editorial in the New 
York World, supposed to be one of our most authentic 
daily papers, in which it characterized everybody in 
the shoe business as profiteers and stated that if the 
Government wanted to start putting prices of com- 
modities down they certainly had plenty of room to 
start with the shoe industry. It was written by some 
cub editorial writer who knew nothing whatsoever 
about the facts, probably one of those men who had 
decided to break the shoe market by staying out of it 
for two years and suddenly had gone in and found 
what he had to pay for shoes at retail today. 

At the same time there appeared in the Saturday 
Evening Post, I think under date of January 30, an 
article written by a man by the name of Parsons, en- 
titled ““Everybody’s Business,” and if any man here 
today hasn’t read that article, I want to urge him to 
read it at once. That article was not written by a 


there are certain funda- 
mental facts which will chart 
our course for us through the year 1920. 


Not “‘Pressure,’’ But Truth 


The undesirable notoriety that the public press 
have been giving the retail merchant on the front 
pages of their papers I think is one for concerted 
action on the part of every merchant. My advice to 
the retail merchant is from now on to insist that if he 
is going to give the newspaper advertising on their 
back pages that he get a fair deal on the front page 
and in the editorial column. 

And there is no other way that you can get it than 
through concerted, combined action. It has got to 
come from the big retail merchant in the big towns 
first, and then everybody get in the band wagon and 
stand together. The retail trade does not want and 
does not need any statement of facts that is not abso- 
lutely true. All we want and all we demand is a 
square deal and no such articles as have been appear- 
ing recently in the public press. I think without ex- 
ception that there is no trade handling commodities 
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and necessities of life that has handled them on a 
fairer basis to the public than the shoe trade as a 
whole. 

It is necessary for you to get a fair margin of profit 
during this period. No fair price commissioner or any 
government will come to you with a check when 
prices start to go down, and you have to protect your- 
selves against a declining market when it does come; 
but, on the other hand, I think that the trade as a 
whole has refused to mark the prices, either the 
manufacturer, jobber or retailer, on a replacement 
basis, but have come nearer marking them on a cost- 
plus basis than any other handlers of any necessity of 
life. 

The Omaha Daily Bee recently published an article 
on the front page of their paper entitled, “Big Drop in 
Hide Prices.”” They then went on to state that hide 
prices had gone from 55 cents to 20 cents in the last 
two to three weeks. That article was absolutely true 
and still it was one of the 
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market bidding. It is true that only something like 
280,000 men were killed or maimed out of America, 
but the fact remains that the world labor market as a 
whole is today-short 14,000,000 men, and it will take 
generations before those men are replaced and we are 
back to a normal labor market. 


A Loss of Immigrant Labor 


Bringing it down to our own case, before the war 
we received an average of a million immigrants every 
year. For five years these were shut off entirely and, 
according to Babson’s statistics, the number of for- 
eigners leaving this country today is greater than the 
number coming in, so that we are still facing an annual 
loss in our labor market. In other words, the 
United States at best is short today 5,000,000 
men and the world as a whole is short at least 
14,000,000. 

I think if you will let that fact get thoroughly in 
your mind it will account to 
you for many of the present 





most vicious misstatements 
of facts that I have ever 
seen. Hides in August on 
the top grades of packer 
hides reached a_ fictitious 
price in the hands of specu- 
lators of 55 cents. On the 
‘other hand, the very lowest 
grades of country hides a 
week ago were 20 cents, but 
instead of comparing the 
same grade of hides, straight 
through, they were at one 
period comparing the top 
grade and at the other period 
the bottom grade. 

In general, in regard to 





TWIN STRAP SANDAL 
A turn in patent leather—three-quarter foxed. 


A clever strap effect in a strap year. 
The Donald Shoe Co., Philadelphia 


high prices and the troubles 
that you are having in get- 
ting deliveries on shoes or 
any other manufactured 
article. 

The third reason that 
prices are high in general is 
because your three main 
costs—labor, raw materials 
and general expense—have 
all advanced from 100 to 
200 per cent. 


Cattle Shortage 25,000,000 
Head 


The cattle and calfskin 
market is today approxi- 


Made by 








commodities as a_ whole, 
there have been certain basic 
principles that have caused prices to advance as they 


have. 
Economic Principles Must be Understood 


First is the much-discussed and abused dollar, 
which you all know from your own personal experi- 
ence is today worth about half what it was in 1914 in 
purchasing power, and-as long as the circulating 
medium of the United States remains as it is and the 
purchasing power of the American dollar is where it is 
today you can look for a continued high range of 
prices. 

The second main controlling item in the general 
advance of price has been labor. I think but very few 
people really stop to figure how serious the labor situa- 
tion is today. 

Today we have a world labor market just as we 
have a wheat market. Every manufacturer is in that 


mately 25,000,000 head of 
cattle short of what it was in 1914. You will readily 
realize, if you stop to consider, that Europe during the 
war killed off practically all of the cattle she had. 
She did this for two reasons: The Central powers had 
to. The second was because feed was so high. The 
net result is that the visible supply of cattle in Europe 
decreased 35,000,000 head during the war period. On 
the other hand, in the United States, according to 
Government reports, the number of cattle ia 1890 was 
52,000,000 with a 62,000,000 population. The number 
of cattle in 1919 was 68,000,000 cattle with 140,000,000 
people. This is an increase of 30 per cent in hides and 
an increase of 77 per cent in population. 

The population of the world is increasing at the rate 
of about 2 per cent annually and absolutely nothing 
is being done to increase the cattle heads of the world. 
If a start were made tomorrow, it would take from 
three to five years to rebuild them, and I wish to say 
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that the greatest reason for high prices today is raw 
materials in the hide and leather markets and if the 
Government would spend the money, with all due 
respect to the fair price commissioners, that it is 
spending on fair price commissions, to give a bonus and 
start an educational campaign of why cattle should be 
raised in this country, we would see prices of shoes 
start to come down a great deal quicker. 


Shortage of Felts 


At the present time there are at least two other 
branches of the shoe industry that are so serious that 
I want to dwell on them for just a minute. First of 
all, felts. The demand for felts has come about from 
the enormous increase in the price of leather slippers, 
which has increased the consumption from 5,000,000 


pairs to 20,000,000 pairs annually. At the same time . 


there are only four or five big manufacturers of felt 
cloth and felt slippers and therefore for 1920 the de- 
mand is going to far exceed the supply, and if you 
haven’t already covered your full requirements for 
1920 I advise you to do so at once and make sure first 
of all that it is with some manufacturer or jobber that 
you can absolutely count on getting delivery from. 


Scarcity of Rubber Footwear 


The second item that will be very scarce is rubber 
footwear. The rubber manufacturing companies at 
the beginning of the year gave all of their distributors 
allotments. These allotments at the present writing 
are certain not to be fulfilled. 


Only Buy What You Need 


Just at present I know it is customary for a great 
many merchants to figure that they have been carry- 
ing a very heavy load for the past two years and that, 
therefore, they don’t want to buy merchandise at the 
present time. I want to say to you that if you do not 
need merchandise don’t buy it. To do so will only 
aggravate and make a bad situation worse, but I also 
advise you to look over your stocks very carefully and 
if there are any items you need for Spring or Fall be 
sure you cover yourself thoroughly with some reliable 
concern now, because from a production standpoint if 
you do not you will not have the merchandise in the 
Fall when you need it. 

At the present time you are able to buy from those 
who have merchandise, most of the lines, shoes at a 
great deal below replacement basis. You are, there- 
fore, insuring your deliveries of merchandise at prices 
even if the unexpected should happen and we should 
have some reduction in price, at prices that would be 
below where they would come even on a break that 
there can be no excuse and nothing in sight for. At 
the same time you would be insuring yourself delivery 
of the goods when you need it. 
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Broken Values—Not Index of Market 


Just recently I have had many merchants refer me 
to the fact that they had been offered many bargains 
on the market. Some jobbers have been compelled 
to throw merchandise on the market. If a man is 
compelled to move to California tomorrow on ac- 
count of his wife’s health and has to cash in to get his 
money that doesn’t constitute a break in the market. 

The same is true of any values that are being offered 
way below the market. They don’t constitute the 
market. The raw material markets are in such shape 
that from a manufacturing standpoint we cannot 
see lower prices for some time. 


A High Labor Market Continues 


Babson’s report shows that the territory with the 
greatest number of automobiles is Nebraska, Iowa and 
Kansas. Government reports show that the average 
income of the farmer is $4,000 a year as against 
$1,500 on the total average. You are, therefore, living 
in the very center of the territory of the greatest 
prosperity. There is no question but what as long as 
labor remains employed at its present high wages, and 
we have seen there is no prospect of a decline for sev- 
eral years, and, in fact, I think you will see a high 
labor market for generations on account of the war, as 
long as this section of the country continues to raise 
record crops at record prices so long will we have great 
prosperity and an enormous buying power in this 
section of the country. 

This is a time for hope and optimism, not for fear 
and pessimism. Don’t speculate. To do so will only 
drive prices higher and the need today is for everyone 
—manufacturer, jobber and retailer—to get together 
and try to keep prices from going to a higher plane. 
If you all rush into the market at one time and start 
buying, you will produce a raceaway market, as 
happened last year; but I also say to you that you are 
going to see an enormous business this Fall, and if you 
want to cash in on your share of that prosperity and 
buying power it is necessary for you to cover your full 
legitimate requirements for Fall and Winter now be- 
fore it is too late. See that they are placed with some 
reliable manufacturer on whom you can depend for 
delivery. Don’t speculate, but anticipate the legiti- 
mate requirements of your customers and that is not 
speculation. 

Retail merchants will have more trouble through 
deficient stocks than overstocks this Fall and Winter 
and, therefore, I say to you, “Prepare and prepare at 
once. Check your stocks over carefully and see that 
you are lined up so that you will be able with suitable 
merchandise this Fall when the business is offered you 
to get your full share of it or it will go out of your 
town to the mail-order houses or the competitor 
across the street.” 
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IN STOCK 


WHITE CANVAS FOOTWEAR 


FOR IMMEDIATE DELIVERY 


@ WHITE CANVAS shows 
promise of again being the 
QUEEN OF SUMMER 
FOOTWEAR. 


5788— White R. B. Cloth l-eyelet Oxford, Turn, 18-8 
Half Louis Heel, AA, AC... Daiedakdabaeses ones $3.25 


5786—Same in Baby Louis Heel, AA, C. ere 





q OUR LINE is complete, 
including Ties, Pumps, and 
Oxfords—at popular prices. 


| 
| 


q@ TO INSURE delivery 


and minimum prices, orders 


5670—White Polo Cloth Opera Pump, Tur 
Full Louis Hee! Rr ar ae 


ee AASE th Oxford Pump. Beby Lowes 4g = Should be placed at once. 


q OUR WHITE CANVAS 

catalogue is just off the 

a: press—one will be sent you 
cOxtord, Welt, LowLeaberHes,” = UPON request. 


h 
‘BC... a6 5:6 bap 6.0 RERaS See ROR S CRE OREO ES $2.85 
5592—Palim Bea ch as above, 6-11, B,C............ 
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Shoe Merchants Can Supply All Their Needs In 


Footwear by Buying from the Following Houses 


PEDIGO-WEBER SHOE CO. 
Fine Shoes for Women—“‘Pedigo Style”’ 


PETERS SHOE CO. 
Peters “Diamond Brand” Shoes 


BROWN SHOE CO. 
Maxine, White House and Buster Brown 
Shoes. 


BRAUER BROS. SHOE CO. 
Little Prince and Princess 
Children’s Shoes. 


DITTMAN SHOE Co. 
Milady and Nine O’Clock School Shoes. 


CENTRAL SHOE CO 
Men’s, Women’s and Children’ 's Shoes. 


F. L. DOERR SHOE CO. 
Dependable Shoes for Women. 


FRIEDMAN-SHELBY SHOE CO. 
Atlantic, Pacific and Red Goose 


JAMES y= LEATHER CO. 
Novelty Shoes, Hood Rubbers, “‘Kew- 
oy th geen of Mudge Old 


Shoes. 


G. E. LIPPMAN SHOE CO. 
High Grade Shoes For Women. 


LEO GORDON SHOE CO. 


Fine Footwear for Women. 


pqmananes BROS. SHOE CO. 
akers Women’s Shoes exclusively. 


JOHNSON, STEPHENS 
& SHINKLE SHOE CO. 
The Fashion Plate Shoes for Women. 


A. S. KREIDER CO. 
Makers of Best Shoes for Boys, Girls and 
the Babies. 


LUND-MAULDIN COMPANY 
Fine Shoes for Men. 


McELROY-SLOAN SHOE CO. 
—— Super-Tred and Billiken 


Diamond Special, Classic, Jewel, Weath- 
erbird. 


ROBERTS, JOHNSON & RAND SHOE CO. 
Teese, "Society and “Tess and Ted” 


SAMUELS SHOE Co. 
Young Women’ +" 
Infames? Specialty 

TOBER-SAIFER SHOE CO. 
Novelty Boots and Oxfords. 


WIZARD LIGHTFOOT APPLIANCE CO. 
Adjustable Foot Appliances. 


DAVID P. WOHL SHOE Co. 
Novelty Shoes for Women. 


Girls’, Boys’ and 
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THIS SPACE 
FOR 
TRADE MARKS Pelers, 


~§/WE COI 


OF THE O) Tatrivegat 


Brand < 


BI G LEAGUE Ba Sl STAMPED maar, | 
SHOE HOUSES GENUINE Billikere SHOE. 



































‘% L i i] THE CITY SURROUNDED 
S a S BY THE UNITED STATES 


A great City serves a great Country, 
and a great Country has made a 
great City. 


A little over a generation ago St. Louis 
started its first small shoe factory. 
Today every style of footwear, from the 
smallest soft sole to the most highly 
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developed style in theatrical footwear, 
is made in St. Louis. 






From year to year St. Louis has shown 
ever increasing gains in shipments. 





Good shoes, advanced styles, efficient serv- 
ice and keen competition have made St. 


Louis the World’s Greatest Shoe Market. 
















Shoes you wane COME to St. Louis 
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WoRLD'S SHOE MLARKET 


WHITES 


We have the last 
word styles which 
you failed to buy. 


Orders Filled 
Same Day 
Received 


Here’s a Live Wire 


No. 771—White Sea Island, Turn Sole, 2, Military 
Heel. Sizes 24% to 8 AtoD Widths. $3.25 


No. 770—Same in Full Louis Heel. . $3.35 


This Will Sell Big 


No. 752—White Sea Island, Two Eyelet, Turn 
Sole, Full Louis Heel. Sizes 24% to 8. Ato D 
Widths. - $3.25 
No. 754—Same in n Baby Louis Heel - $3.25 


Monthly Style Service on Request 
Send in Your Name For Our List 


F. L. DOERR SHOE CO. 


Ladies’ Novelties Qur Specialty 
1315 Washington Ave. ST. LOUIS 
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The House For 
Military Heel Oxfords 


The Most Wanted Shoe Today 


No. 100—Finest Grade Havana Brown Kid Ox- 
ford, Goodyear Welt, Smart Military Heel, 6 
Blind Eyelets, Straight Imitation Tip. In stock, 


No. 101—Same Shoe in Selected Black Kid. In 
stock, AAA to C 


Leo Gordon Shoe Co. 


St. Louis 


Walt E LaBvics 
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SHOES 


ILLIKENS have that indefin- 
able touch of distinctiveness 
which differentiates them from 

other makes of children’s shoes, just 
as “The Big Dog” of the constellation 
differs from the tiny star. Retailers 
have found in this the difference be- 
tween a profitable and non-profitable 
business. 


If you desire to broaden your 

selling possibilities in chil- 

dren’s shoes write for our 

Billiken Proposition and 
Booklet 


MSElroy~Sloan Shoe Company 


ST. LOUIS 
A ae 
eS) ASS 
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Shop Early and 
Avoid the Rush 


Now In Stock 


Stock No. 109 
White Nubuck Ox- 
ford, Turn Sole, Full 
Louis Heel, Imitation 

ip. 

A to D, 24% to8 

Specially Priced 


$5.75 


Stock No. 222 


Same as above in 
Tongue Pump, Plain 
Toe. 


DI - 


30 SOUTH ST. BOSTON 
99 DUANE ST. NEW YORK = 
Mn eC 














SHOE LACES 


All Popular Colors—Mercerized and Silk 


RIBBON TIES 


BLACK — BROWN — WHITE 





LINCOLN STORE SUPPLIES COMPANY 
1508 Washington Ave., St. Louis, Mo. F 
THE HOUSE OF SERVICE TO YOU 
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Trade-marks in Foreign 
Countries 
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PRINCESS BROGUE 


A Popular Sport Model for Fall 
Made of Excellent Material Throughout 


No. 4670. Mahogany Brogue, 214-7, A to D, 9-8 Heel $7.00 
No. 4670%. Mah. Imitation Brogue, 214-7, A to D, 9-8 Heel $6.25 


ROYAL PRINCESS “vers 


For Women 


Made in a Variety of Snappy Patterns and Lasts, Are Reason- 
able in Price and Possess Excellent Fitting Qualities 


2%-8, AA to D, $9.00. Same in Oxford $6.75 Less Disc. 


ROYAL PRINCESS 7 \ BRAUER BROS. SHOE. @. ad hy toe 


294 inch Vamp, 13-8 Heel, 844 Exclusive Manufacturers of Misses’ and Women’s High Grade Shoes 
nch Top. es 
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HEN AL ADVERTISERS demand their 

money’s worth, all publications 

will provide circulation reports verified by the Audit 
Bureau of Circulations. 


It is one of the mysteries of the advertising world 
that while all manufacturers demand verification of weight 
and quality in the material purchased, some of them still buy 
advertising space without knowing what they are paying for. 


Such advertisers, however, are now exceptional. 
Most of them demand verified A. B. C. circulation statements 
before placing contracts. 


In the case of the Boot and Shoe Recorder the 
demand is immediately met. The Boot and Shoe Recorder is 
a member of the Audit Bureau of Circulations. 
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A Complete Line of Oxfords 
in Plain and Brogue Effects. 
Made in Turns, Welts and 
McKays. 


THE VAL DUTTENHOFER SONS CO. 
CINCINNATI, OHIO 





COLORED CALF AND SIDE 
LEATHERS 


have attained a position 
of world renown and are 
found in the high grade 
footwear of discriminat- 
ing people of all nations. 


For Quality 

















THE HVME VF THE 


LUXVK LINE 














Tannery and General Offices 


THE OHIO LEATHER 
COMPANY 
GIRARD - OHIO 


Boston - 33 South Street 
The Ohio Leather Corporation 


Philadelphia, 325 Arch St. 
The Ohio Leather Company 


New York, 29 Spruce Si. 
Oscar Scherer & Brother 


Milwaukee, 258 4th St. 
A. R. Mueller Company 


St. Louis, 1602 Locust Street 
Arthur S. Patton Leather Co. 
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Koko Russia Calf Lace 
Oxford; 
Speedway Last 


Widths: B,C, D , 


Sizes: 514 to 10 


IN STOCK— 


Today and for months to 
come oxfords will go big. 
In fact, there’s a certainty 
they'll be sold as late as 
September. 


Remember, then, that we 
are featuring 50 styles of 
them in stock—Brogues, 
Razor Toes. Perforated and 
Wing Patterns. In high 
shoes 75 more numbers are 
on hand. When you’re 
ready, we are, too. 


BRANCH IN 
PHILADELPHIA 
BALTIMORE 
PITTSBURGH 


FACTORY |} 


Diamond Shoe? 


SPEEDWAY 


Koko Russia Calf 


87-79 


No. 472 


In Gun Metal 
Side, No. 468 
$5.90 


That’s the welcome solution of the 
problems now confronting every sys- 
tematic business. 


True buying ahead will never cease 
to have its protective value. But as - 
new needs arise, right in season, 
what a pleasure it is to get our kind 
of day-to-day service. 


Only thru years of intensive experience 
and close study have we formulated eur 
system of stock service. You’re welcome 
to its work for the asking. 


BRANCH IN 
CLEVELAND 
DETROIT 
CHICAGO 


FACTORY 2 





MONTELLO 
BROCKTON 


HOME OFFICE 


CciTy OF 
BROCKTON 


STOCK HOUSE SALES ROOMS 


196 CHURCH STREET, NEW YORK CITY . 
BOSTON OFFICE 207 ESSEX STREET 


OOD RURURRRRERRGROSHEESE 





PEREEGRRROCRCCUS BREE RUSEEREE BE 


BOOT AND SHOE RECORDER May 8, 1920 





























“Pall Mall” 


Russia Side Bal. 


An English Bal in carefully 
selected Russia’ Side Leather 
with distinctive vamp pattern 
and perforations. A Wing 
Foot rubber heel is another 
excellent feature which will 
make this style as sure rapid 
turnover. 


Stock Number 4529 
Code Word, “Senator” 


Price, $7.75 





“Pall Mall” 


Russia Side Calf Oxford 


A companion style to the high 

shoe illustrated above. This 

Oxford fits exactly the need 

for a low shoe of excellent 

' quality and appearance at 

a moderate price; Wing Foot 

rubber heel. 
Stock Number 4528 
Code Word, ‘‘President”’ 


Price, $7.00 
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NATIONALLY ADVERTISED 
IN STOCK REGALS 


i Boece mighty popular 
members of the Regal 
family. 


saeeeeneet etna 





















yl S 
CMMs 





—Popular with your cus- 
tomers because they're a 
good buy—popular with you 
because they're a good sell. 








Have Our Representative Call | 


partners in solving retail shoe store problems. They are now on 
the road. 


Link your store up with Regal National Advertising. Your local 
reputation with Regal’s world-wide Prestige insures Customer- 
Satisfaction—and therein lie your profits. 


The Regal Salesmen are all experienced shoe men—helpful 
| 
| 
| 
| 


Write for our 


REGAL AGENCY PLAN | 

















Sate Phiseaee The Regal Shoe Company Pope al 
209 South State St., 268 Summer Street New York City 
Chicago, III. 


BOSTON, MASS. (at 37th St.) 
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Absolutely no leather substitutes used 


DONG WI Ts gg oc oi ceccdecsccdeces $1.85 
3016—White Washable Kid...................... 1.85 
3015—Brown Vici Kid 
3017—Patent White Wash Kid................... 1.85 
3001—Brown Cabretta.................0ccce cece 1.35 
3003—Patent Leather, White Cabretta Top........ 1.35 
3005— White Ee eee ag 1.35 
3007—Patent Leather, Gray Cabretta Top......... 1.35 
3009—Brown Kid, White Cabretta RES 1.35 
3011—Red a I ae ER: 1.35 
3101—Patent Leather Mary ghd werewer wer. 1.25 
3103—White Canvas Mary Jane. . coe me 
3002—Black Kid 1.20 
3004—Patent Leather, Mat Top. ee 
3006—Patent Leather, Brown id.. 1.35 
3008—Patent Leather, Champ. Cab. ‘Top.. 1.35 
3010—Brown Kid, Champ. Cab. Top..... 1.35 
3012—White Canvas.................... 95 
3102— White Cabretta, Mary Jane........ 1.25 


All the above numbers, sizes 1-4. I} 
onal 


Henry Kleine & Co. 


208-214 W. Lake St. : : Chicago 




















Te 








Theo Tie! 
Certainly! 
Wemakit! 


Wire Your Order—At Once Delivery! 


605—Black Ooze Calf . .... . . . $10.00 
606—Brown Ooze Calf. . .... . . 10.00 
604—Chrome Patent Leather .... . 7.50 
506—Black Glaze Kid. . ...... 8.00 


Widths AA to.C—High Grade— Turn Soles 
Full Louis Heels 


Atlantic Shoe & Slipper Corp. 


133 Essex Street Boston, Mass. 
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MARVEL 
FOR 
FITTING 
QUALITY 





This .shoe is:made over our new English last which we have named the “Lake 
Shore.” It meets every fitting requirement perfectly. Many a stout man can 
wear this shoe comfortably. On the young man’s feet it creates the feeling that 
at last he’s found the last. Made of a smooth glovey leather that feels good and 


looks..the ‘same. 
ON THE FLOOR 


STOCK NUMBER 822—LAKE SHORE LAST, 
Havana Brown Kid Bal., Pearl Leather Facings 
and Trimmings, Neatly Fitted. Felt Lined 
Tongues, High Quality Oak Buffed In-soles, 
Extra Quality No. 1 Fully Primed Out-soles, 
Leather Counters, Channel Welt, ‘‘Goodyear”’ 
Wingfoot Rubber Half Heels, Widths AA to D. 


PRICE $9.85 LESS DISCOUNT 


Write for Salesman 


J.W.CARTER CHICAGO CO. 


Specialty Manufacturers of Men’s Welt Dress Shoes 


CHICAGO, ILL. 
SALESROOMS: 833 W. CHICAGO AVE. 


OF RE RFE SE PS 19°48 SSS 





BOOT AND SHOE RECORDER > May 8, 1920 





White Linen Welt Give Early Thought 
wo: to WHITES 


Style B448—A White Linen Welt 
Oxford at $5.00 will interest every 
| shoe merchant who is acquainted 
Style B 448 : with the grade of footwear made 
in Rochester by 


White Ivory Sole, 14-8 Military Heel, 
Imitation Tip. In Stock. 


C. P. FORD & CO. 


ROCHESTER, N. Y. 


IN STOCK New York Office, 127 Duane St. 
E. H. TALBOT, JACK GALWAY 




















eee,eee UNUSUALLY ATTRACTIVE PROPOSITION 
eclee FOR WHOLESALE DEALERS 


o ~~ Our Mr. C. Frank Hunting is now on the road with 
samples of Domino Turn— Popular Priced Shoes for 


Children for 1921. A post card to us will ‘direct him 
your way. 


STANDARD OF VALUE TAN KID 
IN CHILDRENS SHOES Domino shoes are made in every de- BUTTON 


sirable style and leather, in no heel, 
PATENT spring heel and wedge heel. Sized 2 to 


SEAMLESS 5; 4to 8; 8% to 1l. 
MARY JANE 


Some territory is still open. 

Write immediately for de- 

tails of dealer’s proposition 
4 in your locality. 


Samples Gladly Sent on Request 


SLIPPER CITY SHOE COMPANY, Ine. 


Manufacturers for the Wholesale Trade Only 


HAVERHILL, MASS. 
BOSTON OFFICE: 173 LINCOLN STREET, BOSTON 
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MAHOGANY CALF 
GOODYEAR WELT 
BROGUE OXFORD 


-DONN D. SARGENT Co. 


WOMEN'S WELT AND McKAY SHOES 


SALEM, MASSACHUSETTS 


FACTORY BOSTON OFFICE 
407 BRIDCE STREET 195 ESSEX STREET 











¥ 


When SalesmenSpread Their 
SAMPLE S— 


They make special capital out of the well known brands of 
upper leathers put into the shoes they sell. The keenness of 
the competition they encounter forces them to present every quality 
advantage which their lines possess. They say, “This shoe is made of 
Brown’s Quality Calfskin.” This in itself assures dependable leather. 


KOKO 3 OTTER 12 RICH TAN 11 BLACK OOZE 


For the Export Trade, No. 15, Plain or Boarded 
1920 Shades Gladly Sent Upon R«quest 


C. D. BROWN & CO., Inc. 


EXECUTIVE OFFICE AND FACTORY 


—— 


Ge citse ey om a i tii iii 
* = | ili 


84 GOLD ST. 
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‘“HUBTIP” “Aven tree, SHOE LACES 


APPEAL TO THE CUSTOMER WHO NEEDS SHOE LACES 
THAT NEVER LOSE THEIR TIPS 
THAT NEVER FRAY OUT 


HUBTIPS BEING MADE OF BEST BRAID WILL 
OUTWEAR SEVERAL PAIRS OF THE ORDINARY 


Women’s or Men’s Men’s Women’s or Men’s 

27 in. per gro. Strings.....%2.60 be in. per gro. ar. .. 83.25 45 in. per gro. Strings.... .$3.85 

30 ved iti Ld ee ‘ aa 2.80 “e iti Ld “ + 3.60 54 e oe iid Ty —oX 4.30 
anaes 62 On ae ye. Eee ms ASSORTMENT CABINET] D ASSORTMENT CABINET 

i este 36 be. 
F penn CABINET] 36 Palt 36 i2-- 
48 pair 36in........... 12 “ 
2 eer - } $3.55 


240 45 A ASSORTMENT CABINET 
E ASSORTMENT CABINET] 4 ibis actos ORDER A TRIAL CABINET 


36 r 36i ” . 
sere ag ct feseo] | 18 as, COUNTER DISPLAY EASEL 




















The Man Behind 
the Arch Support 


Idea 


When the Arrowsmith Adjustable Arch 
Prop was invented by James Wilson Arrow- 
smith, there was nothing on the market by 
way of a mechanical uplift for the arch of 
the human foot that could be worn with 
any comfort. There were, it is true, “in- 
step supporters’ made of thin boiler iron 
which, when worn in the shoes, felt like 
cobble-stones under the foot and weighed 
so much that the wearer was almost 
anchored in his tracks. 


The lead which Arrowsmith Foot Appli- 
ances obtained at that time has continued, 
being strengthened from year to year by 
the invention of new appliances and the 
improvement of the older ones. Now 


‘Everybody Knows Arrowsmith”’ 


and the shoe dealers and shoe clerks of the 
United States and Canada have learned 
that they can absolutely depend upon 
every article included in the whole com- 
prehensive line of orthopedic appliances 
that carry the name of 


{ 


They know that when they sell an Arrow- 
smith arch prop or any other article of the 
line they are not only making a handsome 
profit, but are making a friend of the cus- 
tomer at the same time. They know that 
first sales of this line mean many other 
sales to friends sent in by the delighted first 
purchaser. All this they know from many 
years of experience. 


JAMES WILSON ARROWSMITII 


The Arrowsmith Line is one with a reputa- 
tion to maintain. There will never be any 
reduction in the quality or high standard 
of any of the Arrowsmith products. The 
reputation gained through our many years 
of leadership in the orthopedic field is far 
too valuable to endanger by ever allowing 
Arrowsmith goods to fall even the least 
below the high standard originally set for 
them and so consistently maintained. 


Arrowsmith Manufacturing Company 


Morristown, New Jersey, U. S. A. 
Chicago - - 


Toronto 
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TRADE MARK 


oes 








IN STOCK 


_ MISSES’ and CHILDREN’S 7s 


FAIRY 3110 


Misses’ Tan Side Lace Oxford 
Skeleton Kid Lined 
Perforated Vamp 


Ti 
191 Last 
B-C-D 114-2 
$4,35 


GOODYEAR WELTS 


FAIRY 3108 
Misses’ Patent Ankle Strap 
FAIRY 3108 
C-D, 1144-2, $4.00 
FAIRY 4108 
C-D, 8-11, $3.50 
FAIRY 4108 
D, 6-8, $3.00 


GRIEB SHOE MFG. COMPANY 


PHILADELPHIA, PA. 


BOSTON OFFICE 
183 Essex Street, 


OFFICE and SALESROOM 
531 Market Street 


Factories— 
Vineland, N. J., Palmyra, Pa. 


NEW YORK OFFICE 
1012 Marbridge Building, 


Phone Greeley 3966 


Broadway and 34th Street. 








| 








Shoe Retainers 








Style 4078—All Jet Buckle, with Fast- 
ener Attached $4.25 per Doz. Pair 


Send For 
Illustrated 
Folder 


You know how simple it is to lick 








Buckles can make or mar the appearance of the 
pump. It all depends on how pretty they are 
and how firmly they can be attached. GILCO 
BUCKLES are mighty effective in adding to 
the beauty of low footwear. Let’s send you 
samples of our complete line of gun metal, 
nickel steel and imitation silver buckles. They 
sell rapidly. 
$2.85 to $6.50 a Doz. Pair 


a postage stamp and stick it on an 
envelope ? 

It’s just as easy to moisten the gummed surface 
of a GILCO SHOE RETAINER and stick it in 
the back of a low shoe. Positively prevents all 
slipping at the heel. 


Equally effective in Men’s or Women’s shoes. 
Can be had in Black, White, Tan or Gray. 


$1.75 a Doz. Pair 


E. T. GILBERT MANUFACTURING COMPANY 
ROCHESTER, N. Y. 
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Wel Pat. Kid 

18/8 Le ather - el. 
44-8 
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A, 4-8; 
miet cs nd D, 2%-8. 


$5.75 


SW 


SS 


No. 726-1—Sassy Sally 
Pump, Welt, AA_ Grade 
=e -y Kid, 18/8 Leather 


AA, 4%-8; A, 48 
B, 344-8; C, 3-8; D, 3-7. 


$6.25 


No. 726-3—Pat. Kid. .$6.25 
No. 726—H. B ,Kid 
$6.50 


SS 











. =e - 


No. 726-4—W hite 
Cab $6.00 


> 334-3—Stri 
AA Grade Bac 
18/8 Wood od Heel, 
A, 4-8; 


B, B-BOC 3-8, "Dy. 3-7. 
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« HONEST WEARGIN 


“ 


EVERY PAIR” ‘: 


HERE ARE BOYS’ SHOES THAT 
HAVE STYLE, FIT AND WEAR. 


PLAZA LAST 
WEST POINT LAST (Boys’) 
(Boys’) 


: 

Styles That Are In Stock 
100—Boys’ Brown Calf Bal, White Fibre Slip, Wing- 

foot Rubber Heel, West Point Toe, 1-5 4. $4.75 
255—Boys’ Brown Bal, West Point Toe, 1—6 a 
257—Boys’ Brown Bal, Plaza Toe, 1—6 
259—Boys’ Tan Bal, English Toe, 1-6 
269—Boys’ Gun Bal, West Point Toe, 1-6....... 3.7 
271—Boys’ Gun Bal, Plaza Toe, 1-6............ 3.75 
275—Boys’ Gun Bal, English Toe, 1—6 3.75 
354—L. M. Brown Bal, Newton Toe, 10-1314.... 3.00 
374—L. M. Gun Bal, Newton Toe, 10-1314..... 3.00 
74—Boys’ Brown Bal, English Toe, 1-6........ 3.50 
75—L M. Brown Bal, Essex Toe, 10-13 % 3.00 
27—Boys’ Brown Calf Oxford, Wingfoot Rubber 

Heel, West Point Toe, 1-5% -.... 4.50 


28—Boys’ Brown Ox., West Point Toe, 1-54... 4.00 
38—L. M1. Brown Ox., West Point Toe, 10-13% . 3.50 


NEWTON LAST 
(Little Men’s) 


MARSTON & BROOKS 
COMPANY 
HALLOWELL, MAINE 








THE 


Variety 


Whether it is a Heavy Driver or a 
Fine Dress Shoe you want, there is 
something in the Dayton Line that 
_ will interest you. 
Each shoe, built by skilled workmen who take pride in 
the Dayton Standardfof quality, bears the stamp of 
individuality—For Dayton’s 
Shoes are built for a definite 
purpose. 
For Instance, this sturdy work 
shoe, with its heavy Oak Bottom, 
Full Grain Insole, cut from Heavy 
Viscol Side Stock, will stand the 
roughest wear and tear—and yet 
it has the snap and style of a 
Dress Shoe. 


There’s a Dayton Salesman 
Near You. Write us and 
we will have him call. 


3.E. DAYTON co. 


aT WILLIAMSPORT Pa. 


Stock No. 
805 





























Rent an ELLIOTT 


Maintenance 
Service is the 
result of years of 
experience. 

It will fit your 
needs best. 











Or Ever 
z 
If you advance 
prefer made in 
to own a 
Button 

Ace Attaching 

“7 Machines 


ELLIOTT is in the 
ELLIOTT 


Ask Your Jobber for 
The Elliott Plan 
or wrile us. 


ELLIOTT MACHINE CO. — Grand Rapids, Mich. 
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FOR MEN 


4 

SOURCES OF PROFITABLE 

BUSINESS ARE CONSTANT- 

LY SPRINGING UP. CULTI- 

VATE THEM BY SHOWING 
THE “JUST WRIGHT” STYLES. 
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Stock Style No. 460 
Patent Colt Dancing Tie, Myopia Last. AA to D. 5 to Il. 


| SERVICE Pie #8 


PLUS ASK FOR 
THAT'S CATA- 
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Stock Style No. 136 


ARISTOCRAT LAST 
Cherry Red Calf Brogan Bal. Widths AA to D. Sizes 5 to 11. 
Price $10.50 


E. T. WRIGHT & CO., Inc. 


ROCKLAND, MASS, 


BOSTON NEW YORK PHILADELPHIA DETROIT SAN FRANCISCO 
Se «(Rice Building Marbridge Building 1215 Market Street Washington Arcade Pacific Building 
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CHICAGO, Republic Building PITTSBURG, Empire Building 
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THE HOME OF BSaop REAL VALUES 





Genuine Black Glazed 
Kid Goodyear Welt 


OXFORDS 


on the Floor 
NOW! 


READY TO SHIP 


$6.25 


No. S2495—Genuine Black Kid, Military Heel, Oxford, a 
Goodyear Welt Soles. AA, A, B, C, D Widths. a 


$6.25 


Our Latest Style Booklet 
No. 101 on the press now 


Write for Your Copy 








No. S2494—Genuine Black Kid, Graceful Leather Louis 
Heel, Goodyear Welt Soles. AA, A, B, C, D, Widths. 


$6.25 


NOVELTY SHOE CO. 


NOVELTY SHOE BUILDING 


32 SO. WELLS STREET CHICAGO, ILLINOIS 
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Wine Cordovan Oxford. 
155 Mahogany Russia Calf Oxford. 


156 Gun Metal Calf Oxford. 


171 


Now In Stock 


Complete Spring Catalog On Request 


French Shriner and Urner 


Factory and Salesrooms 


63 Melcher Street 











_——-—-—-— ooo ee ee eee 
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IN STOCK 


Style No. X686—Black Kid 
Welt, B, C, D, to eights, 
$7.00 











“ the warrant of value 
that makes you sure” 


T= merchant who buys LA FRANCE never has cause 


to regret his action. 


We lay emphasis upon STYLE with good fitting qualities and the results 
as expressed in La France shoes always win SALES in fullest measure. 


But that, of course, is NOT the WHOLE STORY. 
SATISFACTION in SERVICE is fully 


as necessary to you in building a success- 
ful business and here again La France 
scores through genuine values. @ YC. VA 


You will feel amply repaid if you send 
word of your interest. One of the LUCKY 
7 may be in your vicinity and able to call. 
No obligation. 


WILLIAMS CLARK & CO. 


Nath’! Adams 
LYNN, MASS. Martin J. Bolger 


Jas. C. Hall 
Frank B. Newhall 
Frank Reese 
} W. A. Seavey 
t ' Frank J. Slagle 
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& Co, Inc. 


DETROIT, MICHIGAN 
Tanners of the Schimdt Calf Leathers 
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This year every well-dressed woman will 
require several pairs of Spats to match 
her different costumes. The Spats she 
will ask for, of course, are the 


SPATS“BOOT-TOPS 


Everywhere the STAND- 
ARD TRIMLINE model 
is the Spat universally 
accepted for everyday 
wear. Its graceful lines 
and master-tailored ap- 


- pearance have made 


TRIMLINE the ac- 


In the STANDARD 
BOOT-TOP dealers are 
able to show the smartest 
cloth-top-shoe effect ever 
designed. Made to slip 
on over the heel without 





a buckle, the BOOT- 
TOP fills a very import- 


knowledged leader from 
the first. Dealers know 
that this smart spat is 
now more than ever in 
demand. 


ant requirement of the 











fashionable woman. 





The SPORT MODEL has been designed on 
new “‘mannish” lines to meet attractively the 
style demands of Outdoor activity. This spat 
looks particularly well on the low heel brogue 
and sells for a great variety of occasions not 
served by any other model. 


Nationally Advertised 


All three STANDARD models will be supported vigor- 
ously this year by a still more extensive Advertising Cam- 
paign reaching the well-dressed women in every com- 
munity. It is advisable to place early orders. While 
we have increased our production capacity it must be 
remembered that we have to meet the world’s heaviest 
demand for high grade spats and boot-tops. 














Made in the Exclusive | 


*““RAUTEX” Fabrics— 


«cloth, linen, silk and | S. RAUH & COMPANY 


satin. All the most 
fashionable shades 


Lisecscemeiahaebistiamaiaaiall 


310 SIXTH AVENUE NEW YORK 


The largest and foremost manufacturers of Spats in the World 
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Ct A SERENE F 


SERVICE TO JOBBERS 
[IS OUR PURPOSE 


VISIT to our modern factory, equipped 

A to make 2,000 pairs men’s fine shoes 

daily, will convince you that we are the 

one firm you ought to get in touch with imme- 
diately. 


If you would be of the most service to your cus- 
tomers, sell them our high grade shoes for men 
at prices within the reach of Mr. Average Man. 


a a me 





Tell us today that you are interested. “Union Stamp’ 





Wall, Doyle & Daly, Inc. 
: BROCKTON, MASS. 


Boston Office: 207 Essex Street 


with 
Coonye™ 


winc Foot 
HEEL 







. 
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EE: come back. 
for extra-value shoes 


Good-will is to have customers 
want to come back to you for 
another pair of shoes. 


And there is nothing that 
brings them back quicker than 
the consciousness that you sell 
them longer-wearing, better 
shoes. 


It js this sort of good-will you 
can measure in dollars and cents. 


You cannot be over-stocked 
with good-will. 


Every time you sell a pair of 
“‘Red-line-in” lined shoes you 
get another good-will turnover. 
And every time you turnover 
good-will, it registers in your 
cash drawer. 


If you will sell shoes lined with 
“‘Red-line-in” shoe lining, you 
will find they create good-will. 

Why? 


Because it makes shoes_wear 
longer. 


It insures greater comfort. 
It saves stockings. 


It keeps shoes nearer their 
original shape. 


And all this is so because 
“‘Red-line-in” reinforces the 
whole shoe. 


Being the strongest by test, 
the heaviest in cotton and most 
satisfactory in wear, it is an 
inside reinforcement that keeps 
the outside in shape and lessens 
the strain on seams and leather 
at the wearing points. 


It makes shoes last longer. 


Customers come back for tonger- 
wearing shoes. 


We are using a full page in the 
Saturday Evening Post every. four 
weeks to tell the people of the country 
the extra wear value of “‘Red-line- 
in’. We say to them: “It is easy to 
tell shoes made with ‘Red-line-in’.”’ 
There is a RED THREAD running 
through the lining every two inches. 
We are impressing upon them the 
fact that ‘‘Red-line-in” lining im- 
parts dollars-worth more wear to 
their shoes. 


You do not have to order special 
shoes from your manufacturer in 
order to get ‘‘Red-line-in” lining. 
He can line ANY of your shoes in 
this way at a small extra cost, if he 
is not already using Red-line-in in 
his regular lines. 


Farnsworth, Hoyt Co. 
Established 1856 
BOSTON, MASS. 








ASK_ 
your 


Manufacturer 


for . 
Retiwe wn 
Lined Shoes 
They give from 
fifty cents to two 
dollars worth 
more wear at 
a small extra 
cost.The good- 
will return will 
show in your 
cash drawer. 








Strongest by test- heaviest in cotton-most satisfactory inwear 


— 
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STYLE 1460 








Serviceable Shoes that please 
both mother and child. 


An exceptionally good line 
for your children’s dep’t. 


Write For Stock Catalog. 7 
TYLE 22 


PATENT STRAP PUMP WILLIAMS, HOYT & co. PONY KID OXFORDS 


5-8 $3.50 814-12 $4.00 ROCHESTER, N. Y. 5-8 $3.80 834-12 $4.45 
IN STOCK IN STOCK 
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NOW READY! 
1920 DIRECTORY 
OF 










Tho There May Be 
Nothing New Under 
the Sun 







Shoe Manufacturers 


Covering all the improved features of previous 
editions, thoroughly and carefully revised to 
date. Over 200 new firms and reorganiza- 
tions, changes in addresses, changes in lines of 
production, etc. Remember this is the only 
Directory giving complete description of 
product, output in plain figures, and contain- 
ing the names of actual manufacturers—no 


jobbers included. 


—there are ways of silver-coating. 
existing advantages. 





We have a silver-coated idea that 
should appeal to a shoe manufacturer. 








Mr. Danielson will show it to a shoe 
manufacturer who is acquainted 
with the expectations and accom- 
plishments of advertising. 









DAN IE LSON & SON Price $2.00 Postpaid 


‘+ Advertising * 
Established ol Shoe Trades Publishing Co. 


PROVIDENCE * RHODE ISLAND 683 ATLANTIC AVE. . BOSTON 


























[ } 






















HUB GORE---Romeos and Juliets 


ARE THE STANDARD— 
THEY SELL — > 
HUB GORE—INSURED exe) =12 

FOR TWO YEARS 


EVERLASTIK, Incorporated 


HUB GORE MAKERS 
BOSTON NEW YORK 
52 Chauncy St. 395 Broadway 









TRADE MARK 
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“A BOY’S SHOE THAT WEARS” 


i] 

/ 
‘yf 

\ 
_ 
— 
iy 
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STOCK No. 3602 


‘ $TOCK No. 3604 








| 3602X—Big Boys’ Chrome Gun Metal 
Foxed Blucher, 644-9, C, D and E wide, 


Se 


3604X—Big Boys’ Chrome Gun Metal ae. 
6-9, C, D and E wide $5. 
3604—Boys’ Chrome Gun Metal Bal., 1- 6, 
$5.10 C, D and E wide 
3602—Boys’ Chrome Gun Metal Foxed 
Blucher, 1-6, C, D and E wide....... $4.20 | 


3608—Little Men’s Chrome Gun prer 
Bal., 8-1314, C, D and E wide....... 

3603—Little Men’s Gun Metal ox | 

Blucher, 8-13, C, D and E wide. .. . $3.1 0 | 


ee 


$3.25 








These are just-a few of 3704X—Big Bo 
the many Boys’ and Little po -9, rd D and 
Gent’s styles that are 04— 

shown in our New Stock C, Dena 
Catalog. Have you a 


"$4.85 
i No. 37 $705—Little aa s Mahogany Side Bal., 
STOCK No. $706 8-133, C, D and E wide........... $3.90 
copy? hm ed 


CARRIED IN STOCK 


WITH EITHER LEATHER SOLES 


or NEOLIN sotes 
| MARSTON & TAPLEY COMPANY 


MANUFACTURERS 
DANVERS 














\soonnae 
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HIGH GRADE 
GOODYEAR 
WELTS 
IN-STOCK 


TS EY ee a ee ee 


napa 
i Sa: 


=>, 


(jal SRE Li RES A a Bg 


A199 — Patent Colt Swagger er” ag Nl Kid Oxtord. 


Q Pump. 19-8 Full Louis Heel. 14-8 - fn 
iN \ pectinases STARR BE a SERN 


» 
> 
x ‘ LPR FL Te es eT 





For At Once Delivery 


A 200—Nut Brown Russia Calf Oxford, 14-8 Mil. Heel, B, Cand D 

A 157—Black Calf Oxford, 14-8 Mil. Heel, A to D 

A 159—Black Kid Oxford, 19-8 LL. Heel, AA to D 

A 158—Black Vici Kid Oxford, 14-8 Mil. Heel, AA to D .................. eee 

A 223—Black Mat Kid Oxford, 14-8 Mil. Heel, A to D 

A 160—Hav. Brown Kid Oxford, 19-8 LL. Heel, A to D 7.75 
A 185—No. 25 Brown Nubuck Oxford, 19-8 Full Louis Wood Covered Heel, AAtoC.... 8.50 
A 163—Mat. Kid 3-Eyelet Tie, 19-8 LL. Heel, AA to D 5 
A 161—No. 18 Gray Nubuck, 3-Eyelet Tie, 19-8 Full Louis Wood Covered Heel, AAtoC 8.50 
A 193—Mat. Kid Swagger Pump, 19-8 Heel, AA to D 

A 199—Patent Colt Swagger Pump, 19-8 Full Louis Wood Celluloid Cov. Heel, AA to D 8.00 
A 221—Patent Leather Broadway Pump, 19-8 LL. Heel, AA to D 


' 
; 
i 
: 
t 
F 
; 
: 


os pe dae eel 


POPES RTE aR Re Ra 
— a 
2 


Deduct 25c per pair when ordering 36 pair to a width 


In-Stock Terms 2-10 Net 30. West of Buffalo 10 days extra, Denver to the Coast 20 days extra. 


P. J. HARNEY SHOE CO. 


Factory: Lynn, Massachusetts 


ren IO PLE 


In-Stock Department 78 Lincoln St., Boston 


‘CThe Shocs You Order Are the Shoes You Get” 


oa aE Tar, 
ae oo > ae a 
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ROVILLA KID 


The Any-Weather | 
All-the-Year-Round-Leather | 
For All Styles of Shoes 


It is stylish. 

It is comfortable. 

It does not scuff. 

It is cool in Summer. 

It protects the foot in Winter. 

It is impervious to water and 
weather. | 

It gets old slowly and gracefully. 

It is Jastingly lustrous. 

It holds its shape. 

It takes and retains a wonderful 
polish. 

It is dyed -all-the-way- through. 

It works easily over all lasts. 

It makes shoes that sell. 

It is the ideal leather for Winter 
oxfords. 


Write us to-day for full particulars 
and samples 


CASTLE KID CO. INC. 
Originators and Makers 
CAMDEN.N.J. 
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* Feomeied Feench Makers of Good Shoes for Men? 


ig is very significant that 

STEADFAST shoes are 
making a record for the pres- 
ent selling season. 


Our customers know that 
whatever economies we can 
effect in purchasing our raw - 
material we share with them. 


Steadfast Shoes are more than 
ever worth looking into. 


SMITH-BRISCOE SHOE CO. Inc. 


Made of Seurs’ 








LYNCHBURG, - ~- + VIRGINIA 











ior 


Peete tere TOLL LLL LL 


RUSSELL’S “NEVER-LEAK”’ 


The Boot that Hits the True Sports- 
man and Outdoor-Man Just Right 


IGHT-WEIGHT, comfortable and as water repellent as 
leather can be made. Suited for every kind of going, they 
give the limit of service and satisfaction. 


Made from chrome-tanned leathers, water-proofed in tanning. 
Skillfully made throughout and 


THE “NEVER-RIP’? SEAMS 


are warranted not to break or open 


Sell? Ask the Sportsman or Outdoor fellow who owns a pair—their con- 
fidence is earned by the actual service the boots render in the “going.” 


Catalog and merchants’ price list yours for the asking. 


W. C. RUSSELL MOCCASIN CO. 


BERLIN 23 $e 38 WISCONSIN: 


SOO MMUMUO LHe liiiiiieniiiiiiiieliiiiiie lieth 








bbb hhh tthe ttt te OL tt @ led 


PITIDIS SSE Ser reek eee ansabebe “canes ssbb enbha te censl elena Oo BPS e ess SE. © recesses. ‘sepebetes 23 . te EP etiitie  eSaet titi 
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A Rueping idea for 
over 65 years 


To build upper shoe leather 
of unfaltering reliability and 
uniform excellency. 


SUEDE CALF 


combining velvety nap and 
feel with uniform rich shades 
gives your shoes an immedi- 
Black ate appeal.to women desir- 
Brown ing the best footwear it is 


Gray possible to buy. 


White 


COLORS 


Fred Rueping Leather Company 


Fond du Lac, Wisconsin 


Established 1854 


— BRANCHES — 
Boston Cincinnati Milwaukee St. Louis 
New York Chicago San Francisco Montreal 
Northampton, Eng. 






































BLUESTEIN BROS. 


a “hose totally different shoes * 


BETSY PUMP 
IN-STOCK 


Buyers’ Easy Reference Directory 


No. 5896 
Finest Black 
Kid Two-But- 
ton Betsy 
sien, 8 Good- 
year Welt. 18-8 
inch Leather 
Louis Heel. AA 
to D. 


PRICE, $6.50 


173 SUMMER STREET 
BOSTON, MASS. 

























on 
cs® & BS COrtR 


147 LINCOLN STREET 
BOSTON, MASS. 













Manufacturers of 


Top-Grade 
TURN SHOES 






























Stock No. 


Made by P. J. 
Harney Shue Co. 


AL DO FLEE EE IO NUIT TE OES 


173:Summer Street 





IN-STOCK ! 


651—Dull Kid ig! Toe Oxford, Welt 
Sole, Louis Heel, AA-D $7.00 

661—Gun Metal yee Imitation 
Tie Welt Sole, AA- 


Louis Heel, 


1661—Havana Brown Kid Oxford, 
Imitation Tip, Welt Sole, 
Heel, AA-D... 
1651—Havana Brown Kid, ames 
Tip, Welt Oxford, Louis Heel, AA-D, 


Baby Louis 


$7.50 


1151—Patent Colt, Imitation 
Tip, Oxford, Welt 
Heel, AA-D 


EIGNER SHOE COMPANY 


Boston, Mass. 


Sole, = 











ToLMAN SHOE GRTON LaBels 


Oye made them what 
Shey are today, 
ow youre 
SATISFIED” 
ORIGINATORS OF THE CARTON 
LABEL AND MOST OF THE WORTH- 
WHILE SHOE ADVERTISING: - 


Tolman Print. Inc. 7i%comen 52. Becenson Mane: 










































merchandise. 
They prove their own case— 


ORE te ——— 


104 READE STREET 





There Is Real Value In T hese Shoes 


One description may look like another— 
But there can be a lot of difference in the 
Send for samples of these. 


BROCKTON MADE—IN STOCK NOW 
et s Oxford, Creese & Cook’s Cherry Calf, English 
, Wingfoot Rubber Heel Attached, A, B,C, D $8.25 
4193— Men* 's Oxford, Trostel’s No. 33 Russia Calf, Wingfoot 
Rubber Heel Attached, A, B,C, D.... $8.25 


LANDE-RUTKIN SHOE CO. 


NEW YORK, N. Y. 

















— nationally 
advertised 


—distributed 
internationally 








A representanve 
will call at your request 








STANDARD FELT COMPANY 
WEST ALHAMBRA CALIFORNIA 























oY A A te MOEN 


AND 


TANNAGES 


| St. Marys 
1 332 Summer St., 





Kistler, Lesh & Co. 


SOLE LEATHER 


BELTING BUTTS 


Mt: Jewett Burke Muskegon 


Boston, Mass. 

















Blind Eyelet 
Shoe Laces 






- They pay the dealer a liberal profit and 
also earn for him the good will of his 
customers. 

Ask your jobber. Write us for samples. 


The Narrow Fabric Co. 
READING, PA. 
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ARE YOU ACQUAINTED 
WITH THIS LINE 





It Shows At Right Prices 


The most exclusive designs 
and the best materials 


FELT SLIPPERS 


We Invite Correspondence 
MAID-RITE FELT SLIPPER CO. 
(ROSE MILL PRODUCTS) 

163-169 Livingston St. - Brooklyn, N. Y. 
























Order 


TRUFIT SPATS 
NOW 











NDICATIONS point to 
l a marked rise in prices 
next season. We still 
have on hand, lines of the 
present season, with prices 
unchanged, and we strongly 
advise the immediate 
placing of orders. 
All desired shades 
in stock in box 
cloth and felt. We 
cannot, however, 
promise complete 
delivery on all 
lines. 





| Samples and Prices Upon Request 


Laing, Harrar & Chamberlain 
43 N. Third St., Philadelphia 
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“Here’s Where We’re 
Cutting Overhead” 


HE Sherwood Shoe Company of Rochester, ' 

N. Y., is one of the many shoe manufac- | 
turing concerns that are letting the Mon- t 

roe Calculating Machine cut their office overhead , 


in half. 
Here is what they say: 


‘*On extensions of orders and addition of 
the numbers of pairs, we figure the 
Monroe saves us 40% of time, in figuring 
monthly reports on production, 66 2/3%.” 











On all your figure-work — figuring cutting room 
estimates and percentages, production costs and sta- 
tistics, order extensions and discounts, or making out 
monthly reports and payrolls, the Monroe will shoulder 
the entire burden of your figure-load. It does the work 

uickly and with a constant visible proof of accuracy. 

he simple operating principle, that of turning the 
crank forwerd to add or multiply and backward to 
divide or subtract, reduces the most complex calcu- 
lation to a simple machine process. 


These are the reasons why Endicott, Johnson & Co., 
Johnson City, N. Y., A. E. Little & Co., Lynn, Mass., 
and many other large concerns—a few are listed below 
—are using: Monroe Calculating Machines to handle 
all their figure work. 

Let the Monroe show you how you can save time and 
money in your business. Mail the coupon now, while the 
thought is fresh in your mind; no obligation involved. 


















A Few oe 
Shoe Con- © 

; 4° 
cerns Using ™ Ae © 
Monroe Service Pd a 
W. L. Dotglas Shoe Co. MISS 
Churchill & Alden Co. vat” ees 
E. P. Reed & Compan P 3 fA Oe & 
Moore-Shafer Shoe Mre. = He sf 

0. a of 
Charles A. Eaton & Co. XC bod o 
Griffin-White Shoe Com- OF ops 
pany Cs & oe 
C. P_Ford & Company SE SSS 
The Rice & Hutchins Com- SH SES og + 
pany. ° OE Fa ee 
Nk SF SM oP 
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ee 












PL A NE Me TO TROT 
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NOW IS THE TIME 
To Buy Oxfords and Ties. 
Our quality footwear—at the right price 


—will assure you a quick turnover and 
will build up prestige with your trade! 















































IN STOCK 

















2070—Black’Ooze Calf Theo Tie, Leather Louis Heel, McKay, 





2063—Brown Side Oxford, 14-8 Heel, Tip, High Grade McKay, 
$5.60 






I I ia ists sic & orld moves hohe 6a ow alae EO CE Sere. $7.50 
2050-—BlackIK id Oxford. l 3. 8 Heel, Imitation Tip, High Grade 2071—Brown No. 25 Nubuck Theo Tie, Leather Louis Heel, 
vt ee $5.60 McKay, Widths B Price... 2... eee eee a 7.00 
2067— Patent ho Te Leather Louis Heel, McKay, Widths 
2007— Black ‘Kid Oxford, Leather Louis Heel, Plain Toe, me we Oi 8 23 fT) De $5.60 
High Grade McKay, B,C, D. Price.................. $5.60 2066-—Mat Cabretta Theo Tie, Widths B,C, D. Price. . . $5.60 























MERCHANTS SHOE CO. 


110 SUMMER STREET - BOSTON 9, MASS. 


















POLISH OFFERS BEST INDUCEMENTS FOR BUSINESS 


id ; ee | ' 
The big seller in WAitenores A rapid means of 
our group of big restoring the 











sellers. It gives beauty to white 






results beautiful to footwear. Makes 


behold. 


friends when tried. 











A box sold with white shoes will prove 
a pleasing investment to the customer. 


WHITTEMORE BROS., CORP. 


LARGEST PRODUCERS OF SHOE POLISH IN THE WORLD 


BOSTON 




















w 
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COLORED 


The Call is for GOOD 
MEDIUM PRICED Shoes sie LEATHERS 


Color 14 Color 18 
Medium Brown Dark Brown 

















You should see samples on our Our customers who are showing 


“SNUFT” SIDE LEATHER 


Reg..U.S.A. these leathers in their lines will 


ae bs call without doubt be glad to explain 


—even better wear and service to you why they are using WILO 


—and is moderately priced SIDE LEATHERS 


C. D. Kepner Leather Company 


137-139 South Street, Boston, Mass. 
223 W. Lake Street, Chicago, IIl. 














ere TTT eTTTITIMeTIleliiiiiilienliiiiiiienliiiiiiienniiiiiiinreliitt 
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“Everything New That’s Good” 


The Howard & Foster 
line of men’s and women’s 
welts 1s ready for Fall. 


Howard & Koster Company 


Brockton, Mass. 
Boston Of fice, 183 Essex Street 
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"A. C.LAWRENCE | 
LEATHER” CO| 






AVE you noticed how 


many shoe manufacturers 


state in their publicity that 
they use LAWRENCE 


LEATHERS? 
Why do they do it? Because | 


they are aware that you know 


Lawrence 
Leathers 


are 


Reliable Leathers 











161 SOUTH STREET, BOSTON, MASS. 


ORIGINATORS == 


NEW YORK CHICAGO ROCHESTER 
ST. LOUIS CINCINNATI GLOVERSVILLE _ jj 
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THEOS — PUMPS — COLONIALS 
OXFORDS — The Newest Styles 





$5.90 








204 






Style 











$6.00 





Style 227 











227—Patent Oxford, Leather Louis 
Heel, Welt, A-D 6. 
225—Same in Black Kid, Welt ... 6.25 
234—Same in Havana Brown Kid, 7.00 
_ 230—Same in Gray Kid, Welt.... 7.50 
283—Black Kid Oxford, Leather 
Louis Heel, McKay, A-D 
281—Same in Patent, A-D...... 5.50 
—— in Havana Brown Kid, 
297—Patent Oxford, Full Louis 
Heel, Turn, A-D 
218—Black Suede Oxford, Cov. 
Full Louis Heel, A-D......... 9.00 


211—Dull Kid Colonial Cuban ais 
212—Same in Black Kid, A-D... 6.00 


209—Same in Patent, A-D...... 5.75 
210—Same in Sia Anat 5.50 
201—Dull _, Colonial, Leather 
Louis Heel, A-D........ ccs a 
200—Same in eo yo: er 6.00 


READY TO SHIP 
PRICED RIGHT! 


231—Black Suede Theo Tie, Cov- 
ered Full Louis Heel, A-D.... $9.00 
232—Brown 25 Nubuck Theo Tie, 
Covered Full Louis Heel, A-D. 8.00 
233—Beaver 23 Nubuck Theo Tie, 
Covered Full Louis Heel, A-D. 8.00 
236—White Kid Theo Tie, Cov- 


ered Full Louis Heel, A-D..... 7.50 
235—Black Kid Theo Tie, Cov- 

ered Full Louis Heel, A-D..... 7.50 
205—Dull Kid Theo Tie, Leather 

Louis Heel, A-D............. 5.50 
204—Patent Theo Tie, Leather 

re a | rarer 5.50 


TWO CUBAN HEEL THEOS 


260—Black Kid Theo Tie, Cuban 
Heel, A-D 6.50 

261—Patent Theo Tie, Cuban 
Ey enna 5.50 











Style 236 

















Style 211 











Style 221 















$5.50 





Style 268 











268—Patent Leather Oxford, Im. 
Tip, Cuban Heel, A-D 8. 
277—Same in wey Tg Calf. . oe -50 


276—Same in Black Kid......... 00 

224—Same in Black Suede...... 8.00 

298—Patent Oxford, Plain Toe, 
Cuban Heel, Welt, A-D....... 6.00 


221—Patent Pump, Cov. Full 

Louis Heel, McKay, A-D...... 6.50 
2929—Same in White Kid, A-D... 6.75 
220—Same in Black Kid, A-D... 7.00 
299—Black Suede Pump, Cov. 

Full Louis Heel, Turn, AA-C... 6.50 
296—Same in Patent Leather, 6.00 
294—Same in Dull Kid, A-D.... 6.00 
246—Patent Pump, Leather Louis 

| S 5: Genser e: 5.50 
245—Same in Dull Kid, A-D..... 5.50 
— Styles with Cuban Heels. A- on 


eoccceceessceoeeeseeosreeeesese 


THE BOARDMAN SHOE CO. 


564 Atlantic Avenue, Boston 9, Mase. 
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TO MEN WITH LIMITED CAPITAL 
HAVING A THOROUGH KNOWL- 
EDGE OF THE RETAIL SHOE 


BUSINESS: 


We are in a position to make a liberal arrangement to assist men with limited 
capital, but having experience in the retail shoe business, to open a retail shoe 
store, and finance it. We have three factories specializing in the manufacture 
of women’s fine shoes, and at all times carry a very large stock on hand. We 
have established a national reputation as shoe stylists and reliable shoe dis- 


tributors. 


Complete details must be given in your first letter as to your experience, per- 
sonal references, bank referred, also financial resources. If you have a loca- 
tion in view, state town or city. No advantage will be taken of this informa- 
tion, and all will be held strictly confidential. To the right men this is an ex- 
ceptional opportunity to start business, as they will be backed by an organiza- 
tion that will assure the success of each enterprise. 


Address B808, Care of Boot & Shoe Recorder 
189 West Madison Street, Chicago, IIl. 





1920 








tH} QUAL A 


QUT 


















TWO 
ATTRACTIVE 
OXFORDS 





Ready 
—s for No. 9210 
Vera Kid Oxford (Fine Horse) on No. 516 Last. Vera Kid Blucher Oxford (Fine Horse) on Ko. 
Medium Toe, Imitation Tip, 134-inch Heel. A T ONCE 240 Last, Stock Tip, Medium Tee, Flexible 
Flexible Welt. Last graded on combination . Welt, 1/4-inch Heel. 
widths. Ball two widths wider than instep. ° Price $6.75 
Delivery In Stock, A to EE 


Price $6.75 
In Stock, AA ball tu D ball 


J. J. GROVER’S SONS CO. 


LYNN, MASSACHUSETTS 


New York Salesroom—Marbridge Bldg., 47 West 34th Street 





Bo: ton Salesroom—183 Essex Street 
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BOOTS MAY COME BACK 


Prediction Heard in Lynn—White 
Shoe Demand Is Great 


Lynn manufacturers are making 
many low shoes for immediate delivery. 
One prediction here is that boots will 
come back in the Fall. The landslide 
on white shoes is setting in. The pro- 
duction of white footwear is larger than 
ever before. 
in combinations of black and white and 
white and brown, also are being madein 
numbers. 

Little flat bows of leather have ap- 
peared on some Theo ties and brogues. 
Novelty button trimmings on pumps 
continue to appear. Lasts are mostly 
long and slim of toe. Some reports tell 
of a tendency to higher heels. A 
pleasingly large’ number of wedding 
shoes are now being made in Lynn for 
June brides. 


STOCK STYLES ARE VARIED 


Include Pumps, Ties, White Shoes, 
Calf and Brown and Gray Suede 


There is quite a variety of stock 
shoes in Lynn, such as pumps, Theo 
ties, oxfords of black kid, Russia calf, 
white buck, white fabric, patent colt, 
brown and gray suede leathers and 
mahogany leathers. The 14-8 military 
heel styles are numerous among them. 
There are also a few 18-8 heels of the 
Louis style. 

Some idea of prices may be gained 
from the fact that staple style kid ox- 
fords are selling from stock depart- 
ments at from $7 to $8 a pair. The 
variation of prices is chiefly due to a 
variation in the quality of the leather, 
both sole and upper. In one line, some 
fine kid turn shoes are selling at higher 
prices than welt-sewed shoes. Some 
lines are offered subject to discon- 
tinuance when sold out. 

Mr. Goller of Allen, Bridgeo, Inc., 
also notes increasing interest in higher 
heels. For instance, some big city 
buyers who sold shoes with 10-8 and 
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12-8 heels for awhile are now ordering 
14-8 heels. 


SHOE PROSPECTS 
GOOD 
New Interest in Them Is Predicted 
for the Fall 
A maker of comfort shoes is a bit 
enthusiastic over prospects for the sale 
of comfort shoes, especially for the Fall 
and Winter. He has coined this phrase: 
“People,” he says, “are turning to 
comfort and economy in shoes, and will 
buy more comfort shoes, not necessarily 
the familiar comfort shoes, but the new 
and improved comfort shoes, including 


COMFORT 


those made over the pointed toe, broad 


tread, high heel lasts. 


SUEDE LEATHERS POPULAR 


Peabody Tanners Make Them in 
Quantity and Variety 

Suede leather shoes seem to be more 
fashionable than ever. At least, Pea- 
body tanners are producing a larger 
amount of suede leather than has 
hitherto been known. Suede calf is 
their best specialty. It is a chrome 
tanned stock, finished on the flesh sides 
with an abrasive wheel. The interest- 
ing features of the leather are the 
strength of its tannage, the fineness of 
its nap, and the excellence of the colors. 

Shoe merchants would do well to 
warn customers to clean suedeleathers 
with a brush, and not to apply to them 
oily polishes, for suede is a dry leather, 
and oils should not be applied to it. 


SIZES RUNNING HIGHER 


Some Observations on a Familiar 
Shoe Trade Topic 

Larger sizes are selling. So they 
notice at the All America shoe store 
in Salem. It may be just a local in- 
stance, or it may be an illustration of a 
common shoe trade occurrence. Any- 
way, some manufacturers of the North 
Shore district who distribute their 
product nation wide, note that their 
sizes are running higher. 
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For the larger sizes, there are several 
reasons, more or less familiar. One is 
the reasonable reason that the American 
people, going in for sports more gener- 
ally than ever, are developing the 
muscles and the flesh of their feet so 
much that they must have larger shoes. 

Of course, the long-vamp_ shoes, 
which are now in style, must be fitted 
one or two sizes over size. Which may 
account some for the sale of the larger 
sizes. But at the All America store 
they have a notion that people are 
walking more, and so want shoes a 
trifle larger, that will be comfortable. 


1,000,000 PABTERN PIECES 


A Warning Against Shattering 
Styles Too Fast 


Taking account of stock the first of 
this month, a Lynn manufacturer found 
that he had on hand 1,000,000 pieces of 
patterns. He values them at $300,000. 
He also has more than 100,000 pairs of 
lasts, which he values at $150,000. 
Some old-style lasts he considers worth 
25 or 50 cents a pair. The new-style 
lasts he figures at $2 a pair, their cost 
price. He makes mention of these 
figures as a warning against too rapid 
changes in styles. Some buyers there 
are who are insisting on changes in lasts 
even before the lasts of their latest 
order have come into regular use in the 
factory. ‘Too frequent changes of 
styles,” remarks the manufacturer, 
“are like the farmer planting corn, and 
then plowing the field before the corn 
ripens, in order to plant beans.” 


MINSTRELSY AND DANCE 


Shoe Workers Enjoy Themselves 
and Gain a Bit of Insurance, Too 


The employes of the Watson Shoe 
Company, Lynn, gave a clever minstfel 
show the other evening. The money 
that they made they turned into their 
mutual benefit fund, which helps them 
in case of sickness or accident. The 
employes of Bartlett-Somers Co. had a 
dance, and the money they made they 
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Where to Buy 


Women’s Shoes 




















In Stock Indian Moccasins 

No. 1480 BEADED VAMP 
Men’s 7 to 11 $1.75 
Women’s3to 6 1.60 
Misses’ llto 2 1.35 
Childs’ 6tol@ 1.10 








LATEST CREATION IN A BOUDOIR 
bo. 3 bound with galloon, lined throughout 
fancy colored linings, leather heel, proper 
a to back of atone & to vent slipping, 
close fit around top of to prevent 
falling off the foot. 
A very classy slipper and sells on sight. This 
slipper outwears two of the ordinary boudoirs, 
the very best of workmanship, clean linings. 
Blacks, $1.75; Reds and Tan, $1.90; Pinks and 
Blues, $2 00. 
THE ORIENTAL BOUDOIR CO. 
61 Essex Street, Haverhill, Mass. 





COLLINS & STAPLES 
Makers of 

HAND TURNED LOW CUTS 

Special for May and June 








Colonials and Pumps. 
factory, 118 Phoenix Row 





: Boston Office 
Haverhill, Mass. 110 Lincoln St. 





HITES ade ARE sere 


ain Md 4 
WHITE SHOE, 
iG 


HART MAN SHOE COMPANY 











The Line of 100 Styles 
of Comfort Shoes 


Gored Front Oxfords — 


Princesses—Sa. etc. 
Women’s Flexible Welts 
and McKays, and Warm 
Lined — Men's Slippers. 
TIMSON BROS., inc. 
Boston, Mass. 
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also turned into their mutual benefit 
fund. 


SHOE BUSINESS IS SOLD 
New Organization Takes Over Old- 
Established Lynn Firm 

V. K. & A. H. Jones, one of the large 
and old-established shoe firms of Lynn, 
has been bought by Harry B. Thomas, 
Charles A. Littlefield, and E. Russell 
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Moulton. ,The brick factory at the 
corner of ‘Washington and Broad Streets, 
its equipment, and its growing business is 
included in the sale. The price is said 
to be about $300,000. Mr. Thomas is 
superintendent of the factories of A. E. 
Little & Co., Lynn and Brockton. Mr. 
Littlefield and Mr. Moulton carry on 
the box-making business of Littlefield 
& Moulton, Lynn. 


Detroit 


APRIL BUSINESS FAIR 


Retail Trade Good Except During 
Week of Bad Weather 


The trade during April has been sat- 
isfactory to shoe merchants with the 
exception of the closing week, which fell 
somewhat below par on account of the 
very unfavorable weather. On bright 
days the business became normal but 
there has been so much rain that it has 
had its effect in retarding business 
somewhat, especially in men’s lines. 





PHILLIPS-CRAM CORP. 


Successors to 
NASON & PHILLIPS 
Makers of 


+ J ° 
Women’s Turn Slippers 
276 River S,reet - Haverhill, Mass. 
Boston Office, 207 Essex Street 








BARNETT SHOE CO., Boston 
Immediate Delivery 


Patent Chrome Hand- 
Turned Opera Pumps, 
17-8 Covered Louis Heel, 
C,D. 2-7. 


$4.50 





An enormous trade in low cuts is 
expected during the next three months 
and those who have received generous 
shipments are all smiles, while those 
less favored are not so well pleased 
with conditions. Railway strikes have 
played havoc with some business houses. 





Black Kid Hand Turned Seam- 
less Opera Pumps, Full Breasted 


Covered Louis Heel, A, 

Bc... .. . . . $3.50 

Samein Patent. .. . 5.10 
Terms 2%-10, net 30 


BARNETT SHOE CO. 


110-112 Summer St. Boston, Mass. 


Stores catering to the popular trade are 
affected more than the higher grade 
stores. There is an anxious note in the 
trade that is hoped will be dispelled 
with settled and warmer weather. 

One manager of a large exclusive shoe 
store in discussing the weather condi- 
tions predicted an early and increased 











demand for white goods over former 
seasons. This, if it materializes, will re- 
tard the sales of blacks and browns and 
create a scarcity of whites. 


WINDOW DISPLAYS UNUSUAL 


Detroit Stores Strive for Simplic- 
ity and Beauty Combined 


Never in the history of Detroit have 
the shoe windows been more attractive 
than this Spring. Cne cannot help but 
notice the uniformly distinctive dis- 





Annual Banquet of the Employes of the Lindke Shoe Co., Held Recently at 
Hotel Statler, Detroit 


plays and the refined taste with which 
they are arranged. With few excep- 
tions simplicity is the keynote. 

At Fyfe’s, the windows are all allur- 
ing, but that devoted to the high grade 
lines for women stands out most promi- 
nently. For a background a panel of 
old rose velour edged with gold braid is 
set against the beautifully finished per- 
manent back of American walnut. 
Plateaux and stands are used. A low 
plateau, also covered with old rose 
velour, stands at the back of the win- 
dow in the center. Resting partly on 
this and partly on the floor a square 
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pillow cushion of the same material adds 
to the beauty of the arrangement and 
color. Buckles are _ interspersed 
throughout the display. 


Slipper of Rhinestones 


At the Queen Quality store an excel- 
lent arrangement of low cuts was seen 
with a novelty in the form of a slipper 
covered with 3,000 rhinestones forming 
the chief point of attraction. A gilt 
frame with a black box-like opening 
within which the slipper is placed, is set 
on an easel in the center of the window. 

The shoe window at Kline’s is ar- 
ranged in units at the front with a 
graceful banking of shoes ranging up 
toward the top and back of the window. 
Green plush is puffed into a circle upon 
which one unit trim is arranged. A 
single stand is placed in the center with 
a white slipper shown with white hose 
on this, while around the base of the 
stand black ties and other low cuts are 
displayed. Another unit was formed 
in a similar manner on a taupe plush 
circle. 


Buckles Used as Display Feature 


Buckles are displayed on circular 
placques at the Crowley Milner store. 
Glass window stands and fixtures are 
used with gray wood plateaux. 

The Newcombe, Endicot Company 
shoe window was very beautiful. 
Wicker furniture, a table and two chairs 
and a huge flower vase to match are 
used as fixtures. An umbrella is laid 
across each of the chairs with telling 
effect. Green plush was puffed into 
a semi-circular band on the floor. A 
unit trim of white low cuts occupied the 
center of the display. 

The Hudson display was arranged 
into two units, one unit composed of 
ties and the other of oxfords, black, 
brown, and white: being shown in each. 
A beautifully brocaded roll cushion 
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served as a rest for a distinctive model. 
The color scheme was old blue and old 
rose. 

The window devoted to women’s 
shoes at Thos. Jackson’s was very at- 
tractive, although few shoes were shown. 
A fancy carved chair in old ivory, green, 
and other colors was used in conjunc- 
tion with a roll cushion of old rose, 
satin and crepe being the materials of 
which it was fabricated. 


New Douglas Store Manager 


The Douglas store at Woodward and 
Clifford has a new manager from one of 
the New York stores, Joseph Walsh, 
who takes the place of Stanley Sim- 
mons, who has been transferred to the 
branch at 2540 East Jefferson. 


Basement Department Moved 


The basement shoe department at 
Hudson’s has been moved into more 
commodious quarters in the main base- 
ment. Manager Gregg has associated 
with him as assistant S. Plotler, for- 
merly with the Bilt-Well Shoe Company. 


Repair Department Added 


Thomas T. Jackson, Inc., has added 
an up-to-date repair department to his 
store. Mr. Jackson said: “It is morea 
matter of giving proper service to our 
customers than of making a profit.” 


Cut Steel Buckles Popular 


Cut steel buckles are still in large de- 
mand in some of the better class shoe 
stores, prices for these ranging from $20 
to $80, with the average around $40. 


To Close Thursday Afternoons 

The shoe stores of Windsor, along 
with other trades, have decided to close 
on Thursday afternoon of each week, 
hereafter, in order to give the salesmen 
approximately an eight-hour working 
day. 


; 


Rochester 


WHITE SHOES PREDOMINATE 


Rochester Factories Report Con- 
siderable Demand 


Several of the large Rochester shoe 
factories last week were receiving 
batches of orders for white shoes and 
oxfords, and predict that the coming 
season will be an unusually good one. 
Prices on white shoes are extremely 
reasonable to both retail merchant and 
consumer, and it is the opinion of the 
shoe manufacturers that white foowear 
will be sold much earlier than in previous 
years. 


MANUFACTURERS AID] MER- 
CHANTS 


Promise Co-operation in Plans for 
Syracuse Convention 


Many of the Rochester shoe manu- 
facturers have consented to aid the 
New York State Shoe Retailers’ Asso- 
ciation in bringing to the Syracuse 
convention in July the largest attend- 
ance that ever gathered at any similar 
event. These manufacturers will send 
each of their accounts in New York 
State an urgent request that the shoe 
merchants send one or more of their 


Where to Buy 


Women’s Shoes 





108-110 Duane St. ork, N. ¥. 
PIT 


Turn Full Louis Heel 
Pump. B,C, D. 24 te7 


$5.50 


IN SHOE CO., INC. 





WOMEN’S NOVELTY STYLES 


L. SCHAPIRO SHOE CO. 








IN-STOCK 








Pe 


ALGIER SHOE M'F’G CO. 
ier Phoe 
PARIS NEWYORK 


Highest Grade Women’s Shoes Turns and Welts 
138 Broadway, Brooklyn, N. Y. 


PLENTY IN STOCK 
For the Growing Girl 
Imitation Turn 
Quality —Style—Fit 


























W™ Sumner SMITH 
CHICAGO ILL. 
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Men’s Shoes 
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Stacy Adams Co. 
Manofacturers of 
MEN’S FINE 
SHOES 
BROCKTON, MASS. 
































FOR MIEN 
who care to dress 


well ~ ‘~ 


TDBARRYCO 


TRADE rane nee: Brockton, Mass. 

















Gentlemen’s 
Shoes 


A.E. Nettleton Co. 
SYRACUSE, N.Y. 
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representatives. The committee, which 
consists of Harry Phelan, William 
Pidgeon, Jr., Bert Smith and Don Burke 
of the Long Shoe Stores and I. Fried- 
man of Davis & Friedman, have been 
assured all possible co-operation. 


HOSIERY SALES ARE BIG 


Side Line Proves Big Item with 
Rochester Shoe Merchants 


That the Rochester retail shoe mer- 
chants are not neglecting the oppor- 
tunity of cashing in on the sale of 
hosiery is the opinion of a representa- 
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tive of the Medalia Hosiery Company 
of New York City who called on the 
local trade last week. 

“With the exception of a certain de- 
partment store in Rochester, a shoe 
store sells more hosiery than any other 
establishment in your city,” said the 
salesman. ‘More and more shoe 
merchants are enlarging their hosiery 
departments until it no longer is a side 
line in even the smaller shoe store, but 
an important source of revenue. In 
some stores cash prizes are given weekly 
to the salesmen who sell the most 
pairs.” 


Indianapolis 


RETAIL SALES GOOD 


Show Increase Over Last Year 
Despite Weather 


Local shoe merchants are hoping that 
the weather handed out during the 
month of May will be of a far different 
brand than that which prevailed during 
the month of April. Rain fell, and fell 
in torrents, nearly every day during 
April and, as a result, there was some- 
what of a slackening in retail shoe sales. 
However, despite the unseasonable 
weather, nearly every local merchant 
did more business than during the 
same month of 1919. 

Saturday, May 1, the first Springlike 
day Indianapolis has enjoyed this 
season, showed clearly what the shoe 


merchants can expect with nice weather - 


prevailing. Large crowds were on the 
streets throughout the day, and the 
shoe stores had their hands full trying 
to take care of the steady influx of 
customers. It was estimated by one 
merchant that more pairs of shoes were 
sold on that day than on all the five 
previous days of the week. 


Low Heels Popular 

“The inclement weather has_ been 
holding up shoe sales quite a little bit,” 
said Frank L. McNutt, manager of the 
Feltman-Curme Company’s store in 
East Washington Street. ‘“‘However 
we have no great kick coming because 
the volume of business during the month 
was much greater than last year.” 

Mr. McNutt said that oxfords in 
tan calf and brown kid are very good, 
and the ribbon effect in the one-eyelet 
tie is also very popular. He says more 
low-heeled oxfords are being sold this 
year than ever before and he attributes 
this to the fact that the women are using 
a little more common sense in the pur- 
chase of their footwear. The outlook 
for a big season in white footwéar is 
better than ever before, he said. 


TO SELL STATE-MADE SHOES 


Surplus Stock to Be Disposed of— 
Cost $3 per Pair 


James P. Goodrich, governor of 
Indiana, is considering plans for dis- 
tributing, at retail, surplus stocks of 
shoes that are being manufactured at 
the State Prison. Samples of the first 
shoes made at the prison were received 
in Indianapolis recently at the office of 
Maurice C. Shelton, secretary of the 
State Purchasing Committee. 

Including labor costs, overhead and 
materials, the shoes can be produced 
by State prison labor for about $3 a 
pair. Shoes of a more fashionable type 
would cost about $4 a pair, it is figured. 
In case the governor’s plan is carried 
out, the needs of the State institutions 
would be taken care of before any shoes 
are sold outside. It is the plan to add a 
reasonable profit to the manufacturing 
cost and sell the shoes through govern- 
mental or semi-governmental agencies 
in practically every county in the State. 


PRICE LIMIT IS $10 


Brazil, Indiana, Store Adopts Un- 
usual Merchandising Scheme 


The Bruson Bootery, the attractive 
new shoe store started at Brazil, Ind., 
by S. J. Bruson of Cincinnati, O., was 
opened recently and is already enjoy- 
ing a big trade. One of the features of 
the new store is that there is a price 
limit of $10 on shoes sold by the firm. 
The store is operated under the manage- 
ment of Fred C. Curl, formerly in charge 
of the shoe department in the Lederer- 
Feibelman store there. 


ADOPT CLOSING RULE 


Shoe Stores to Give Employes 
Wednesday Half Holiday 


Retail shoe stores at South Bend, 
Ind., will close every Wednesday after- 
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noon during the months of July and 
August, according to a decision reached 
last week at a meeting of the shoe 
dealers’ division of the Commercial 
Bureau of the South Bend Chamber of 
Commerce. The new closing schedule 
was arranged in order to give employers 
and employes an afternoon off each 
week. In order to further co-operation 
among the shoe merchants and to pro- 
mote good fellowship, it was decided 
at the meeting to hold a social gather- 
ing on the first Tuesday of every month. 
A luncheon will be held at 6.30 at the 
Oliver Hotel, and the meetings will be 
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addressed by speakers familiar with the 
various problems confronting the shoe 
merchants. 


Store Being Remodeled 


Paul Ebbinghouse, proprietor of a 
retail shoe store at Wabash, Ind., has 
started a crew of workmen remodeling 
and refinishing the store. The first 
thing being done is the laying of a new 
hardwood floor. New carpets will be 
laid and new furniture and other equip- 
ment will be installed, making the store 
one of the most attractive in that 
section of say State. 


Minneapolis 


RETAIL TRADE QUIET 


People Buying, but Not Nearly so 
Much as Usual 


Quietness is the dominant note in 
the retail shoe business of the Twin 
Cities. There is plenty of trade, of 
course, and of a most substantial and 
satisfactory character, but not the 
flood of buying which usually comes at 
this time of the year. The chief reason 
for this slackness is the continued cold 
weather, altogether unseasonable. Twin 
City merchants agree that a few really 
warm, sunny days will inject life into 
the shoe business and they are unani- 
mous in predicting heavy sales for late 
Spring and early Summer. 

General unrest and the somewhat 
unfavorable industrial conditions which 
the Northwest shares with the rest of 
the country, though perhaps in a lesser 
degree, are having a dampening effect 
on business in all lines, also, and some 
dissatisfaction at the prevailing high 
prices can be detected. But this terri- 
tory is too uniformly prosperous and 
on too substantial a basis for its retail 
business to ever really suffer and opti- 
mism as to the future is expressed by 
all the shoe merchants. 


BOWLING CONTEST ENDS 


Merchants Now Planning Kitten 
Ball League 


The Minneapolis Shoe Retailers’ 
Bowling League has finished a most 
successful season and wound up its 
affairs with a banquet last week at the 
Nankin Cafe. F. A. Howard of the 
auditing department of the Douglas 
Shoe Company was a special guest 
and acted as toastmaster. Vaudeville 
sketches and dancing followed the 
dinner. 

During the last week of the league, 
the Model team jumped into first place 


and finished there, with the Douglas 
second and Kinney’s third. 

Manager O’Hern of the Douglas Shoe 
Company, who is largely responsible for 
the success of the bowling league, is 





Another Malicious Story Is 
Going the Rounds 


The following gem of the story- 
teller’s art is now going the 
rounds in Minneapolis and un- 
doubtedly is being circulated 
broadcast throughout the coun- 
try. While it is so wildly im- 
possible that no thinking person 
could credit it and its origin was 
probably a joke, there are cer- 
tainly some who have believed it. 

A woman ‘shopper at a leading 
Minneapolis store purchased a 
pair of oxfords for $18. After 
three days’ wear, one of them 
broke through on the side and 
she attempted to return them to 
the merchant, who refused to 
make a refund or any adjust- 
ment whatever. 

Much vexed, she employed an 
attorney, who wrote the manu- 
facturer of the shoe. The latter 
apologized profusely and stated 
that he was always anxious that 
those who bought his shoes 
should be given satisfaction; but 
that, under the circumstances, 
the best he could do would be to 
“refund the $4 which the dealer 
had paid for them.” 








Where to Buy 





135 STYLES 
IN STOCK 
MEN’S-WOMENS 
SEE OUR CATALOG 


196 CHURCH STREET,N.Y. 
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BOSTON 
SHOE TRADE 
COMPANY 
67 MILK ST. 


Men’s Fine Shoes 
IN-STOCK 

















SHOES, 6 to 14 Inches 
BOOTS, 14 to 20 Inches 


Send for Catalog and 
Prices 
REECE SHOE COMPANY 
Columbus, Nebraska, U. S. A. 








Send for booklet telling who 
you can sell these shoes too. 
A.H. Riemer Shoe Ce, 
MILWAUKEE, WIS. 
Established 1887 











Stock Dept. 5 <% 
Is at Your Service es 


THE STETSON SHOE CO. (Ine.) 
South Weymouth, Mass. - 





Where to Buy 


Shoes at Auction 





now making plans for a Kitten Ball 
League, to play Sunday mornings at 
the Parade diamonds. The teams com- 
posing it will be the Douglas, Home 
Trade, Family Shoe Store, Rothschild’s, 
Model Company and Sorensen’s. 





HENRY LILLY CO. 


88-90 Reade St. New York 
AUCTION TRADE SALES 


SHOES AND RUBBERS 
Every Wednesday and Friday 
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Children’s Shoes 











H.H.FREELAND 





Tredlite Steppers 

for Boys and Girls 
GUARANTEED 
FOR 75 DAYS 

Write for Particulars 


ine & Co. 
Henry Kleine 











AShoe for Boys 
That Wears 


Marston & Tapley Co. 
DANVERS, MASS. 

















W2C.Goodger 


Manufacturer of 
Children’s Dlexible GDurn Shoes 
Tor. » * uN BE 2. £ eh 
89 Allen St... Rochester, > 











SOFT SOLES 





and 2 pieces. 
NU BABY SHOE CO., East Lynn, Mase. 











Soft Soles and Moccasins 


Ask your Jobber for our 
Scale. We do not sell 


the retail trade. 
Newcomb-Anderson Shoe Co. 
ROCHESTER, N. Y. 











Attention to Jobbers 

OUR TURN SHOES 
for Chiidres and Misses 

ce 

em nature form lasts. 

ccm — a oe co. Ene. 

Boston. "so? Keser St. 











IR, Rep. 
“ELAM”? 
Flezible First Step Turn Shoes 
For the Jobbing Trade Exclusively 


F. S. ELAM SHOE CO., Inc. 





Rechester, N. Y. 
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OXFORDS SELLING BEST 


Pumps and Ties Expected to Lead 
When Warm Weather Comes 


The principal demand, at present, 
in women’s footwear is for oxfords of 
practical design and color, adapted for 
business and outdoor use. Pumps and 
ties are selling well and will continue 
to increase rapidly until warm weather 
appears, when they will take the lead. 
French lasts are very quiet, to say the 
least. In this part of the country, 
where high shoes are comfortable the 
year round, boots are good sellers even 
in mid-Summer, and naturally are at 
present even stronger than usual at 
this time of year, owing to the cool 
weather. 

With the men, who always don low 
shoes later than the women, the call 
for oxfords is still light, but high shoes 
are moving at a satisfactory pace and 
the oxford will come into its own within 
a few weeks. 


Celebrates 53d Anniversary 


M. H. Aamodt, 331 East Hennepin 
Avenue, Minneapolis, has just cele- 
brated the fifty-third anniversary of his 
entrance into the shoe trade. During 
all these years he has been located on 
the same street, first as a shoemaker, 
then clerk and for the past 30 years as 
proprietor of a substantial business. 
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Mr. Aamodt, who is 71 years old, re- 
tains the active management of his 
store, but is assisted by his son, who 
attends to the buying. 


Will Discontinue Store 


The lease to the building at 39 Seuth 
Sixth Street, now occupied as a shoe 
store by C. M. Stendahl, has been 
acquired by the Metropolitan Music 
Company, and Mr. Stendahl has de- 
cided to discontinue this store. His 
other store is on Nicollet Avenue. His 
lease does not expire until July 6, but 
he has already made arrangements for 
closing out and a sweeping sale is now 
in progress. 


New Store to Open May 15 


The new store of G. R. Kinney, Inc., 
14-16 South Fifth Street, will be ready 
for occupancy about May 15. The 
building has been extensively re- 
modeled and an entire new front with 
modern windows added. Manager 
Webster reports that the ‘“‘moving”’ 
sale has been a great success. 


Graduates in Practipedics 
Maurice Coen, manager of the Wear- 
U-Well Shoe Company, has just re- 
ceived his diploma, showing that he 
has completed the home study course 
and is now a graduate of the American 

School of Practipedics in Chicago. 


N aahville 


FAIR APRIL BUSINESS 


And This in Spite of Adverse 
Weather Conditions 

The Cumberland River section has 
experienced a very satisfactory April 
business, notwithstanding that it has 
been a month of rain and cold for the 
first fortnight. The Easter period 
was not by any means balmy enough 
for Spring slippers, although a few of 
the more daring of the children ap- 
peared ‘on the streets without any 
stockings at all. 

Heavy footwear and boots came in 
for extra sale and Winter stock was 
cleared up to a surprising degree. 
Now oxfords, patents, kids, tans and 
blacks, satin pumps and fancy colors 
are all finding brisk sales. 

The large wholesale shoe interests 
represented at Nashville report busi- 
ness very good in middle Tennessee, 
back in the Cumberland Mountains, 
and in adjacent sections of other 
States which they cover closely. Lum- 
ber, coal and stock interests are all on 
a profitable basis and collections are 
good and orders plentiful. 


LOW CUTS FEATURED 


Retail Stores Also Running Special 
Sales 


The Porter Clothing Company, corner 
Church and Fifth Avenue, Nashville, 
with stores also at Birmingham and 
Jacksonville, Fla., in connection with 
clothing, also feature men and boys’ 
shoes. They handle the Boyden line. 

The Economy Shoe Store, 423 Union 
Street, Nashville, showed pretty Easter 
displays, and now are showing Summer 
styles, oxfords, spat pumps, new French 
ties, etc. Baby shoes also get attention. 
The store pays parcel post charges on 
out-of-town orders, and has expert 
fitters in the store. 


Monday Specials Held 

Ellis Shoe Company, 305 Third 
Avenue North, feature one-eyelet ties, 
Spring oxfords and a wide range in 
men’s shoes. 

Gupton’s, 220 Fifth Avenue, run ° 
Monday specials and show the Johnston 
and Murphy, French, Shriner and 
Urner, Florsheim and Rice and Hutchins 
lines. 
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Kuhn, Cooper and Geary, 214 Fifth 
Avenue, North, have some of the 
prettiest windows in the Capitol City 
on women’s shoes, and their ribbon 
ties have been good sellers this Spring. 
The store also features hosiery. 


Retail Store Sold 


Lebeck Brothers, in their department 
store on Church Street, have an ex- 
tensive section devoted to shoes and 
hosiery, and their buyers have brought 
to Nashville some of the latest Eastern 
styles. 

At Paris, Tenn., Wiggs Shoe Store, 
successors to the first exclusive shoe 
store in Paris, was sold a few days ago 
by its owner, J. W. Wiggs, to G. T. 
Blassingame, J. R. Elliott and J. R. 
Beadles of Mayfield, Ky., who will 
continue the establishment under the 
name of the Quality Shoe Store. 

Hirshberg Brothers at Nashville show 
a wide range of men’s and boys’ shoes in 
their store on Union Street and in all 
departments report active Spring busi- 
ness. Black suedes, Theo ties and 
Colonial pumps‘ are featured in the 
ladies’ department. 


Women’s Shoes Added 
Allen Meadors’ place on Union 
Street; one of the oldest shoe stores in 
the Capitol City, is busy in city and 
out-of-town business, and works one 
of the largest sales forces of any shoe 
house here. 
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Rich, Schwartz and Joseph, Ready- 
to-Wear Store, at Nashville, have 
lately added women’s shoes, handling 
the Cousins’ shoes out of New York. 

Ray Gupton, for the last twelve 
years identified with Nashville shoe 
trade, has retired from that business 
to enter the automobile field and is 
now connected with Ward-Shacklett 
Company, who represent the Paige 
and Premier lines. 


Department Store Purchased . 


An important deal is announced from 
Hopkinsville, Ky., in the purchase of 
the Frankel’s department store by J. H. 
Anderson & Co., its principal business 
rival. Both stores will be operated for 
awhile, and later Anderson & Co. 
will consolidate the stock in the Frankel 
block on Main Street, which they have 
leased for. a term of years. The presi- 
dent of the Anderson Company is 
J. H. Anderson of Knoxville, Tenn., 
formerly of Owensboro and Hopkins- 


. ville. The Frankel store, established 


in 1860, is one of the oldest businesses 
in Hopkinsville and one of the largest 
department storesin Western Kentucky. 
Sam and Henry Frankel were the 
owners. , 

G. R. Kinney Company, 413-415 
Church Street, Nashville, are operating 
one of the big stores of the city, and 
their line of oxfords, men’s new brogue 
dark brown calf, and children’s slippers 
in vici are attractive this Spring. 


St. Louis 


' WHOLESALE BUSINESS BRISKER 


Orders for Immediate Shipment 
Show Increase 


In the wholesale shoe trade of St. 
Louis the call for seasonable goods is 
increasing and the in-stock and mail- 
order departments are becoming more 
active, while the immediate shipment 
orders from the salesmen on the road are 
showing the same characteristics. On 
the forward delivery business there has 
been little or no change during the past 
week, the merchants in the larger towns 
and cities continuing to hold off in their 
purchases. Some of this tendency ap- 
parently is being communicated farther 
down in the scale, due, according to the 
theories, to the disposition of the mer- 
chant to wait for more definite condi- 
tions and also to the disposition of the 
public to buy more cautiously. 

While not directly connected with the 
shoe business, the overall club move- 
ment is thought by some to have had a 
checking effect on buying, this move- 
ment being taken as a straw showing 


which way the wind of public sentiment 
is blowing. 


Strike Hampers Wholesale Business 


Jobbers have been having an espe- 
cially hard time during the past week 
with their shipments, receiving very 
little mercharidise, as a result of the 
railroad strike, and being unable to ship 
out to any extent for the same reason. 
A very large increase in the parcel post 
business has taken place, orders being 
sent in full by that means or being cut 


up into sections in order to comply with 


the- postal requirements. 

The specialty factories report that 
they are well supplied with orders and 
that they will be able to run steadily if 
the strike does not cut off their ma- 


’ terials, which has not yet been the case, 


the advance supplies having been very 
good. The country plants of the St. 
Louis houses are also operating steadily 
on the staple lines which are usually 
assigned to such factories. Lack of 
labor, however, continues to be the 
chief source of trouble, as orders and 
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materials are available for more than 
the plants can turn out under present 
conditions. 


RETAIL BUSINESS STILL SLOW 


Low Cuts Have the Call—Public 
Buying Cautiously 


The retail stores have been suffering 
a continuance of the handicap imposed 
by the cooler weather and, in conse- 
quence, their volume of business, while 
fairly satisfactory, has not been up 
to expectations. In such selling as 
has been going on, however, low cuts of 
various styles have had practically all 
the call, with ties and pumps the more 
popular and browns the ruling color. 
Until the present time there has been no 
really warm Spring weather, although 
the chill has not been severe. In conse- 
quence there has been no impetus given 
to boot trade, and such selling as has 
been done has naturally gone to the low 
cuts, with which, however, spats can be 
worn if necessary. Merchants also re- 
port an increase in the tendency of the 
public to buy a little more carefully, and 
ascribe this, naturally, to the high 
prices and to the agitation against them. 


EXORBITANT PROFITS DENIED 


Brown Shoe Company Head Says 
Percentage Increased Little 


Because of the recent statement of 
United States Senator Kenyon, read 
into the Senate shoe investigation record 
from a financial publication of New 
York, and in which incorrect statements 
were made as a result of the use of the 
word ‘“‘and” instead of the word “‘or 
George Warren Brown, chairman of 
the board of the Brown Shoe Company, 
Inc., has issued the following statement: 
“The Brown Shoe Company, Inc., 
makes the following statement and the 
books of the company are open to 
verify the same: 

‘For the years 1910, 1911, 1912, 1913 
and 1914 (pre-war five-year period) the 
average yearly profit was 5.32 per cent 
on the sales of the company. For the 
years 1917, 1918 and 1919 (United 
States war period and 1919) the average 
yearly profit was 5.34 per cent on the 
sales of the company, showing extra war 
profits amounting to less than one- 
tenth of one per cent on the sales of the 
company. 


Capital Stock is $10,000,000 


“The above exhibit is the only kind 
that amounts to anything to convey 
comparative information to the people 
in general who do not have time to go 
into details as to how a company hap- 
pens to be organized as regards capital 
stock issues.” 









During the period referred to in this 
statement the capital stock issue of the 
Brown Shoe Company, Inc., was 
$4,000,000 preferred and $6,000,000. 
common, a total of $10,000,000. The 
sales during the pre-war period were, 
averaged for each year, $10,289,000, 
while in the years 1917, 1918 and 1919 
the sales each year averaged $28,132,000 
An additional issue of $2,000,000 of pre- 
ferred stock and $300,000 common 
stock was made late in 1919, but has no 
bearing on the matters involved in the 
statement of Senator Kenyon, for the 
reason that it came after the practical 
conclusion of the period under dis- 
cussion. 


Sales Report Shows Increase 


The monthly statement of the 
McElroy-Sloan Shoe Company, issued 
May 1, shows an increase for April over 
the same month a year ago of $52,602.17, 
and for the four months of the present 
year, in comparison with the same four 
months in 1919, of $432,842.04, or at 
the rate of more than a million and a 
quarter for the year, if maintained. 
The goal which the company has set for 
1920 is $7,000,000. 


Organization Meeting Postponed 


A meeting of the shoe manufacturers 
and wholesalers of St. Louis interested 
in the formation of a permanent organ- 
ization to take the place of the tempo- 
rary body acting in behalf of the market 
at the St. Louis, 1919, and the Boston, 
1920, conventions of retail shoe mer- 
chants, was held last week Friday at 
the Hotel Statler, the purpose being to 
receive the reports of the committees on 
permanent officers and on constitution 
and by-laws. Owing to the absence 
from the city of a considerable number 
of the company representatives of the 
larger houses it was decided to postpone 
action until a later date. The Nominat- 
ing Committee, headed by Beverly 
Jones of the International Shoe Com- 
pany, was ready with its report, but it 
was withheld for the reasons noted. 


Salesmen Want Hours Shortened 

Shoe salesmen employed by a group 
of shoe merchants on the northern edge 
of the general downtown business dis- 
trict have asked their employers for 
more time off duty, complaining that 
their present hours are too long. They 
have asked for a 6 o’clock closing hour 
on Wednesdays and Fridays, instead of 
6.30 as at present; also to be allowed to 
get off at noon on Sunday and to have 
all of’ Sunday in July and August, dur- 
ing which months the downtown depart- 
ment stores are closed both Saturday 
and Sunday. The district affected is 
usually referred to as the “ghetto” 
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district, and the conditions as to opening 
stores, etc., are different from those of 
any other section of the city. 


New International Superintendent 


The readjustment of the factory of 
the Samuels Shoe Company has been 
completed and from this time on, Julian 
G. Samuels, who has been giving the 
plant much of his time, will act as 
buyer. A new superintendent, Walter 
Young, formerly with the International 
Shoe Company, has been installed and 
jt is planned to bring the factory up to 
its maximum production as soon as 
possible. New equipment is to be added 
and the plant otherwise made efficient 
for the production of children’s first- 
step footwear. The plant was formerly 
that of the Ettelbrick Shoe Company, 
from which it was acquired by the 
Samuels Company. 


Merchants to Meet May 12 


The monthly meeting and dinner of 
the Associated St. Louis Shoe Retailers 
will be held Wednesday, May 12, at the 
Hotel Statler. An interesting program 
is being prepared and it is also expected 
that some advance plans will be made 
for the usual Summer dinner and dance. 
Special subjects for the round-table 
discussions are to be prepared also, in 
order to make the meeting more than 
commonly interesting. 


SHOES UNDER $10.00 FEATURED 


Few Over That Price to Be Seen in 
Windows 


Retail shoe stores are making strik- 
ing window displays of low shoes for 
men and women at various, as well as 
attractive, prices, the following of which 
are examples: 

Shoe Mart is offering new gypsy 
pumps in the one-button style, developed 
in black and brown kid with high Louis 
heels at $7.50. Reid’s features a 
nationally advertised brand in sailor 
ties of patent colt and kid at $10.00. 
Brandt’s are going strong on new 
Windsor pumps in black shoe-soap kid 
at $10.50, and tan calfskin with pér- 
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forated tips and baby Louis heels at 
$11.00. Sensenbrenner advertises choice 
of Cleopatra pumps, tongued pumps, 
tailored bow pumps and plain pumps 
with turn soles and covered Louis XVI 
heels at $7.00. C. E. Williams offers 
English or round-toe oxfords in ma- 
hogany brown at $7.00; also a black 
vici kid at $7.00. Regal is featuring the 
““Marquette,”’ a dark brown calfskin ox- 
ford with vamp, quarter and tip perfo- 
rated and stitched in new design at 
$10.00. 


Shoe Department Enlarged 


The women’s shoe department of 


. Nugent’s has recently been remodeled 


and greatly enlarged. New lighting 
fixtures have been installed and so 
placed that the entire department is 
flooded with light. The seating capacity 
has’ been practically doubled. The 
men’s department has been moved from 
the main floor to the main floor balcony, 
increasing the space about one and one- 
half times. 


To Have Two Buildings 


The W. B. Huette Shoe Company has 
leased and is now remodeling the build- 
ing adjoining its present store, 420 N. 
Sixth Street. Both buildings will be 
occupied when completed. The front of 
the new building will be finished to 
match the old one. The entrance will 
be through a center door. This will give 
two large display windows on each side. 
A complete line of boys’ shoes will be 
added. 


A $225,000 Order Placed 


E. R. McDaniel, buyer for Gilmers, 
Inc., of Winston-Salem, N. C., a com- 
pany which operates a chain of depart- 
ment stores in North Carolina and 
Virginia, has placed a $225,000 order 
for Fall delivery with the Peters Shoe 
Company of St. Louis. The sale was 
made by E. C. Caldwell, North Caro- 
lina representative of the St. Louis 
manufacturer. In addition to this 
order, Mr. Caldwell has purchased for 
future delivery $36,000 worth of rub- 
bers_and felts. 


Milwaukee 


LABOR COSTS MOUNTING 


Price Peak Not Yet Reached, Says 
Milwaukee Manufacturer 


Concerning the apparent reluctance 
of boot and shoe merchants to stock up 
for Fall and Winter, and the inclina- 
tion noted in some quarters to cancel 
part of orders for Summer goods in the 
expectation of cheaper shoes, a promi- 


nent Milwaukee shoe manufacturer 
makes the following statement: 

“The larger operators at retail are 
buying some shoes and helping to keep 
the factories going, but there is no 
change toward lower-priced shoes at 
this time and holding off from ordering 


’ will mean congestion in factories and 


still higher prices later. 
“The shortage and high cost of good 
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materials still confronts the manu- 
facturer. The labor problem is:still a 
veritable nightmare—labor costs mount- 
ing day by day; production per man 
growing less and less. Transportation 
difficulties loom up like a stone wall. 
And we still watchfully wait like 
stuffed toads in a joss house. May the 
good Lord watch over us and guide our 
pencil when the next national election 
day rolls around. 


Says Price Peak Not Reached 


“There may be—undoubtedly are— 
a few manufacturing concerns and mer- 
chants who are guilty of profiteering. 
There are crooked lawyers, quack 
doctors and hypocritical preachers. 
But the real men in the boot and shoe 
industry and trade stand for the same 
high ideals as our best annette 
physicians and clergy. 

“Leading authorities state that the 
peak of prices has not been reached, 
but that the peak of the abnormal 
demand for ‘extravaganza’ high-priced 
footwear has been reached. Shoe mer- 
chants who are in close contact with 
the public report that men are begin- 
ning to shy away from paying extremely 
high prices for expensive clothing and 
extremely fine dress shoes. That’s why 
men (who have families to support) 
are beginning to pay more attention to 
what they get for what they pay. The 
inevitable reaction against extravagant 
buying is beginning to appear, as overly 
extravagant habits developed by ab- 
normal wages received during the muni- 
tions days are headed for a slump.” 


McNARY BILL PROTESTED 


Association of Commerce Sends 
Wire to Legislators 


The Milwaukee Association of Com- 
merce, with the support of its entire 
membership of 4,000 leading business 
and professional men of the city, has 
voiced its strenuous opposition to the 
McNary shoe price-branding bill by 
sending the following telegram to the 
11 Congressmen and two Senators from 
Wisconsin at Washington: 

“We respectfully protest against the 
McNary bill now before the Senate, 
providing for branding mnaufacturers’ 
prices on all shoes. Such legislation is 
more likely to do harm than good, and 
opens door to unreasonable restrictions 
in every line of industry. We have no 
desire to protect any profiteers, but we 
do want the rights of the business men 
safeguarded. Reforms which are sane 
and sensible bring about good results, 
but ultra-paternalistic laws destroy the 


very fundamentals of safety in the- 


government which American men of 
business are trying to protect. We 
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respectfully urge you to oppose such 
legislation.” 


RETAIL CHAIN EXPANDING 


New Nunn, Bush & Weldon Store 
Opened in Milwaukee 


The second Milwaukee retail store 
handling exclusively the products of 
the Nunn, Bush & Weldon Shoe Co., 
Milwaukee, was opened Friday, April 
30, at 202 Grand Avenue, in the 
quarters formerly occupied by the local 
Regal store. It will be recalled that the 
first Nunn-Bush store was opened at 
86 Wisconsin Street early in January. 
Besides the second local store, Nunn- 
Bush retail shops are being established 
in New York and other large eastern 
centers. The enlargement of the retail 
organization is due to the exceptional 
success achieved by the original Mil- 
waukee store in the three months of its 
existence. 


FUEL SHORTAGE THREATENED 


Factories May Have to Curtail 
Operations 


The end of ‘the outlaw strike of union 
switchmen at Milwaukee and other large 
railroad centers has not brought an 
end to the troubles under which Mil- 
waukee boot and shoe manufacturers 
and other industries are compelled to 
operate. At the end of April, the big 
receivers and distributors of soft coal 
in this city made public the fact that 
the railroad strike and the miners’ strike 
of last Fall have combined to create a 
condition of the most acute shortage of 
industrial fuel ever known in Mil- 
waukee, and unless relief is provided 
at once, many local factories will be 
compelled to curtail operations, if not 
suspend until new supplies are avail- 
able. Most of the boot and shoe fac- 
tories have a supply for from one to 
three weeks, while some use purchased 
electric current, but their position is 
relatively no better than that of many 
other plants, including the power com- 
panies who depend upon frequent re- 
plenishment of their fuel supply for 
continuous production of current. 


Plant Equipment Is Delayed 


R. E. Freeman, general superintend- 
ent of the Weyenberg Shoe Mfg. Co., 
Milwaukee, departed April 27 for the 
East to seek ways and means of early 
delivery of much new machinery and 
equipment required for the enlarge- 
ment of its plants, principally the No. 4 
factory opened recently at Portage, 
Wis... Orders for the equipment were 
placed in October, but various condi- 
tions have combined to delay delivery 
of the major part. 
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Haverhill 


HAVERHILL IN STYLE SHOW 


Manufacturers in This City to Be 
Well Represented 


The first exhibit and style show of 
the National Shoe & Leather Exposition 
and Style Show, Inc., of Boston, which 
will be held in Mechanics Hall, June 
19 to 24 is arousing much interest in 
Haverhill. The local trade is well 
represented in the new organization 
and its committees. L. H. Downs, 
general manager of C. K. Fox, Inc., is 
a director, a member of the style show 
committee and also of the special 
committee on organization. The Hav- 
erhill organizers of the new company 
include the following well-known con- 
cerns: C. K. Fox, Inc., Emery & Mar- 
shall Company, Hazen B. Goodrich & 
Co., Hervey E. Guptill, Knipe Bros., 
Inc., Herman E. Lewis, Rickard Shoe 
Company, J. H. Winchell & Co., and 
Witherell & Dobbins Company. Haver- 
hill’s prominence in the new organiza- 
tion, coupled with the city’s world-wide 
reputation as a style center, assures an 
extensive showing of Haverhill-made 
footwear and a corresponding interest 
on the part of attending merchants. 


WARNS AGAINST LATE ORDERS 


Manufacturer Says Merchants Who 
Delay May Be Disappointed 


“Merchants who wait, as some have 
waited, until May 1, and others who 
are planning to wait until June before 
placing Fall orders may later be bid- 
ding against each other for deliveries.” 
This remark was made by a Haverhill 
manufacturer of women’s footwear in 
commenting on the trade situation. 
He continued: “With factory production 
only half of what it was four years ago 


and transportation facilities wholly in- 
adequate, double the time is required 
now. It is risky to order goods in 
June and expect them to be delivered 
for the opening of the Fall season.” 


FIRM IN NEW QUARTERS 


Concern. Has Removed to Larger 
Factory 


John H. Cross, Inc., manufacturer of 
women’s turn footwear, have begun 
the production of shoes at their new 
factory location in the Essex Associates 
Building on Essex Street. By this 
removal. they have secured approxi- 
mately double the space available in 
their former factory location on River 
Street. 


INCREASING McKAY OUTPUT 
Concerns Enlarging Their Facilities 


E. L. Thomas Shoe Company, with 
factory in the one of the Burgess-Lang 
Buildings on Essex Street, recently in- 
stalled additional machinery for the 
purpose of increasing its output of 
women’s McKays to 60 cases daily. In 
less than a year’s time this concern has 
built up a substantial business. 

The Farber Shoe Company, with fac- 
tory on Wingate Street, making wo- 
men’s medium-grade McKays, has taken 
additional space which they are equip- 
ping with machinery and will soon have 
in operation. Since removing to its 
present location this concern has made 
a steady and substantial growth. 


New Concern Under Way 


H. E. West Shoe Company, a new con- 
cern with factory on Essex Street, is 
now producing a line of infants’ and 
children’s shoes for the wholesale trade. 


Brockton 


TO TAKE PART IN STYLE SHOW 


Brockton Manufacturers Will Co- 
operate 


The official announcement made last 
week that the National Shoe & Leather 
Exposition Style Show, Inc., of Boston, 
had been organized is important to 
Brockton shoe manufacturers. The 
fact that a large number of concerns in 
this city are affiliated with the New 
England Shoe & Leather Association, 
which initiated the movement, insures 
a large representation of Brockton 
concerns at the exhibition to be held 
in Mechanics Building, Boston, during 
July 19 to 24. Among the list of 


organizers of this new trade body are 
Churchill & Alden Company, C. A. 
Eaton Company -and The Preston B. 
Keith Shoe Company, of this city. 
The South Shore district includes: 
M. N. Arnold Shoe Company of North 
Abington, Commonwealth Shoe & 
Leather Company of Whitman, Emer- 
son Shoe Company and E. T. Wright 
& Co. 6f Rockland, Stetson Shoe 
Company of South Weymouth. 

On the Board of Directors are: O. M. 
Fisher of M. A. Packard Company of 
this city, Herbert T. Drake of Emer- 
son Shoe Company, Rockland, the 
latter also third vice-president. The 
Style Committee includes: Paul Jones 
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Where to Buy 


Shoe Polishes 





Best In "Ther Class 
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NATIONAL SHOE POLISH MFG. CO., Inc. 
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The Proper Dress- 
ing for Every Shoe 


Griffin Mfg. Co., Ine. | 
67-69 Murray St. 
New York 











of the Commonwealth Shoe & Leather 
Company, J. A. Munroe of E. T. 
Wright & Co., Inc. On the committee 
of the New England Shoe & Leather 
Association, which has brought the new 
enterprise into being, are: John S. Kent 
of M. A. Packard Company and Charles 
M. Park of The Preston B. Keith Shoe 
Company. Brockton and the South 
Shore district will be prominent in the 
forthcoming exposition as regards the 
exhibit and style show. Early and 
active preparations are being made 
with that end in view. 


DELIVERY BY TOURING CAR 


Manufacturer Loads Shoes and 
Drives to New York 


M. F. Kelly of the Three K Shoe 
Company, in the near-by town of 
Stoughton, recently had an emergency 
call from a New York City customer 
who needed shoes and needed them 
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RE-NEWS Heel 
and Sole Edges 


—and, better still, the newness 
lasts. It does not rub off. 


REPCO 
Heel and Edge 
ENAMEL 


adds a much-needed ‘‘finish- 
ing touch”’ to shoes. Favored in 
the home as well as the repair 
shop. It will not soil or harm 
clothes. Contains no varnish, 
shellac or other gummy sub- 
stance. To meet every modish 
need Repco can be had in Hav- 
ana Brown, White, Ivory, Light 
Gray, Dark Gray and Cham- 
pagne. Early stocking-up is 
advised. 
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immediately. Rail shipments being 
tied up, Mr. Kelly took his own tour- 
ing car, packed in several cases of shoes 
and in company with his son, George, 
drove to New York. The goods arrived 
just at the right time to go on the 
customer’s shelves. 


FACTORY EMPLOYES MAKE 
MERRY 


Cabaret Show by Shoe Workers of 
Field & Flint 


Aside from ability as shoe workers the 
young men and womenin many Brockton 
factories have talent as entertainers. 
One of the latest expositions of this 
kind was given recently by the employes 
of Field & Flint Company and styled 
“‘Korrect Shape Kabaret.” The event 
was the first affair for the employes 
of this factory, and was thoroughly en- 
joyable from start to finish. The show 
was presented in one of Brockton’s 
large halls and attended by several 
hundred factory employes. The pro- 
gram was carried through in real 
cabaret style. Among the special 
guests were members of the concern, 
including Fred F. Field, Fred F. Field, 
Jr., and Perley G. Flint. 


BROCKTON SHOES IN THE WAR 


First Footwear for Italian Fighters 
Made Here 


At a recent meeting held in Brockton 
in the interests of a drive for a $25,000,- 
000 loan for the Italian Government an 
interesting statement was made by 
Lieutenant Orlandini of the Italian 
Army. He stated that Brockton was 
credited with the manufacture of the 
shoes for the Italian Army that with- 
stood the onslaught of the Austrian 
forces. He added: “I had the pleasure 
of visiting your city during the early 
days of the great struggle with a mis- 
sion that placed orders with Brockton 
for those shoes for the Italian Army. It 
must be a source of pride to you here 
to realize that the first boots worn by 
the Italian soldiers in their invasion 
of Austria were made right here in 
Brockton.” 


PARCEL POST BY CARLOAD 


Large Volume of Mail Shipments 
by Churchill & Alden 


Churchill & Alden Company last 
week shipped from this city a carload 
of shoes representing 12,000 pairs, by 
parcel post, this being the second car- 
load of footwear shipped in this manner 
from Brockton by one concern. Pack- 
ages in this shipment weighed about 
50 pounds each, the number approxi- 
mated 1,000 and represented a 25-ton 
consignment, the postage on which 
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amounted to about $2,000. The shoes, 
which were carried direct to the freight 
car by trucks from the factory, were 
destined for points in Texas, Indiana, 
Ohio and other localities in the Middle 
West and Southwest. 


COMPANY BUYS LAND 


Thompson Bros. Preparing for Fac- 
tory Enlargement 


Thompson Bros. Shoe Company, 
Inc., recently purchased a lot of land 
about three acres in extent, adjoining 
the concern’s factory on Summer 
Street. This is to provide for the future 
development of the business, both as 
regards expansion of the plant and 
recreation ground for employes. Park- 


New 


SHOE PRICES CUT 


Merchants Trying to Stimulate 
Business—Buying Slowly for 
Fall 


New York is in the throes of another 
wave of price cutting, with shoes well 
up in the list of merchandise that mer- 
chants are offering the public at figures 
much below what they were a few weeks 
ago. Many of the smaller merchants 
frankly admit that they have slashed 
prices close to cost in order to stimulate 
business. 

Spring stocks are piling up on the 
shelves. The opening of freight traffic 
has resulted in the receipt of many de- 
layed shipments. One merchant tells of 
receiving $72,000 worth of shoes in two 
days. He is seeking storage space for 
them. 

On the whole, Spring deliveries have 
come forward in a better manner than 
was believed possible early in the year. 
Its chief effect has been to further 
strengthen the merchant’s desire to 
hold off purchasing Fall stocks until the 
last possible moment. 


Buying Little for Fall 


Buying for Fall, according to New 
York manufacturers and selling agents, 
is flat. Salesmen are returning from the 
road with very small orders, and few 
buyers are in the market. Some of the 
jobbers assert that if buying does not 
pick up soon they will be forced to can- 
cel orders they have placed with the 
manufacturers. Even reorder business 
on Summer shoes has slumped. The 
local agent for a Massachusetts manu- 
facturer of women’s medium-grade 
shoes said that he has not taken an 
order for a dollar’s worth of Fall shoes. 

Price cuts among the manufacturers 


’ tion. 


119 


ing space will also be provided in the 
newly ‘acquired property for automo- 
biles owned by officials and employes 
of the concern. 


' Salesmanager Visits Brockton 


C. A. Sabine, salesmanager of the 
Marion Shoe Company, Marion, Ind., 
was in Brockton last week. Mr. Sabine, 
who was for 12 years associated with 
Charles A. Eaton Company of this city, 
has been in Marion for several months. 
He is enthusiastic regarding the busi- 
ness of the concern with which ke is 
now affiliated, reporting a substantial 
growth during the past season. Mr. 
Sabine came East to look over the 
trade situation. He is optimistic in 
regard to Fall business. 


York 


are beginning to make their appearance. 
In some cases the cuts are camouflaged 
by the term “seconds.” Salesmen 
frankly admit that their price lists have 
been revised downward. 

But even the most pessimistic mer- 
chants are not positive that prices are 
on a definite downward trend. They 
realize that the manufacturer is still 
burdened with high labor costs and that 
raw materials have shown little reduc- 
In some cases the merchants say 
that manufacturers have told them that 
if the domestic trade holds off in buying 
much longer, they, the manufacturers, 
will turn to the export market. On the 
other hand, shoe concerns engaged in 
export business in this district assert 
that the foreign market is dull and has 
little chance of reviving except with a 
miraculous upward shoot in foreign 
exchange. 


WHITE SHOES DISPLAYED 


Buckskin Oxfords at $12 to $14 
Being Shown 


White shoes are beginning to make 
their appearance in the show windows, 
but have not reached the street. Sev- 
eral of the stores are showing attractive 
white buckskin oxfords in sport and 
brogue models for women at from $12 
to $14 a pair. The merchants expect a 
good season on white shoes, although 
many predict it will be late in starting. 
Some of them have asked for later 
deliveries of white shoes from manu- 


, facturers. 


FIFTH AVENUE SHUNS TIES 


Also French Lasts and Strapped 
Pumps, Says Merchant 


French lasts, Theo ties and the many 
varieties of strapped pumps are being 
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New! 


ACORN BRAND 
SOLE LEATHER 


Made especially for sewed work 








Now available for quick delivery 


KULLMAN , SAILZ, 


Tanners of Real Leather 


' 82 FULTON ST. WELLS FARGO BLDG. _ 220 W. LAKE ST. 
NEW YORK SAN FRANCISCO CHICAGO 











Get Ready For Your White Business 


There are no better or better known dressings 
for all kinds of white shoes than GRIFFIN 
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GRIFFIN WHITE KIDINE 


Soc eR ahthe NE Goes h opts white 
cleaner that gives a kid glove finish. 3 1-2 os. Fol Top 
Small (15) Size, $14.25 Gross, $1.25 Doz. $14.25 Gross, $1.25 Dos. 


. Ses. Size Box— 
Large (25e) Size, $21.60 Gross, $1.99 Doz. Gi so Genny 91.90 Des. 


GRIFFIN MANUFACTURING CO., Ine. 
67-69 MURRAY STREET - - . NEW YORK, U.S.A. 
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shunned by the best class of Fifth 
Avenue shoppers, according to Alfred 
Kohn. “Our trade is going in for plain 
pumps with buckles and for plain ox- 
fords,” he said. “‘Many of our women 
customers tell me that they will not 
wear the straps and ties since they have 
been adopted by their maids,” 

Meanwhile, 42d Street, 34th Street 
and Sixth Avenue stores appear to be 
doing a fair business in straps and ties 
at prices considerably below those asked 
afew weeks ago. Nearly all merchants, 
however, believe that the death of these 
styles is not far off and many of them 
are of the opinion that they will 
scarcely outlast the Summer. 


Novelty Strap Offered 


For those who already possess straight 
pumps and desire to convert them into 
Theo ties, Oppenheim, Collins & Com- 
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pany are offering the small straps and 
ribbons to be attached to the pumps at 
$1.50 a pair. 


Feathers as Pump Decoration 

The French last two-strap pump 
with feather decorations at the heel is 
being displayed in the windows of 
Arnold, Constable & Co. The feathers 
appear to be pasted together in a round 
shape, about 24 inches in diameter, 
with a small wing effect projecting about 
an inch. 


Beaded Pumps Displayed 

Thomas Slack, local agent for the 
Bliss & Perry Co., is showing an exten- 
sive line of beaded pumps for Fall. In 
some of the models the bead designs run 
close to the tip of the toe and are carried 
up the tongue of the pump. The beads 
are used on buck, suede, kid and satin 


pumps. 


Cincinnati 


TRADE SHOWS IMPROVEMENT 


Better Than Normal in Some In- 
stances—Weather Also Improves 


The retail trade at the local stores 
has been good during the past week, 
this being a decided change for the 
better over the preceding weeks of the 
Spring season thus far. The lull in 
business, which was ended by the com- 
ing of more seasonable weather, .had 
reached a point where conditions were 
really serious. But with the beginning 
of May, business resumed its normal 
proportions and, in many instances, 
was found to be better than normal for 
a few days at a time. 


SHOE SHIPMENTS DELAYED 


Some Cincinnati Merchants Still 
Waiting for Spring Merchandise 
A scarcity of tan and brown low 

shoes among some of the local stores 

carrying men’s footwear has been 
experienced this past week. One mer- 
chant carrying men’s shoes exclusively 
is still waiting for the larger part of 
his Spring stock of tan and brown foot- 
wear, it having been delayed in transit. 

Others of the local merchants went to 

the expense of having their shoes 

shipped by express and in some in- 
stances the parcels post was used. 


DAYLIGHT SAVING PASSES 


Cincinnati’s Time Now Same as 
Other Ohio Cities 

As a result of the untiring efforts of 

the Citizens’ More Daylight Com- 

mittee, on which the local retail shoe 

trade was represerited by Harry Mc- 


Laughlin of the Potter Shoe Company, 
an ordinance providing one hour more 
daylight for Cincinnati during the 
Summer months was passed last Tues- 
day and went into effect on May 2. 
The committee used considerable paid 
publicity to convince Cincinnati’s citi 
zens of the advantages of the new 
ordinance; and in consideration of this 
fact the Retail Shoe Selling Group of 
the Chamber of Commerce voted at its 
last meeting to donate to the com- 
mittee $100 to go toward these ex- 
penses. Cincinnati now has the same 
time as Dayton, Columbus and Cleve- 
land. 


OUTING PLANS UNDER WAY 


Annual Event Discussed at Meeting 
of Shoe and Leather Club 


The meeting of the Shoe and Leather 
Club was held at the clubrooms last 
Saturday, May 1. It was reported 
that the club is operating on a very 
sound financial basis since the increased 
membership dues went into effect the 
first of the year. The steady growth of 
the organization in numbers was also 
emphasized. Plans for the annual out- 
ing of the shoe workers at Coney 
Island, which has always been given 
by the Shoe and Leather Club in past 
years, were made. The outing this 
year has been scheduled for June 12. 
The Entertainment Committee consists 
of: George H. Mugavin, chairman; 
Geo. A. Springmeier, Saul Berger, F. W. 
Green, Martin E. Egan, W. J. Meyer, 
N. I. Auer, A. A. Feltrup and J. W. 
Blakney. More than 1000 workers 


are expected to attend. 
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TAKES CHICAGO POSITION 


Harry R. Rogers to Be Manager of 
Charles A. Stevens & Bros.’ Shoe 
Department 


Harry R. Rogers, manager of the 
H. & S. Pogue shoe department for the 
past five years, will become manager of 
the new shoe department of Charles A. 
Stevens & Bros., Chicago. Mr. Rogers 
will leave the Pogue Company on May 
15; and on May 19 he expects to go 
East, at which time he will be in the 
market for his line of Fall and Winter 
footwear. Before coming to the H. & S. 
Pogue Company, five years ago, Mr. 
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HARRY R. ROGERS 


Who Has Resigned as Manager of the 

H. & S. Pogue Shoe Department to 

Become Manager of the Shoe Depart- 

ment of Charles A. Stevens & Bros., 
of Chicago 


Rogers was for five years manager of 
the shoe department of The Higbee 
Company, Cleveland. 


Studying Shoe Market Conditions 


John Duttenhofer, president of the 
Val Duttenhofer Son’s Company, and 
Stanley Duttenhofer, advertising mana- 
ger of the same company, returned this 
week from the East, where they spent 
a week stud ying conditions. 


F. X. Owens, president of the Manss- 
Owens Company, has spent the last 
two weeks in the office of his Southern 
representative, J. A. Call, at Ashville, 
N. C. 
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Will not rub off ! 


KEM WHITE—as the name implies—is a 
white that clings—DOES NOT RUB OFF. 
It cleans as well as whitens. Is easily and quickly 
applied. Dries quickly and evenly—giving a finish 
of beautiful velvety whiteness. It helps preserve 
shoes. Equally good for Buck, Nubuck, Suede, 
Canvas, and all white duck fabrics. Once tried 
Kling White will sell itself. The attractive package 
lends itself advantageously to display purposes. 


Early stocking-up is advised. 


UNITED SHOE MACHINERY 
CORP. : : BOSTON, MASS. 





BRANCHES 
Auburn, Me. iam City. N. Y. New Orleans 
Brockton Philadelphia 
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“QUALITY WITHOUT QUALIFICATION” 


WE ARE READY TO MAKE ANY STYLE IN OUR 
EXTENSIVE LINE FROM THESE LEATHERS 
AND AT THE PRICES QUOTED BELOW: 
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Brown Novilla Kid.. .... a i 
Wine Calf. . 

Black Novilla Kid.. 
Blk. Surpass Kid. . 


8.00 

. 8.00 

. 7.70 

. 7.00 
Mahogany Calf......... 7.50 ° 
Black Mat Calf. . . 7.00 
etusCem.......... a0 7.00 
Waukegan Calf. . . 6.60 
Brown — Kid... . 6.60 
Mahogany... 6.20 
Gun Metal. . .... 6.00 
Black Pony Kid.. . 6.00 
ee ee 5.70 
Go Siebel cs. 5.60 


HAVE YOU TAKEN AD- 
VANTAGE OF OUR 
OFFER TO MAKE A 
TRIAL ORDER OF 
SHOES UP FOR YOU 
FROM ANY OF THE 
LEATHERS AND ON 
ANY OF THE LASTS 
SHOWN ABOVE? 





Nearly 100% of Our Orders Call for 


a 








Goodyear Wing Foot Heels 


Pennington-Crowell Shoe Co. 


Manufacturers 


Manchester, New Hampshire 





No. 
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TOO MUCH 


CANNOT BE SAID in favor of OUR NEW POLO LAST, 
especially adapted to meet the 
demand for LOW HEEL WALKING BOOTS. 


SUPREME in its FANCY BROGUE EFFECTS, 
it depicts NEW CHARACTER FEATURES 
that make it also VERY STRIKING 
when used in PLAIN CUSTOM STYLES. 


ITS FULL TREAD MEASUREMENT renders to the 
wearer a PECULIAR COMFORT, that is 
NOTED when the shoe is FIRST TRIED ON. 


WE ARE} SHOWING this LAST in ALL THE SALABLE 
LEATHERS, at COMPELLING PRICES, in 





MANCHESTER, N. H. 


May 8, 1920 
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Boston 


THE RETAIL TRADE 


Trying Conditions—Wide Price 
Range—Need of Cool Heads 


As one retail shoe merchant puts it— 
“These are the most trying times I 
have ever witnessed in my long ex- 
perience in the retail shoe business. I 
do not see,” said this merchant, “how 
they could have been as bad during the 
days following the Civil War. There is 
surely a need for a steady hand at the 
helm—we must not lose our heads when 
we see other retail stores cut prices. 
This cutting may indicate that retail 
merchants are very heavily stocked.” 

Surely there has never been such a 
wide price range—the most of the prices 
being from $5 to $15. The weather 
had a bad effect during the first of the 
week, the trade in most of the stores 
being confined to business people or 
those who are obliged to come into the 
city. People are studying prices— 
they are shopping. There seems to be 
no shortage of money, but the news- 
papers and general agitation have 
caused folks to ask as to prices and to 
compare the prices of different stores. 
A strong tendency has been noted to 
display prices in windows, especially by 
those stores who refrained from this 
method in past years. Wednesday, 
last, the sun shone and trade was good. 
The majority opinion of the retail shoe 
merchants of the city is that good 
weather is all that is needed to make 
buying active. 


THE WHOLESALE TRADE 


Bad Weather Makes for Quiet 
Conditions 


_ Leading wholesalers report that condi- 
tions are rather quiet just at the present 
time, chiefly on account of the bad 
weather. Prices will be maintained 
for Fall. Indications are that shoes 
are more plentiful in the market, 
mainly due to poor transportation 
conditions early in the season. A 
man prominent in the wholesale trade 
reports that it would seem to him that 
many-retail shoe merchants are heavily 
stocked. He believes that the retail 
trade in general today is selling shoes 
at a much smaller margin of profit than 
heretofore, trying to sell more pairs. 
“‘Our trade,”’ he said, “are forgetting the 
percentage end of it and are telling us 
they wish to make $1 or $1.50 on a 
pair of shoes rather than figuring the 
customary 30 per cent to 40 per cent 
gross profit.’” Medium-priced shoes are 
selling the best. One wholesale mer- 
chant gives his popular prices for both 
men’s and women’s at from $7.50 to 


$10. As to colors in men’s and women’s, 
he reports the medium tan shade as 
popular, with, of course, the ever-in- 
demand black shoe. In women’s 
styles, more low heels are sold than 
Louis. 


AT T. E. MOSELEY’S 


J. H. Woodbury Scores Adverse 
Newspaper Propaganda 


At the store of T. E. Moseley Com- 
pany, J. H. Woodbury, manager of the 
men’s shoe department, reported that 
the weather and newspaper propa- 
ganda about prices have hit the shoe 
trade badly. People are today out 
“‘shopping,”’ said Mr. Woodbury. Our 
popular price seller is $16 or $17 in men’s 
shoes and about the same in a woman’s 
shoe. 

We have sent out 5,000 copies of 
the little pamphlet, ‘““Why Shoes Cost 
More Money,’’ endorsed by General 
Sherburne and prepared by the Massa- 
chusetts Retail Shoe Merchants’ As- 
sociation. Our trade seems to under- 
stand the reason for the high cost of 
shoes and we do not have any trouble 
with our prices. I believe that all the 
retail shoe merchants of Boston are 
selling as closely as they should. I 


believe that the good weather will © 


stimulate business. Labor conditions 
are certainly annoying. I believe that 
higher prices will depend entirely upon 
labor. Labor is not nearly so efficient 
as in the old days—a shoe would then 
be perfect as to workmanship, but in 
these days it is very often the case that 
we are obliged to return shoes in order 
to secure correct workmanship. If 
labor demands more money and the 
manufacturers are obliged to raise the 
price of shoes still further, it will be 
very bad, because $20 is about as high 
as people wish to go today for footwear 
—many are refusing to pay this price. 


—_— - 


AT FILENE’S 


Attractive Window Features Baby 
Shoes with Infants’ Apparel 


At the store of William Filene’s Sons 
Company, an attractive window of 
baby shoes and other wearing apparel 
emphasized the fact that this was Baby 
Week. Many soft-soled shoes were 
displayed. Barefoot sandals in tan 
Russia calf proved an_ attractive 
feature. 


AT WALK-OVER SHOP 


John Goebel Endorses Plan of News- 
paper Fair Treatment 


John W. Goebel, manager of the 
men’s shoe department of the Walk- 
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Over Shop, says that business is fine. 
He spoke of the popularity of tan 
oxfords and of their sale despite the bad 
weather. He said, however, that women’s 
oxfords were moving a little more 
rapidly, but that he thought that the 
men would catch up with the women 
just as soon as the sun began to shine 
for two or three days in succession. 
Mr. Goebel said that French ties were 
selling well and that they were pushing 
them, as he felt that two months from 
today the call would be over. 

“I think that the McNary Bill 
advocating the stamping of the manu- © 
facturer’s price on the soles of shoes is 
unreasonable,” said Mr. Goebel. ‘Why 
pick on shoes—why not stamp the 
manufacturer’s price on all other 
articles of apparel. The McNary Bill 
and all the pernicious newspaper prop- 
aganda is harmful to the shoe business. 
It only stirs up an uncomfortable feeling 
in the minds of the public. We know 
that the statement made in a Boston 
paper to the effect that ‘the best men’s 
shoe should be purchased for not over 
$12,’ is an impossibility, particularly 
in men’s styles. 

“I believe thoroughly in the plan as 
outlined by John Fischer in last week’s 
issue of the ‘Recorder’—that a group 
of retail merchants should get together 
and sign a statement to these news- 
papers that unless they will promise to 
refrain from publishing propaganda of 
that kind, they will withdraw their ads. 
I understand that the Retail Board of 
the Chamber of Commerce is taking up 
this movement and that the outcome 
will be something which will be a 
substantial help in eliminating this kind 
of adverse publicity.” 


I. H. Howe Interviewed 


Mr. Howe was asked in regard to his 
opinion of the 20 per cent reduction 
in price inaugurated by Wanamaker’s 
store. Mr. Howe felt that this was an 
unwise move, provided prices were 
right in the beginning. “It is better,” 
said Mr. Howe, ‘‘to mark an article 
right at first than to mark it high and 
then advertise a 20 per cent reduction. 
We have tried all along in the Walk- 
Over Shops to give the public the 
benefit of the very lowest prices—we 
take close profits in the beginning; we 
are going to go ahead, without price 
cutting, keep cool heads and do the 
best we can. If Wanamaker has cut 
the price on his merchandise out of 
the goodness of his heart, I am afraid 
that his intentions will be misunder- 
stood by the public. Twenty per cent 
is altogether too large a reduction. It 
is only furnishing food for a great many 
people who today: are looking for the 

(Continued on page 151) 












































































































































— remarkable growth of our establishment, 
through 61 years of operation in the interests of 


the shoe trade, has been due to our established stand- 
ards of value-giving and unusual service. 


From a small beginning in 1859, we have steadily 
risen by sheer force of performance to one of the larg- 
est distributors of footwear in Chicago; serving many 
thousands of merchants in all parts of the United 


States. 


Good business ethics, upright dealing, liberal treat- 
ment, all combined with dependable merchandise have 


R.P Smith 


Established 1859 
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been responsible for the tremendous progress of R. P. 
Smith & Sons Co. 


The R. P. Smith & Sons Co. line includes all kinds 
of shoes for men, boys and youths, women’s, misses’ 
and children’s comfort shoes, dress shoes, work shoes; 
novelty shoes, infants’ soft soles, shoe store acces- 
sories. In fact, a merchant can confine his entire pur- 
chases to the shoes represented in the R. P. Smith 
& Sons Co. line and be equipped to satisfy the re- 
quirements of all his customers. 


| Nowadays, in times when shoe dealers are exer- 
cising their keenest buying judgments in the purchase 
of merchandise, it will pay to deal with a house that 
has an established reputation for reliability and in- 


tegrity. 


© Sons Co. 


Chicago 
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IF IT’S MARY 
JANES: 


That’s Us! 


FOR JOBBERS ONLY 
AT PRICES THAT ARE BED-ROCK 
SIZES 2-5 (No Heel) 
4-8 (With}Heel) 
5-8 (WithjHeel) 
WIRE OR WRITE FOR SAMPLES OR SAMPLE CASES 
“‘The Price Is Right’’ 


. P. & R. Shoe Co. 


Haverhill 





May 8, 1920 








BROCKTON, 


Mr. Retailer! 


A type of oxford that insures quick turnover. And 
isn’t that vitally important? 
6034 $7.00 
Calfskin ox, rubber heel, branded. 
6002 6.25 
Mahogany side, rubber heel, branded.- 
045 5.25 


Mahogany side, rubber heel, unbranded. 


ACT NOW! 
Made and Distributed by 


A. Freedman & Sons 


182 Lincoln St., Boston, Mass. 
Detroit . _ Brockton 




















Mr. Merchant! 


here’s a real value in 
Men’s High Grade 
Shoes. 


IN STOCK 
PRICE $10.00 


Ready to Ship 


No. 4 Color Russia Calf, 
Goodyear Welt, Bal., Semi- 
English Toe. A perfect fit- 
ter. Allleather throughout. 
No. 1 sole leather (no sec- 
onds). Leather boxes, 
counters and heels. Strict- 
ly fine shoemaking. 


STOCK NO. 955 
Made over our popular “Marne” last. AA-A, 


6 to 10; B, 6-10; C and D, 6-11. Order by mail or 
wire. Shipments same day order received. 





FREDERICK S. PECK 
WORCESTER, MASS. 


Boston Salesroom: 207 Essex Street 





FOREIGN BUSINESS 


Your overseas customer prefers to do business his way. 
If he does not read English, he should be written to in 
his own language. Make if easy for him to understand 


your message. 


Our business is to translate English into French, and 
vice versa. Not only letters, but catalogs, brochures, 
pamphlets, etc. 


Write the Editor, The Export Recorder, 207 South St., 
Boston, for his opinion of our work. 


D’AVESNE TRANSLATION BUREAU 
755 ‘Boylston Street Boston, Mass. 














Trade-marks in Foreign 
Countries 


Do Realize the Importance of Protecting your Foreign 
Trade in Cuba, BMeulen, the Hout Amasizan Counties and 
also in Europe, Asia and Africa? 

Certain Foreign Countries award exclusive trade-mark rights 
in a trade name or mark to the first a, Roespanteve of 
use by another. piracy valuable 


‘intains a Patent and Trade- 
d to handle 
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26,000,000 Korxole Innersoles 
Built Into Shoes During 1919 
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Last year more than 13,000,000 pairs of Korxole 
innersoles were built into shoes by various fac- 
tories. Not one pair has been returned because 
of unsatisfactory service. 


Could you ask for any stronger evidence of the 
quality of Korxole? 


Korxole innersoles built into 13,000,000 pairs of 
shoes—think of it! Twenty-six million Korxole 
innersoles — always smooth and comfortable 
underfoot, pliant, waterproof and wear-resisting. 
And every one gave perfect satisfaction. 


Let us send you a list of manufacturers who make 
Korxole shoes so that you can place a small order 
just to try out. 


Armstrong Cork Co., 132 23rd St., Pittsburgh, Pa. 
One in every twenty- Branches in the Principal Cities 
five shoes made today 
contains a Korxole 
innersole. 





‘“‘The Flexible Cork Innersole That’s 
Built Into Shoes.’’ 
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She Will Want Brogues—With 
(suaranteed Neodlin Soles 





What Fifth Avenue and Michigan Boulevard introduced last 
Winter—serviceable oxfords, smartly patterned in brogue, and 
worn with woolen hose—will be all the vogue on Main Street 


in the Fall. 


Their appeal is already made—the most sensible alliance of 
style and wear ever seen in a woman’s walking shoe—and we 
do not know of a better service we can do you than to suggest 
that you stock up now with women’s brogues on guaranteed 
Nedlin Soles. 


This staunch, good-looking shoe is obtainable now from the 
lines of representative manufacturers who are offering more 
than 500 styles of fairly priced shoes made with Nedlin Soles— 
comfortable, long-wearing, waterproof, Goodyear guaranteed. 


Your window invitingly trimmed with women’s brogues that 
are ideally equipped with Goodyear Cuban Wingfoot Heels 
and Goodyear Guaranteed Nedlin Soles will proclaim your 
ability to meet this certain demand of fashion. 


THe GoopyveaR Tire & RuBBER COMPANY 
Offices Throughout the World 


Goodyear Wingfoot Heels are the guaranteed walking mates of guaranteed 
Nedlin Soles. They’re so good that more than eighty per cent of all 
shoes made in this country with branded heels are fitted with them. 


Soles 


as COMFORTABLE 
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Have you ever tried this method 
of making permanent customers 
out of one-time buyers? 
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Here is the way to add them to 


your permanent list 


ONSIDER the many hundreds of 
C people in your town who buy shoes. 
What percentage of them come to 
your store? How many of those who come 
to you are permanent customers? How 
many are just one-time buyers who go from 
you to Brown, and the next time to Jones? 
Perhaps you have built up a profitable 
business in many lines of shoes by force of 
perseverance and by giving honest values. 
But so have Brown and Jones. You each 
have a certain number of permanent 
customers. 


But what about the large number of one- 
time buyers—why do you seem unable to 
hold them? If you could bind them to you, 
your store would cease to be simply another 
shoe store. Add your last year’s occasional 
buyers to your permanent list and your 
store would jump into the lead. 


How to make your store the shoe store 


Here is how one man did it—and he is but one of 
~ many who have successfully followed this plan. 


A few years ago Harry R. Bahlman, in Battle Creek, 
was making a fair success.in the retail shoe business, 
carrying carefully chosen odds and ends, bought 
and sold on price. He progressed—just as his 
competitors progressed—by hard work and through 
his ability as a shoe man. 


But he wanted to do more than that. He faced the 
problem of getting new customers—and holding 
them. He took the step that made his store more 
than a “‘shoe”’ store, 


815 Dandridge Street 


The Krohn-Fechheimer Co. 


He quit buying from a dozen different sources— 
and concentrated, in his men’s department, on a 
well-known shoe for men. In his women’s de- 
partment he featured the Red Cross Shoe. 


His store quickly leaped to the front. In his 
women’s department, particularly, he has reaped 
very fine profits—due to the rapid turnover that 
always follows concentration on a fast-selling line. 


Women want known values 


A surprising number of retail shoe store successes 
have been among Red Cross Shoe Accredited 
Agencies. Women go where they can get a known 
value—and pass by the store that carries a dozen 
different lines of unknown “shoes”. 


They buy the Red Cross Shoe—pre-eminently the 
known shoe among women. 


They know it as the result of years of strong ad- 
vertising. They buy it for its distinctive combina- 
tion of comfort with wide style and price range, 
because they can find just what they want in the 
Red Cross Shoe. It has thus become ““The Most 
Salable Shoe in America.” 


The Red Cross Shoe will simplify your buying, 
eliminate duplicate styles which slow up your 
selling, do away with your season-end sales of 
broken lines, and increase the volume of your 
business. 


Concentrated buying—and the Red Cross Shoe. 
This is the secret of making your store a distinctive 
store—the secret of changing your one-time buyers 
into permanent customers; of making yours the 
shoe store of your community. 


Let us prove to you the truth of these facts. One 
of our representatives is near you now. Write or 
wire for an interview. It carries no obligation. 


- Cincinnati, Ohio 
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Gave retailers have long been 
seeking a comprehensive line 
of footwear that will lead them 
to plus business. The United 
States Rubber Company has 
long been working toward that 
goal with Keds. 


TODAY we believe that goal 
has been reached. There is 
scarcely any demand for work, 
sport, dress, or street wear that 
Keds cannot satisfy.. 
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Rubber ~<a 


The Market Situation - Prices and 
Style Information - Trade Notes 
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Mills Have Large Business 


Heavy Orders for Virtually All Kinds of Storm Rub- 
ber Footwear and Athletic Lines—Plantation 
Rubber More Active the Past Week 


There is virtually no change in the 
rubber footwear situation. Factories 
are very busy filling orders, and it is 
safe to say that the large manufacturers 
have more orders on hand for all kinds 
of rubber footwear than they have ever 
had before. 

There never has been a time when 
retailers’ and wholesalers’ stocks were 
so depleted, and the mills will be 
obliged to run as full as capacity per- 
mits for many months to restock dis- 
tributors on all kinds of storm rubber 
footwear. In addition to this there is a 
big demand for heavier and better con- 
structed goods for mechanical lines and 
out-of-door labor pursuits. There have 
been many improvements introduced 
into the construction of goods for labor- 
ing men where much wear and strain 
comes. 

The help problem continues to aggra- 
vate the situation, for in spite of the 
large wages paid, it is difficult to pro- 
cure a sufficient supply of skilled or 
unskilled help, especially of women and 
girls. While the factory conditions 
have been made as agreeable as possible 
by the large producers, there is a strong 
tendency to get away from mill work. 
The average wages are about $18 to 
$25 for female employes. Some of the 
skilled female help get considerably 
more. 

Tennis and Outing Lines 

The demand continues strong for 
tennis and outing lines and there is a 
much greater variety to select from than 
formerly. Much attention is _ being 
given to making very durable and stylish 
footwear for the various athletic activi- 
ties, and retail shoe merchants are begin- 
ning to find this a profitable end of the 
business. What is more, the demand for 


Government use and for all kinds of 


educational institutions bids fair to 
increase from season to season, so that 
the outlook in the rubber shoe field’ was 
never as promising as it is today. Prices 
are also within such reasonable scope 
that retail shoe merchants are not taking 
questionable risks in keeping this de- 
partment of their stores well sized. 


Crude Rubber 


There was a more active market the 
past week, and a better tone which was 
attributed to the rally in sterling ex- 
change. Buyers and sellers of planta- 
tion rubber are still somewhat apart in 
their views. There was some buying to 
replace mouldy rubber, of which recent 
arrivals were said to have contained a 
considerable proportion. At the end of 
the week, asking prices were 43%4c for 
spot; 4314c for May arrival; 4334c for 
June: 44c for July; 44%c for August; 
45c for September; 4514c for July— 
December; 4534c for October-Decem- 
ber; 46%c for January-March; 4634c 
for January-June. There is no change 
in Paras and Centrals, which continue 
dull and nominal. 


First latex pale crepe......... 1334 @— 
Sioked wieete ::.2.......... 13 4@— 
DFO WR CRODG 66.056 o se cscs 414@— 
Up-river fine para........... 40144 @41 
Up-river coarse..............30 @— 
Island coarse................21 @— 
Caucho ball upper...........314%@— 
Caucho ball lower........... 274%@— 
| EEE Pea ee 
Centrals and Mexicans....... 30 @32 
Guayule (20% moisture).....25 @27 


Scrap Rubber 
The market has continued dull and 
featureless. While prices are quoted 
nominal, it is believed that concessions 
would be made to develop business. 
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74@7% 


Arctics, trimmed............ 6 @6% 
Arctics, untrimmed..........5 @— 


Boots and shoes............. 


Rubber Trade Notes 


It is announced that employes of the 
Boston Rubber Shoe Company are all 
to have a vacation. This has been 
decided on by the officials of the con- 
cern which operates large factories in 
Malden and Melrose. The 3,500 em- 


ployes will be allowed a full week’s 


vacation with pay, and the first relay 
of workers will start away the first week 
in August. 
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FRED WOODRUFF 
Knoxville, Iowa, Merchant Who Is a 
Candidate for the State Railroad Com- 

missionership 


New Shoe Stores 
Carl Anderson, 28 Manchester Street, 
Manchester, N. H. 


Patenaude Bootery (Jos. A. Paten- 
aude, proprietor), Webster, Mass. 
















| ARISTO-| 
ap, ACY Full Grain 


N Glazed Horse 
Salelc dom IN BLACKS 


; c IN COLORS 





Strong as Horse 
—Soft as Kid 





Demand the ORIGINAL GLAZED HORSE 
ARISTO KID from your shoe manufacturer 














Manufactured solely by 


B. D. EISENDRATH TANNING CO. 


Chicago Tannery Boston 
130 N. Wells St RACINE, WISCONSIN 195 South St. 
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Some Improvement Noted 


Lower Price Leather Prevails as Against Last Season 
—Export Shipments Keep Up on Old Contracts— 
Sole Leather Firmer Than Upper 


Tanners and leather dealers report 
domestic trade inactive, but with sales 
larger in the aggregate. The aggregate 
demand for upper leather is larger than 
it would seem to be from the pessimistic 
talk which is heard. Prices are on a 
generally lower scale than in the early 
part of the year, but there has been 
nothing like a normal amount of trad- 
ing, even at the lower prices prevailing. 
Trading is better, however, than ten 
days ago. 

The exports of leather on old con- 
tracts continue to take a considerable 
amount out of the market, and a better 
export business is looked for as soon as 
the exchange situation is righted. It is 
believed that lower prices in this 
country will help toward equalizing 
exchange. 

Considerable difference is noted in 
the prices of calf and side leather as 
against last season, and this should 
enable manufacturers to scale down 
their prices to meet the public demand 
for lower-priced footwear. The hide 
and skin market is now nearly approxi- 
mating the prices of a year ago. Raw 
calfskins are on virtually the same 
basis, 40c to 60c a pound, as against 
47 4c to 57 4c a pound a year ago. 

The advance in calfskins and other 
domestic skins usually comes in the 
Spring and Summer, but the opinion is 
expressed that the raw stock market 
will not approach anything like the 
heighth of last year, and some go so far 
as to state that it may not reach a 
higher level than at present. The de- 
layed purchasing of shoes on the part of 
many retailers, together with the 


crippled transportation facilities, has 
had much to do with depressing the 
market. 


UPPER LEATHER SITUATION 
Calfskin Leather 


The extreme prices of a few months 
ago, ranging from $1.25 to $1.50 a foot, 
seem to have disappeared, and the 
range of selling prices which are most 
quoted now are from $1.00 to $1.25 a 
foot, according to color, tannage, qual- 
ity and weight. The lower grades of 
blacks are quoted as low as 85c to 95c 
and some even at 75c to 85c. There are 
considerable quantities of the poorer 
selections on hand. Ooze calf and the 
finest suede leathers are quoted as high 
as $1.35 per foot for the top grades, with 
medium and lower grades from $1.25 
down. The wide difference between 
calf and glazed kid would indicate that 
more of the lightweight calfskins will 
be used up. 


Side Leathers 


There is a fairly active demand for 
side leathers of the various tannages and 
finishes. Colors are quoted all the way 
from 50c to 85c a foot, and black and 
combination tannages are quoted at 
around 50c to 70c, according to quality, 
tannage and selection. Boarded col- 
ored sides for brogue footwear are in 
fair call and bring all the way from 60 
to 90 cents according to quality. The 
demand for medium-priced shoes keeps 
the side leather market in a fairly active 
condition. Elk leather is bringing 50c 
per foot for No. 1, with some selling as 
high as 55c, and the cheaper grades as 
low as 40c. The demand for unlined 
footwear in the farming sections of the 
country insures a good call for elk. 


Patent Leather 


The domestic demand has been quiet 
of late, but those tanners enjoying an 
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* export trade are still. shipping abroad 


on old contracts and on new contracts, 
especially to Latin-American countries. 
The top grades still bring about $1.00 
for colored patent, but the average 
range for patent sides is 90c to 95c for 
No. 1; 80c to 85c for No. 2; those 
making Nos. 3 and 4 grades quote 70c to 
80c for the latter. There are some 
cheap grades offered as low as 50c to 
60c. per foot. 


Glazed Kid 


Kid tanners are finding new business 
less easy than formerly. A year ago 
buyers were unable to secure the leather 
fast enough,, but today it is a buyer’s 
market. It is said that users of kid 
leather, fearing a shortage, bought 
ahead to a considerable extent, and are 
well supplied. While prices are easy, 
they are still very high as compared with 
calf and side leather. Top grades of 
colors are still quoted at $1.45 to $1.50, 
and some producers ask $1.55 per foot 
for choice colors. Very good selections 
are quoted at $1.30 to $1.40 per foot, 
and the cheaper varieties of tannages 
range all the way down to $1.00 and 
below, according to the quality desired. 

There is a wider range in prices of 
goat leather than in any other kind. It 
depends entirely upon the kind of shoe 
desired to build. Some of the cheapest 
selections range from 30c to 60c per foot 
and culls and poor leather down as low 
as 18c to 30c. 

The sole leather situation is com- 
paratively unchanged. Business is 
rather slow, except in oak sole. Prices 
are some off from early in the year, but 
a little stronger than a year ago at this 
time. 


Dunlap’s Shoe Store 


In the ‘‘Boot and Shoe Recorder”’ of 
April 3 it was stated that Jack Wein- 
berg of Atlanta had opened a new store 
to be known as the Dunlap Shoe Store. 
We are in receipt of a letter from Sol 
Levin, one of the owners of Dunlap’s 
Shoe Store, stating that the owners of 
Dunlap’s Shoe Store are Sol Levin, 
Jack H. Weinberg and Ike Nerenbaun. 
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No. X324 


Look These Over Carefully 


Here Are Sure To Be Some Styles 
That You Can Turn At A Profit. 


Stock No. X309—White Calf Theo Tie, 2-4 inch Full Louis Heel, “Columbia” Last. Price............ $8.75 
Stock No. X324—Patent Leather Opera Tie, 2-34 inch Full Louis Heel. Price.................. 2.2... $6.00 
I i led beatae selec ecb snes eter epeed $6.00 
Stock No. X329—Same in Peters’ White Reignskin. Price........... 2.2.0.0. 06 cee eee 5.75 
Stock No. X325—Patent Leather Opera Button, 2-14 inch Full Louis Heel. Price..................... 6.00 
ed Lie nad hn dn wk adindu deebeas-oseutrersacessesavacs 6.00 
Stock No. X330—Same in Peters’ White Reignskin. Price............. 0.0... 0.0. c cece eee ene e eens 5.75 
Stock No. X292—Black Satin Side Seam Opera, 2-4 inch Full Louis Heel. Price...................... 6.00 
Stock No. X311—Same in White Satin only with 3-% inch vamp. Price....................000000 008 6.25 
Stock No. X316—Same in Gold Cloth with 3-% inch Vamp. Price..................000e eee eeceeeeee 8. 

Stock No. X318—Same in Silver Cloth with 3-44 inch Vamp. Price.................. 02020 seeeseeeee 8.00 
Stock No. X294—Patent Leather Two Eyelet Sailor, 2-14 inch Full Louis Heel. CLOSEOUT PRICE. 6.50 
Stock No. X295—Same in Dull Calf. CLOSEOUT PRICE....... 2... 2... cee ee eens 6.50 
Stock No. X297—Peters’ White Reignskin Opera, 2-*¢ inch Full Louis Heel. Price.................... 5.75 
ee ret Sins dedadsenbdesenssecencheseee 6.25 
Stock No. X251—Same in Patent Leather. CLOSEOUT PRICE. ................. 00 cece cecceeeee 5.50 
Stock No. X252—Same in Dull Calf. CLOSEOUT PRICE .......... 2.0... tenees ts 

Stock No. X300—Dull Calf Opera, 1-% inch Pedestrian Heel. CLOSEOUT PRICE.................... 6. 

Stock No. X301—Same in Patent Leather. CLOSEOUT PRICE. ............... . cece cece cece eens \. 
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No. X300 No. X294 


Nathan D. Dodge Shoe Co. 
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FOR ALL OCCASIONS 


IN STOCK 


BABY LOUIS 


When you want shoes with Baby Louis Heels, come to headquarters and buy them ° 
in the Correct Dodge which is famous for real grace and beauty in the Baby Louis. 


Write for Our Flier of Stock Goods—Just off the Press. 


Stock No. X331—Patent Leathe. Stock No. X317—Patent Leather Stock No. X328—Same in Gotts- 
Olive, 1-% inch Baby Louis Hee | Theo Button, 1-% inch Baby Louis chalk White Calf. Ready to ship 
Price. Ready June 1 $6.75 Heel. Ready to ship May <4 May 1S. Price....:.5...600 $8.15 


SES eRe eh CL RO $6.75 
Stock No. X287—Patent Leather Stock No. X319—Same in Dull oo a ag ny 7 is waite 
Opera, 1-4 inch Baby Louis Heel. Calf. | Ready to ship May 15. Baby LouisHeel. Price 
CLOSEOUT PRICE $5.50 RNID vis sosi.0:0 d.carsae secs. 

Stock No. X320—Same in Black Stock No. X290—Patent Leather 
Stock No. X298—Same in Peters’ Satin. Ready to ship May 15. Plaza, 1-% inch Baby Louis Heel. 
White Reignskin. Price... . . .$5.75 ee ee ree a eee $6.25 CLOSEOUT PRICE $5.50 


Ready to Ship 
May 15 


Nathan D. Dodge Shoe Co. 
Newburyport, Mass. 


J.P. Murphy oseph Shaw | M. C. Oberdorfer Solly Schweitzer 
New York hiladelphia Chicago San Francisco 
183 Essex St. 851 Marbridge Bldg. 600 Denckla Bidg. 20 W. Jackson Bivd. 417 Pacific Bldg. 
Great Northern Bldg. 
Heer Wheeler Shoe Co. H. W. Drake J. Rosenthal & Co. Bert Grosskurth 
lontgomery, Ala. Kansas an, Mo. La Cam a Bidg. Fred Fuhrman 163 Yonge St. 
537 Ridge Bldg Rizal Ave., Manilla, P. I. Mexico Room 7, Toronto, P. O. 
da 


All goods sold F.O. B. Newburyport, terms, net 30 days. Single pairs, 25 cents a pair extra. or 


Prices and Deliveries Not Guaranteed 
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Stylish Spats 


To enhance beauty-of-ankle and daintily tone up the entire attire is 
the mission of all worth-while spats. W.G.S.Spats achieve this con- 
dition wonderfully—with the added happy combination of honorable 


value at just prices. 


Maintain your position as the dealer-par-excellence by stocking these 
leaders of spatdom. 





WILLIAM GREILICH & SONS 


Factory and Sales Offices, Brooklyn, N. Y. 
N. Y. Office and Show Room, Marbridge Bldg., 47 W. 34th St. 
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this red-hot snapper: 


CAN I.” 


Toot Not Too Much 
The Guy May Live Who Can Sell More Shoes in 12 Months 


Brag not in tones too loud, gentlemen of the gripsack. There may be a guy who can sell more shoes. 
Even that familiar saying, “Toot your own trumpet, for nobody else will toot it for you,”’ hasits exceptions. 
In proof thereof is this new story of the road. 

There came to the sales manager an application for a position as traveling salesman. It wound up with 


“THE GUY DOESN’T WEAR HAIR THAT CAN GO OUT AND SELL MORE OF YOUR SHOES THAN 
Sensing the humor of the situation, for the salesman in that particular territory is perfectly bald, the 


sales manager wired back to the applicant these eight short words: 
“NO CHANCE. OUR GUY DOESN’T WEAR HAIR.” 








PRICES OF SHOES 


Pithy Paragraphs from Indiana 
Shoe Travelers’ Bulletin 


“The one big question today—when 
are shoes coming down in price? Every 
fellow has an answer of some sort, and 
no doubt they are all logical and sincere 
in their answers. It is our belief that 
shoes will be cheaper when Labor is 
satisfied with the wages it is getting, 
the merchants as a unit refuse to buy, 
and Uncle Sam relieves the tax situa- 
tion to some extent. Did you know 
that for a shoe costing in the neighbor- 
hood of twelve to thirteen dollars, 
Uncle Sam gets something over three 
dollars? This would make quite a 
difference in the retail price. 


Regarding Styles 


“One man’s guess is just as good as 
the other fellow’s when it comes to 
picking out future styles. The fellow 
that guesses right is a live wire and a 
smart fellow, the one that guesses wrong 
is a boob and a fool and should have 
known better. Who knows at this time 
which is which? There are merchants 
who have bought more shoes for next 
Fall delivery than ever before and were 
through buying April 1. There is a 
majority of merchants that have 
bought very little, some less than a 


thousand dollars’ worth; they contem- 
plate buying some time in June. It 
might be of great assistance and very 
profitable for each salesman to keep 
tab on the late buyers and see them in 
June. The merchant is playing ‘hunches,’ 
so when you get a ‘hunch’ to do a thing, 
do it. 

“Shoes may be some cheaper in 
some ‘In-Stock Propositions,’ such as 
novelties, etc., but to make them up on 
order you will find them pretty much 
the same throughout the year.” 


Fred Lantz Improving 


Fred Lantz of Pendleton, Ind., who 
has been ill for some time, is now in 
Phoenix, Ariz., and is improving nicely. 
E. J. Moore is looking after his interests 
and is placing orders for Fall. 


A. F. CAMPBELL JOINS 


Thompson Bros., Brockton, Sales 
Force, Travels With Frank Quigley 


A. F. Campbell, has started his season 
with the Thompson shoe in his sample 
cases and he’s eager to meet and present 
his credentials for business to the mer- 
chants of New York State and Penn- 
sylvania. He is traveling with Frank 
Quigley, who is well known in this terri- 
tory as representative of Thompson 
Bros. Shoe Company of Brockton. 





Mr. Campbell is a man of considerable 
experience, gained largely through asso- 
ciation with the shoe trade of Western 
Canada and Montreal. 


WITH CHILDREN’S SHOES 


Hunting Selling Slipper City Shoe 
Company Line 

One of the Haverhill houses which is 
making a specialty of children’s shoes 
is the Slipper City Shoe Company, 
whose factory is on Granite Street, 
where they occupy the building in which 
they are located. C. Frank Hunting, 
who represents the concern, is calling on 
the trade with samples of the 1921 line. 


FROM ROAD TO STORE 


H. C. Strantz Now Manager of 
Serve-Self Store, Lafayette 

H. C. Strantz, of Lafayette, Ind., has 
resigned as traveling salesman for the 
R. P. Smith Shoe Company and has 
accepted a position as manager of the 
new serve-self shoe store that has been 
opened in that city. 


W.P. Brennan Recovering 
The many friends of W. P. Brennan, 
one of the most popular salesmen for 
the firm of Richards & Brennan Com- 
pany, Randolph, Mass., will be pleased 
to know that he is recovering from a 
very severe illness. 
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Showing Vulco-Unit Box Toe Material Coming 
From Saturating Machines. 


If you want to know whether the shoe will retain its 
style and the toe will preserve its shape, find out what 
kind of a box toe the manufacturer used. If itis a genu- 
ine Vulco-Unit Box Toe, perspiration or hard wear will 
not affect it in the least. 


Apparatus, Process and Products Patented 
SOLD ONLY BY 


BECKWITH MANUFACTURING CO. 
108 LINCOLN ST., BOSTON, MASS. 


AGENTS 
G. W. KIBBY & CO. OSCAR F. WRIGHT & CO. GEO. A. SPRINGMEIER 
Chicago, Il. St. Louis, Mo. Cincinnati, Ohio 
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SUPERIORITY 


One of Our 28 Styles 
In Stock Right Now 


No. 202X—Mah. 
Calf Lace Oxford, 
BAYONET Last, 
12-iron Edge, 
Wingfoot eel. 
AA to D Widths. 
INSTOCK 

$9.00 No. 201—Mah. Calf Long Vamp Bal., BAYONET 

Last, 13-iron Edge, Wingfoot Heel. AA to D 

Widths. INSTOCK........................99.50 
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IN STOCK NOW! 


Unbranded or Stamped 
MARION 


A QUARTER MILLION Dollar stock of ready- 
to-ship styles now in our racks for IMMEDI- 
ATE delivery! - 


They're NEW styles—the best selling staples and 
novelties; some Brogue and Semi-Brogue. 


Marion.Ind. 


WESTERN QUALTT X << LASTERN STYLE 
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NEW STYLES IN STOCK 
READY TO SHIP NOW 


All Styles Carried Unbranded and Branded 


B647—TREMONT LAST 
Price $9.25 


Brogue Oxford, Cherry Calf, Perf. and Pink. 
Wing Tip Vamp and Foxing, Perf. Eyelet 
Row and around Top, 12 Iron Single Sole, 1 
inch Broad Heel, Stitched Aloft. 
Code—Classic. Widths 0-1-2-3-4. 


B646—PREFERRED LAST 
Price $8.90 
Newark Oxford, Cherry Calf, Perforated 
Vamp, Imitation Wing Tip and Quarter, New 
French Last, Square Toe Effect, 1 inch Good- 
year Wingfoot Half Rubber Heel. 
Code—Crown. Widths 0—1-—2-3-4. 


Here are two Medium Weight Brogue Oxfords, especially designed to meet the present demands of the 


younger class of trade. These snappy styles will build business for you. Write up your order and 
mail it today. Sample pairs sent from stock, charges prepaid, on request. 


CHARLES A. EATON COMPANY 


“‘The Sterling Shoemakers of New England” 
ATLANTA—238 Peachtree Arcade 


BROCKTON, MASS. DETROIT—461 Book Building 


BOSTON—183 Essex Street 
NEW YORK—127 Duane Street 
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The Belle 


» An desihie Instep Sli per with 
either yet bead or an 
ornament: This modish + ub 
is sped in clliee ooze re 
and meets with full al om 
the denseinl be the instep model 


or ress wear 


MOORE- ATAFER’ 
“WHOE ° MFG °CO° 
BROCKPORT. N.Y. U4A. 


NEW YORK OFFICE: GO6 MARBRIDGE BLOG., BROADWAY AT 34% ST. 
JACK E. JESTER. MGR. 











BOOT AND SHOE RECORDER May 8, 1920 





THE “BARRYMORE” 


Women’s full Brogue pattern full 
wing tip oxford carrying one inch heel. 


The Hit of The Season 


You won’t be sorry if you order heavily on this shoe. 
It’s got ’em coming to dealers’ stores and will 
make good with you. Ready now. 


Stock No. 832. AA-D, 2 to 8 


Send for Summer stock style catalogue 


The PRESTON B. KEITH SHOE COMPANY 
BROCKTON (Campello Station), Mass. 
New York Office, 299 Broadway, Room 415 Boston Office, 207 Essex Street 











Trade-marks in Foreign 


Countries 


Do you Realize the Importance of Protecting 
your Foreign Trade in Cuba, Mexico, the South 
American Countries and also in Europe, Asia, 
and Africa? 


Certain Foreign Countries award exclusive 
trade-mark rights in a trade name or mark to the 
first applicant, irrespective of prior use by 
another. This allows the piracy of valuable 
trade-marks in such countries. 


CUT STEEL BUCKLES The Boot and Shoe Recorder maintains a 
moa derately priced and iat Se ee Patent and Trade-mark Department fully 
in oval sha ¢ — 
6068-—Thses sow fae cat pointe 2 7 1 Ye = mm per 4 pair eee Psd — 
6466—Four row fine cut points 234 x or Registration of Trade-mar oreign 
Three row fine cu ints with lar ae in PIMs x 2, $27.00 doz. 
oe pair ere eee ae - Countries, as well as in the United States. 
We also carry a large line of Beaded and Rhinestone Buckles. 


NPARPE no. 32 and M4 Address all Inquiries to Boot and Shoe Recorder 


an Patent and Trade-mark Department, 207 South 

St., Boston, Mass. 
The Novelty Corner , 

860 BROADWAY, NEW YORK 
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It Will Soon Be Out! 
Our Second Full Page Ad Will 


nr€ 
P < » Be In June 


- a = 9 June 1920 . 
Does He Know Feet il Everybody s 


Ask yourself that question 


before you entrust your teet to a WN 
salesman to have them fitted with 
shoes. Whether he knows /cet o 


not may be the point upon w 
your present-and future toot cx 

fort and efficiency will depend 
Just as it is possible for a stupid or 


ignorant clerk in a drug store to | Within only a week or two 
make serious mistakes which a ! | ee E 
iii now, millions of people will 


pharmacist would never make, 1 


is possible for an unscientific shoe ! be reading the big, full page 


fitter to cripple a foot and case 
seagate oF hye ga geal | advertisement of this Associa- 
re HV, | tion in Everybody’s Magazine 


and foot needs which is th 


equipment of all | * 
pa for June, as illustrated here- 
with. 








GRADUATE 


Every graduate Practipedist has made a thorouy 
study of the anatomy, debilities, maltor nm dis. 


Sah te mow mcbem and smn metods ot ca " | Millions of people, who have 
: a more or less trouble with their 


initials tend en oont a. : rhe | 
pend 00 Sele 6 tree Bay ang Bove o feet, will begin to look for the 
Cibich acktle Siktnieasd Ue samplasann ve “6 stores having Certificates of 
: - es Mi) Membership in this Associa- 


of his understanding of all principles in d, 
each has a diploma from the educanona institution Angra ci eee 4 4 h r 
which vouches for this knowledge en e pur | tion isp aye in t eir win ows 
Thousands of shoe dealers now have these p the 
DOES HE WEAR exchange of ex sand ; he purpose « | l to show that they have a 
Letti he Public K . . 
Po ory aA pa Graduate Practipedist to at- 


trained Practipedists in their store to give ee ae 
Free Examinations and Advice 

tend the foot wants of their 

customers. 


Are You 


PRACTIPEDISTS i! 
| a Member ? 


SUITE 607 - lO9 NO. DEARBORN ST 
CHICAGO 
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If you are a Graduate Practi- 
pedist you certainly should be. 


Get Your Certificate and Lapel Button 


Have one of these beautiful Certificates of Membership displayed in your window 

and one of the artistic I. A. P. lapel buttons or pins in your coat lapel or upon your 

dress at the time these millions are reading the big page ad pictured above. To 

When you see this ad in the magazine, be able to say to yourself that this The 
is your Association and that is your ad. If you are a Practipedist, and not already a member 08 
send the coupon for information without further delay. sated 
If you are not a Practipedist, but would like to be, write and tell us so. We will have some- of Practipedists, 
thing very interesting to say to you in connection with getting a free Home Study Course Suite 607, 109 N. Dear- 
in Practipedics from the American School of Practipedics. bern St., Chicago, IMnsis. 


Gentlemen: Please send me com- 
plete information concerning the In- 


International Association 7a onto Pri 
of Pra ctl pe dists pedist gains through membership therein. 
Suite 607, 109 N. Dearborn St., Chicago 
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STYLES SELLING IN 
MARTS OF MERCHANDISING 
THIS FALL AND WINTER 
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NUMBER .0438 


Black Cresco Calf Bal. 
Waterproofed Welt and Sole 
‘‘Traffic’’ Last 


FIFTH ST. and BROADWAY a os 
LOS ANGELES,CALIFORNIA {== Cor ient 


STREETS WHERE x 
MARSHALL SHOES Wine & Foor, 
ARE SHOWN HEEL 


CS. MARSHALL COMPANY 


BROCKTON,: - MASS. 














May 8, 1920 BOOT AND SHOE RECORDER 


Men’s 
House Slippers 
a) 


S the result of a somewhat curtailed 
production, we find that our 
making capacity in Men’s Slipper 

lines for the coming Season has already 
been oversold and we will not, therefore, 
be in position to accept any further 
“making orders” for delivery in 1920. 


No. 370 FAUST 


It has, however, been our custom to 
carry quite a complete line of Men’s 
House Slippers “In-Stock’’ and on a few 
of these lines we can accept further 
orders, either for “At Once’’ shipment or 
Fall Delivery. 


The styles referred to are as follows and 
may be found listed in our In-Stock 
Catalog No. 16, a copy of which will be 
mailed on request. 


No. 352 ROMEO 


ems 
STan pak 


. 319 Blk. Cabretta Brighton 

. 320 Tan Cabretta Brighton 

. 327 Blk. Cabretta Romeo 

. 328 Tan Cabretta Romeo 

. 329 Bik. Cabretta Everett 

- 330 Tan Cabretta Everett 

. 346 Brown Calf Opera 

. 357 Blk. Vici Everett 

.- 358 Tan Vici Everett 

. 352 Tan Vici Romeo 

- 370 Tan Vici Faust 

- 390 Tan Cabretta Everett 

. 325 Tan Cabretta Opera 

- 355 Tan Vici Everett 
(flexible Pac Sole) 


Sample Pairs On Request 


L. B. Evans’ Son Co. 


WAKEFIELD, MASS. No. 320 BRIGHTON 
Boston Office :: 110 Summer Street 


No. 330 EVERETT 


21 £2 99 DUD Bm G0 G0 G0 G0 ¢ 
SRARSSSSRR 
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PLACE YOUR ORDER WHITE PUMPS OF 
NOW. WE WILL GOOD GRADE ARE AL- 


SHIP WHEN WAYS IN GREAT 
WANTED eM S CEMAND FOR 
MEMORIAL 

® . DAY 




















EXCELLENT 
FITTING a GRADES 









No. 2005—PETERS REIGNSKIN PUMP, FULL LOUIS COVERED 
HEEL, AA TOC..... . ‘aensuch aie $5.00 


W.T.HOLMES COMPANY 


EXCLUSIVELY LADIES SHOES 
15 NO.FOURTH STREET - +: PHILADELPHIA 




























DO YOU KNOW THAT~ 


> bespreseeescaes OI “More than one-half of the people of the United States are VSIA, Kosa fe 
| riding in street cars made in Philadelphia.” 
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BOSTON 
(Concluded from page 125) 

spectacular. But, we must remember 
that Wanamaker’s proposition is a 
department store ene—the 20 per cent 
cut. of course applies to the shoe de- 
partment, but I feel that perhaps the 
shoe trade may be taking it too seriously 
and may be applying a dry goods pro- 
position to shoes. 

“T feel that if good weather would 
remain with us for a while we would 
find a great stimulus to business. The 
sunshine brings out the sale of fine 
shoes. I believe that people want nice 
shoes. We are selling women’s fine 
shoes in large numbers. 

““Men are economizing like the mis- 
chief, but the women are not. Men 
are having a lot of repair work, but re- 
pair work on a woman’s fine turn is not 
satisfactory. Besides, the men of 
America are very fond of their women 
folks and want them to have fine foot- 
wear and dress at all times in the latest 
modes. 

Selling Closely 

“‘We are having some little trouble 
«with prices, but there has been so much 
said in the papers about prices coming 
down that people really think that prices 
have come down. However, it is impos- 
sible for us to reduce our prices; we are 
selling very closely and giving our 
customers the benefit of any advan- 
tages we ourselves may be able to 
secure.” 


THAT WANAMAKER CUT 


W. G. Dennison Gives His Opinion 
—Deplores Pernicious Publicity 
W. G. Dennison, publicity manager 

of Rice & Hutchins, Inc., stated—‘“I 
think that Wanamaker’s 20 per cent 
reduction is a good thing for Wana- 
maker—he might possibly be over- 
stocked. 

“Every time an article goes in the 
paper saying a profit of 40 to 50 per 
cent is taken by the merchant, it hurts 
the retail business terribly, because the 
consumer does not know the elements 
which enter into the cost of a shoe— 
he does not know that there is to be 
reckoned with the cost of the raw 
material the cost of handling that 
material, the actual work of making, 
the overhead, including rent, light, 
power, insurance, interest on investment 
and the cost of selling.” 


RETAIL SALESMEN’S MEETING 


To Be Held Monday Evening, May 10 
—Election of Officers 

The next meeting of the Boston 

Retail Shoe Salesmen’s Association 

will be held on Monday, next, May 10, 

at Dupont’s. Great interest is being 
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shown in this meeting, as the annual 
election of officers will take place. The 
candidates for office are: For president, 
Percy E. Thayer of the Thayer McNeil 


Company, J. Manning of the Regal. 


Company; for vice-president, C. Sewall 
of A. H. Howe & Sons, Tremont Street; 
George Kelley of Willson’s Shoe Shop; for 
secretary, Robert W. Daley of the Daley- 
Williams Company; treasurer, E. Roy 
Smith of A. H. Howe & Sons, Washing- 
ton Street, and H. F. Salisbury of H. F. 
Salisbury Company. Executive Com- 
mittee—R. L. Upton of R. H. White 
Company; L. Hollis of Thayer McNeil 
Company; Mr. Roach of Coes & Stod- 
der; Mr. Armstrong of the Regal Shoe 
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P. E. THAYER 


Candidate for President of the Boston 
Retail Shoe Salesmen’s Association 


Company; Mr. Kelley of Willson’s 
Shoe Shop; Mr. Duggan of William 
Filene’s Sons Company; S. A. Howes of 
Kennedy’s; H. A. Smith of Jordan, 
Marsh & Co. P. E. Thayer, one of the 
candidates for the presidency, is re- 
ceiving a very strong support. He is 
very popular. By the way, Mr. 
Thayer is responsible for the very 
attractive trims which are daily ap- 
pearing in the Thayer McNeil Com- 
pany’s window; simplicity of arrange- 
ment as a more effective means of dis- 
playing beautiful models is Mr. Thayer’s 
idea. 
A BUSINESS COURSE 


Boys Listen to Talk by Arthur L. 
Evans 


The graduating class of the Boys’ 
English High School, Boston, is 


151 


learning the fundamentals of the shoe 
business; various lectures .have been 
given on the making of shoes. This 
course was instituted by the English 
High School about three years ago. 
Frederick G. Hall is in charge of the 
course and for the last two years has 
applied to W. G. Dennison, publicity 
manager of Rice & Hutchins, Inc., to 
supply speakers for special occasions. 
The speaker at the one o’clock class 
of Wednesday, May 5, was Arthur 
L. Evans, president of the Retail Shoe 
Salesmen’s Institute, who took for his 
subject ‘‘The Basic Principles of Sales- 
manship,”’ the object of the lecture being 
to put before these young men, who are 
about to graduate into the manu- 
facturing, wholesale, or retail shoe 
business, the right motives. Mr. Evans 
talked on personal appearance, on 
confidence—confidence in the factory 
they might represent; confidence in the 
merchandise they might sell, which in 
turn would beget confidence on the 
part of the buyer. A previous speaker 
who gave the class a talk on advertising 
was Frank G. Conway, sales manager 
of Street & Finney, New York. 


ADVISES PROTEST 


President Buckley Sends Letter to 


Members of Massachusetts 


Association 


A strong letter to members was sent 
under date of April 28 by John J. 
Buckley, president of the Massa- 
chusetts Retail Shoe Merchants’ As- 
sociation. This letter urged the mem- 
“bers to telegraph immediately their 
senators and_ representatives, pro- 
testing vigorously the McNary bill 
requiring the manufacturers to stamp 
their prices on the soles of shoes. 


HOME FROM EUROPE 


H. B. Scates Surprises Store As- 
sociates by Early Arrival 


. Hollis B. Scates, divisional manager 
of William Filene’s Sons Company, who 
has been in Europe for the past 10 weeks, 
returned to the office on Monday morn- 
ing May 3. Mr. Scates gave his busi- 
ness associates somewhat of a surprise, 
as he was not expected until at least a 
week later. He at first thought that he 
could not secure accommodations on 
the Steamer Lapland, which left Liver- 
pool on April 21, but “where there is a 
will there is always a way,”’ and Mr. 
Scates’ early arrival proved this old 
saying. He feels much improved 
in health from his trip across the pond 
and has secured a fund of valuable 
merchandising tips. 
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Style 202 


Sterling Colt, Cloth Top 
Dress Boot 
In Stock AA-D 


The Price, $7.75 


Tuxedo 
























































Order this style at once for May and June Weddings, Commencements and Graduations. A 
shoe of style and quality at a popular price. Positively in stock NOW in all sizes. 


Send your order at once to Knox Shoe Co., Milford, Mass. 








IN STOCK 


Ladies’ Boudoirs and House Slippers 
Goods Shipped Same Day Order Received 


X% heel 
$2.25 
. 13 heel 
—_ “s Send us your orders and increase $2.35 
Tans 1.75 your sales. Satisfaction Guaranteed. also 3 strap at $2.50 


Orders on sttap slippers'can be filled for 1, 2 or 3 strap, high or low heel. 
Less 2% 10 Days, Net 30 


Consolidated Slipper Company 
Haverhill, Mass. 














MGREGORY © READ CO4 


HIGHEST GRADE MCKAY 
FGDTWEAR FOR WOMEN 


Tan Pebble Grain Boot 


HIS boot—smart, well-made and of ex- 
cellent materials—is representative of 
the Gregory & Read line. 


If you are not already in touch with a 
Gregory & Read wholesale distributor, we 
will be glad to send you the name of the 
one nearest to you. 


GREGORY andREAD CO. 
LYNN, MASSACHUSETTS 








a's 
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604 
Mahogany Cordovan 
Brogue Oxford 
626 
THESE STYLES Same style 7 eee Rus. 


IN STOCK Ritz Last 


(UNBRANDED) 


625 
Mahogany Rus. Calf Lace Ox. FOR IMMEDIATE SHIPMENT 
Carlton Last . IF YOU WISH TO HAVE 
601 THESE SHOES BRANDED— 
Same style in Cordovan on JUST SAY THE WORD— 


Biltmore Last 
a PACKARD 


Same style 
in Gun Metal Calf 


Biltmore Last 


M. A. PACKARD COMPANY 


BROCKTON, MASS. 
New York Salesrooms: 


Boston Salesrooms: 
60 South Street 127 Duane Street 


: 
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The Influence of the 
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with retail shoe buyers is 
the greatest aid your sales 
department can possibly 
have or get. 
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| No. 665 No. 1165 
| Gun Metal Theo Tie, Turn | | Patent Leather Theo Tie, 


Sole, Full Louis Covered| |Turn Sole, Full Louis | 
Heel. A-D Covered Heel. A-D 


Price, $7.50 Price, $7.50 
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Order By Wire For Immediate Shipment 
Send For Our Catalog of In-Stock Novelties 


Eigner Shoe Company 


173 Summer St., Boston 
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EGYPTIAN 
PUMPS 
TURNS 


IN 





Early Delivery 


O81 E 
467 E 
981 E 
982 E 


UPHAM BROS. SHOE CO, 


Stough 





STOCK 


Widths AAA-C 


Mat. Kid Egyptian, i. 
WIR i5c2s coca $10 — 


Colt Egyptian Alice, Wood 
La... 


Colt Egy Babbie, a 
Bab er 


ton, , Mass. 
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Another live, up-to-date number 


See this ‘‘Hy-Class”’ line of Men’s 
Welts for Fall to retail at popular 


prices. 
$9.00 to $12.00 | 


BROCKTON SHOE MFG. COMPANY, Inc. 
BROCKTON (Campello Station) MASS. 


PINGREE SHOES 


Made Good Since 1866 


FULL GRAIN BOARDED CALF 
GENTLEMEN’S OXFORD 
HAND LASTED ALL LEATHER 


We only sell to recognized retailers. 


F. C. PINGREE SONS CO. 








Makers of Men’s Fine Shoes 


DETROIT MICHIGAN 
Chicago Office Salesroom, 19 So. Wells St. 
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OHNSON BROS. 

















NEXT SEASON. 





CLOTH TOPS ARE WELL FEATURED IN JOHNSON BROS. LINE FOR FALL. THE NEW 
SHADES MATCH PARTICULARLY WELL WITH THE DIFFERENT LEATHERS. THERE IS 
ALSO A SAVING IN PRICE THAT MERCHANTS WELCOME. YOU WILL LOOK FAR BE- 
FOREJFINDING AS GOOD-LOOKINGJAJBOOT AS THE ONE ILLUSTRATED ABOVE. AND 
YET THIS IS BUT ONE OF MANY THAT JOHNSON BROS.’ MEN ARE NOW SHOWING FOR 


OHNSON BROS. SHOE MFG.CO. 


H ALLOWELL, MAINE 


SHOES FOR FALL 


A GOOD LOOKING, WELL 
MADE CLOTH TOP BOOT 





ae 


ade fa the Pine Tree State ” 
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“CRUMBS or COMFORT” 


REG. U. S. PAT. OFF. 
EASY SHOES FOR WOMEN 


IN STOCK 
93 STYLES 


HAVE 
YOU 
A 
COPY 
OF 


OUR 
IN-STOCK 








STOCK 476 STOCK W 200 
Kid Seamless Polish Kid Polish, Kid Tip 
Plain Toe, Rubber Heel Rubber Heel, Cushion Innersole 
Cushion Innersole, Turned TURNED 


$5.15 $5.15 




















“LADY WASHINGTON” and “PANACEA’”’ 
Cushion Sole, Turned 


“DAVIS NEW PROCESS,” A PATENTED CUSHION 
SOLE McKAY 


—MADE BY— 


A. H. BERRY SHOE CO. 


428-30 Albany Bldg., Boston, Mass. PORTLAND, ME. 
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Changes in Business 


Current Events in Failures, Suspensions and Activities 
in the Shoe and Leather Trade 








Failures 


Haverhill, Mass.—Morrison-Ham Shoe Co., chil- 
dren’s shoe manufacturers, reported offering 
to eomeooae at 50 per cent. 

Franklin, Mass.—Quinto ~ leather, re- 

petitioned inte bankru; > 

Taylorville, Pil. E . Singer, shoes, reported sold 
out, offering to compromise at 75 cent. | 

Auburn, Me.—Free Andrews Shoe Co., infants 
shoe manufacturers, a voluntary 
poe in bankrw ~~ as been filed. The 

ilities are lis at $15,399 and nominal 
a of $9,870. 
¥—c. Durham Mfg. Co., Inc., 
manufacturers of fadien” fine shoes, 


indicated that the debtor has deserted te 
family and business. After a conference with 
Samuel Gerber, a brother-in-law of Mr. 
Lovett, a meeting of creditors was held. 
Liabilities so far as known amount to approxi. 
mately $4,600 and the stock was 

as inventoried at $3,200. A canen ——— 
was held on April 23, at which Gerber 

to pay 50 per cent immediately or 100 per cent 
in four quarterly payments. The creditors 
endeavored to secure a shorter extension but 
Gerber declined to adjust the matter on any 
other basis and called attention to the fact 
that the business was insolvent. It was, 
therefore, agreed by creditors present to ac- 
cept the proposition and there has been de- 
posited with L. M. Taylor four promissory 
notes covering the known indebtedness signed 
by Newcomb L. Gerber, who will te the 
business, and endorsed by Samuel E. Gerber 
ee — signature of creditors to the 


Belleville, D N.. J. ae Barbirotti, shoes, reported 
petitioned into bankruptcy. 
New York—Charles Coleman (3427 Third Ave.), 


oopested spk igned. 
Greenfeld & Cohen, Inc., shoe and rubber 
manufacturers, business at Phila- 
d reported fromm © petitioned into 
bankrut ptcy and are offering creditors a settle- 
ment on pose of 27% pee cent. 

K. & K. Shoe Co. (A. Katz, proprietor), 529 
Broadway, reported petitioned into bank- 


North _o N. Y.—S. E. Smith, shoes, etc., 
petitioned into bankrupt , schedul- 
ing liabilities of $4,839 and assets $1. = 
Dunkirk, N. Y.—The Toggery Shop (E. L. " 
Fink), shoes, etc., petitioned » rd 


itcy. 
Penowa, Pa. —~ "Modesto Mantovania, shoes, etc., 
petitioned into up y. 
Fort Mott, 8S. PC. —Lena Thomas, shoes, etc., re- 
ported meeting of creditors called for May 5. 


Changes 


Boston, Mass.—Crotty Kendall Shoe Co., a 

$50,000.00 capital stock increased by 

Rose Fleishman, shoes and repairing, filed 
certificate. 


IW k retires. 
Amesbury, Mass.—Crescent Counter Co., manu- 
er oy cana with authorized capital 


_ H. E. West Shoe Co., shoe manufacturers, 


A. Littlefield on i. Russell Moulton, both of 
Lynn, and Harry B. Thomas of Swampscott, 
for a price of nearly $300, The pur- 
chasers will acquire practically all the shares 
of the Jones Company, owners of which will 
retire from active business. 
Connell & Co., gymnasium shoes and 
slipper manufacturers, succeeded by Daniel 
ync 
Eastern Shoe Mfg. y~ o- manufacturers, 
capital stock increased by $25,000. 
. J. Harney Shoe Co., on manufacturers, 
capital stock increased by $12. 
Oxford, Lang —The Dolge Slipper roe oa manu- 
facturers, capital stock increased by $95,000. 
Pittsfield, Mass.—Berkshire Leather Co., leather, 
capital m7 by $38,000. 
‘omene pieaning Co., tanners, 


capital aoa =~ wey 
M John ay Shoe Co., shoe 


manufacturers, il stock increased to 
$750,000. 

Worcester, Mass.—Royal Slipper Co., manufac- 
t ted with authorized capital 


Ala.—Liepold Bros., shoes, etc., dissolved 


tnership. 
Bristol, p teeny ~Oecar Harder, shoes, succeeded by 
Madden & Dri 
ewman, Cal.—J. T. Snedeger, shoes, etc., dis- 
continuing. 
— Colo. 0 pos + peer Mercantile Co., shoes, 


Chicago, il iti —J. L. ae (2106 Lincoln Ave.), 


reported out of business 
Frank nk Greenberg, 3 3105 South Halsted St. * 


shoes, a sold out. 
A. J. Doyle Shoe Co. (not in 
wholesale shoes, recently commen " 
Sam Rubenstein Co., —_ etc., succeeded 
by Sam Rubenstein Co., incorporated. 
Chicago Heights, Ill. pin he ny Miller & Son, shoes, 
sold out. 
Axel pocgem, shoes, sold out. 
Johnston City, Ill oe alenti, shoes, etc., 


Monmouth, Ill. The Shoe Market, incorporated 
with a ‘capital ¢ aeee 
oa, | a Fy ‘ole & Son, shoes, etc., suc- 
led b John W: Cole. 
Soringbel, Ti 


' Gold, shoes, etc., closing out. 
poem Ind.—J. Sum ter, shoes, etc., sold 
out to Talbot, * J. & 
2 sold out to gine poke res ee 

ou’ tore. 
bear Kan.—Wilmore Mercantile 


. Court sh etc., 
eek teenteh. H. Teoom. _ 








WANTED TO PURCHASE 
DO YOU CONTEMPLATE 


Reti 
J etiring or ¢ or ries out of of business? 








Leases 


© chest term to sun taken 
over. 25 years. 


I. OLENICK 


413 Broadway, New York Tel. 9531 Canal 








Donaldsonville, 17> Netter, shoes, etc. 
succeeded by Bloomsteil 
Millington, Md. nt IHolis (The (The Hub), ‘shoes, etc., 


i selling 
Big Pool, Md. = & Hennesy, shoes, etc., 
disoclved partnership succeeded by M. J. 


Hennes 
— - i. —I. S. Quinn, shoes, etc., reported 


ou 
Franklin, Minn. —A. Erlandson, shoes, etc., suc- 
ceeded by Lunn & Erlandson. 











MISCELLANEOUS 


aru LADDERS 





\ 4 


ot 





Fi 











Metal Shoe Fitting Stools 
and Floor 


No. 141 


THE CHICAGO 
WIRE CHAIR CO. 
621 N. LA SALLE STREET 
CHICAGO, ILL. 


Write for 
Catalog 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


“Recorder” rates for space less than one-eighth OSITIONS WANTED—Four cents per word for each ingertion; 
r issue: dvertisem: en cents per word for each insertion. Minimum 
= amon, Seened GS Ade buds’ this hating wil be soosived 


1 time 7 times 13 times 26 times 52 times up to noon, Wednesday. When advertisers desire answers to come in 
care of this office, twelve words must be allowed in each advertisement 


$5.00 $4.00 $3.50 $3.00 $2.50 ey ae = 
8.00 7.00 6.00 5.00 yw eng jae ee address ponds condone +o the po med ae 
12.00 10.50 9.00 7.50 and paid for accordingly. Answers to ads must be sent under letter 


20.00 16.00 14.00 12.00 10.00 postage. 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 














SALESMEN WANTED SALESMEN WANTED SALESMEN WANTED 








ALESMAN WANTED—Large Chicago jobber 


wants high-grade salesman for Indiana, to 

handle as side line complete line of infants’ and 

children’s shoes, felt slippers, etc.; also findings. 

State experience and present connections fully. 

Address B811, care Boot and Shoe Recorder, 189, 

W. Madison St., Chicago, Ill. e 

GALESMAN WANTED having headquarters in 
—_ Con to onary a pane line « = ts 

an oes. Address K300, care Boot and Shoe : ° Mi i , 

Recorder, 127 Duane St., New York. For Illinois, Towa, Minnesota, Wisconsin, 
ALESMAN-—Sideline for South, to sell chil- Ohio, Michigan, Kansas and Nebraska 
dren’s stitchdown shoes to jobbers and depart- 


ment stores. Commission basis. Reference pre- ; ™ i ? > 
ferred. A Hioffeubere & Son, 587 Hudson St. New Manufacturer of a high grade line of men s and boys 
work and service shoes, located in the Middle West, is de- 


York City. 
GALESMEN Here's an opportunity for a few sirous of adding to its selling force the best salesmen ob- 
[Ww 2S to secure the sale, on commis- * * s s 

sion, of the strongest line of sellers in work shoes tainable. Only men with established business and successful 

and outings made in the West, by concern owning selling records will be considered. To these men will be 

and operating their own tannery and shoe factory. e e d li f h ° 1 

aco: gs Onis, ag 2 and — awarded choice territory, and a line of shoes possessing excel- 
akota, innesota, Nebraska, New Mexico, Ken- © . 

tucky, Arkansas, Southern Missouri, Northern lent _—— _ backed up by a broad selling plan. State 
issouri, Maine, New Hampshire, Vermont, an i " 

Massachusetts. References required. Address Cupassewes Seay 


Michigan Shoemakers, Rockford, Mich. e 
ANTED-Saleomes o cary Huntington Shoe & Leather Co. 


ANTED—Salesmen to carry workshoe, having 
o — features, in ym —— and 7. a 
ne sample represents entire line. akes excellent 
side line. Address B810, care Boot and Shoe Re- Huntington, Ind. 
corder, 189 W. Madison St., Chicago, Ill. 
ANTED—Five live-wire salesmen to take side 
M a @. high and = nog Moen ANTE i £ hich 
cKays. ommission basis. erritories: est- D—Salesmen to carry our line of high- HEI P ANTED 
ern and Southern States. Splendid opportunity for grade ladies’ shoes, for the States of Ohio, W. 
live wires able to furnish references. Address B820, western Pennsylvania, Michigan and _IIlinois. 
care Boot and Shoe Recorder, 207 South St., Bos- Must know the trade. Large stock on hand at all WANTED—Buyer and ween for shoe depart- 
ton, Mass. times. We have a good proposition for the right ment; must be thoroughly familiar with 
EW ENGLAND al r hi ; men. Give previous experience with first letter. men’s, women’s and children’s shoes; liberal ry 
ladies’ hich-erad 6 te y= & - Address B799, care Boot and Shoe Recorder, 207 and percentage basis. Address, giving full details 
adies’ high-grade novelties for n Ww South St., Boston, Mass. of past experience and indicating salary expected, 
sale house. ust be a hustler and know the The Hub Wheelin W. Va 
trade. Drawing account and commission. Reply, 5 ee 
stating experience. Address B805, care Boot and 


Shoe Recorder, 207 South St., Boston, Mass. POSITION W ANTED 


INE WANTED 
ANTED—Three high-grade salesmen to HOEMAN—Buy, sell, manage, window trim- L 

market a line of highest quality infants’ mer, etc., age 24, married. Good appearance * “ » 
and children’s turn shoes. Territory: Pacific and address. New York and vicinity. Address WANTED—Manufacturin line of women’s 
Coast, Southern States and Middle Western K301, care Boot and Shoe Recorder , |:7 Duane St., Welts or McKays for New England for big 
States. Only salesmen with an established trade New York. shoe and department store trade. Address B813, 
acquaintance, who are accustomed to selling x 5 care Boot and Shoe Recorder, 207 South St., 
first quality footwear, need apply. We back EXPORT MANAGER—Eleven years’ successful Boston, Mass. 
our representative to the limit with real mer- experience handling shoes, leather, ' 
chandise value. Send your reply with refer- and shoe machinery for export. Open for engage- 

ment with house desirous of establishing or enlarg- 


ences to B814, care Boot and Shoe Recorder, . a . 
207 South St., Boston, Mass ing export business. Thoroughly familiar with ex- 
ee - : t technique. Excellent references. Address 
819, care Boot and Shoe Recorder, 207 South St., an e 
Boston, Mass. 


Salesman wanted by Boston Wholesale N EXPERIENCED, all around salesman, at i s. man a 
nag oo erases Western Connecticut — ponees — the shoe Sadios ons ey—4 By experienced ine . “net a 

ew Yor ty; women’s, misses’ an turing trade, desires position with a No. 1 house. i men’s medium- 
ne he yy pie = proposition for Has grit and initiative. —_ ae, Either eer prin d 1 t 

© right man. In replying, state mt salary or commission, wit! ‘awing account. i n welts tor 
occupation, volume of business anil salary Address B818, care Boot and Shoe Recorder, 207 er ea. F 
required. Address B817, care Boot and South St., Boston, Mass. North and South Carolinas. Have 


Shoe Recorder, 207 South St., Boston, — > 
HGH-GRADE advertising he wee ee 32, over $200,000 worth of business 


Mass. 

wa able executive, enced in re’ 

wants ion with poe store doing ; in this territory. Address Shoe 
alf million up, or eesume all Of above duties Salesman, 501 College St., Green- 

New England Salesman Wanted | Shoe Recorder, 207 South St., Boston, Mase. | vite, S. C. 


Manufacturer of men’s better-class shoes 
wants to secure the services of the best 


salesman in New England. Big opportun- HELP WANTED 


ity fora real salesman. Address B809, care EPRESENTATIVES WANTED to cll 

sell over- 

Boot and Shoe Recorder, 207 South St., R gaiters and leggings in Central States. State 

Boston, Mass. experience and terms. Address K299, care Boot 
and Shoe Recorder, 127 Duane St., New York. 
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LINE WANTED 








LINE FOR GERMANY 


High-grade, hustling, expert shoeman_be- 
tween age of 40 and 45; salesmanager of the 
most prominent German retail house; before 
war, proprietor of finest luxu shoe shops; 

es to start and to manage t American 
lines of ladies’ and men’s footwear for German 
retail a trade. Capable and ex- 
perienced organizer and smart advertiser, com- 
petent in ‘a ing entire charge of large sales 
staff. Experienced in shoe manufacturing and 
selling. Has knowledge of fine stores in best 
situation for iness. All correspondence 
strictly confidential. Address B815, care Boot 
and Shoe Recorder, 207 South St., Boston, 
Mass. 














FOR SALE 


OR SALE—Well established clothing, furnish- 
ing and boot and shoe business. Modern build- 

ing 120 feet to alley, can be bought or rented 
reasonable. Can enlarge and add other lines. 
Fine opening to get into Elgin. Ill health reason 
for selling. . L. Given & Roxy, Agents, E Elgin, ] Til. 


OR SALE—Retail shoe store in live New Eng- 

land city of more than 150,000. Situated ad- 
vantageously in good location. Always a money 
maker. Unusual proposition to buyer. Best of 
reasons for selling. Address B812, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 


OR SALE—Shoe store established for 20 years 
at Cooperstown, N. Y. Annual business over 
$21,000. tock invoice $10,000. An excellent 
rtunity for some live wire. Address L. 
Ellsworth, Cooperstown, N. Y. 


FS. SALE—Money-making shoe dept. In large 
Wis. Dept. store, doing $35,000 annually, but 
could double; clean stock, but at low market di- 
rect from mfrs.; fast growing county seat, 10,000; 
drawing population 50,000; mailing list 8,000; 
refer selling to chain store organization. Address 
816, care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


ES from shoe business after 10 
years of successful upbuilding; yearly sales, 
$80,000; 5 geenes locations; two stores; lease, good 
will, small portion or entire stock for sale; tremen- 
dous good opportunity for someone. Dickman, 
824 Kercheval, Detroit, Mich. 


FOR SALE—Family shoe and gents’ furnishings 
store in fine Florida town of 2,500. Conserva- 
tive estimate of 1920 cash sales $47,500, based on 
book figures compiled to April first. Corner location 
and $40 monthly rental; no competition except on 
mixed lines (ladies’ and men’s goods combined). 
Astonishing numbers of cars of oranges, grape fruit, 
tangerines, cabbage, watermelons, beans, cucum- 
bers and tomatoes shipped each year; 1919 figures 
will be gotten up and furnished to interested parties. 
Four white Protestant churches, one white school 
of pel sor grades, paved streets and sewerage sys- 
tem. No manufacturing. Our miles of lakes 
—— in fish draw crowds of tourists each 
season. Stock is mainly of advertised lines and 
now runs around $20,000, which can be reduced 
two-thirds, but if volume is done stock must be 
kept up. Fixtures less than $1,000. If you are 
looking for discount and haven't all cash, you are 
wasting time to answer this ad. Convince me that 
you mean business and’you may work in store with- 
out any salary for time enough to get the inside of 
things. Owner has made this business his pet 
hobby and has depended on nothing else for a liveli- 
hood, wishing now to enter wholesale business. 
Address B794, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


























WANTED TO PURCHASE 


CASH PAID 


for shoe stores or surplus stocks of shoes 
other Leases taken 


or for 
over. We will send a representative to in- 


vestigate and Bow offer upon request. 


Max Kalter Mercantile Co. 
591 Broadway, New York City 
Phone Spring 5160-5161-5162 


Job Lots of Shoes & Leather 


Are Sold Through the 
Recorder Want Ad Page 


5 CENTS A WORD 

















BOOT AND SHOE RECORDER 
WANTED TO PURCHASE 


We Buy for 


Close-outs. 
NO QUANTITY TOO 
We also 


from 


have for sale. 
Short Term 


TOT Te TTT Te LTT © CLT Pe TET 


Manufacturers’, Jobbers’ 
Retailers’ Surplus Stocks, 


Send us particulars of what you 


Leases 
We pay Highest Cash Vase 


VAN PRAAG & CO. 


Shoe Dept., Martin Posner, Manager 
459 Broadway, New York, N. Y. 
Telephone 2248-2249 Spring 


Tre (INTL 


TT 


LUT 


Cash 


and 
Jobs, 


LARGE 
stocks 


ToT © TTT e TTT © ITT 


ann 





wie Cash Pri 


hands. 
Wire or Phone 


Phone Canal 41 
We also purchase 


ces Paid 


for entire shoe stocks. We also buy 
your surplus or slow sellers. 
tities no object. Retail or wholesale. 
Short term leases taken off your 


Quan- 


us 


Correspondence Confidential 
stablished 1890 


GLAUBERG & CO. 
387 Broadway, New York, N. Y. 


19 
clothing, 


hats, furnishing goods, etc. 








Slow Sellers 
Discontinued 


YOUR 


WANTED FOR EXPORT 


Numbers 


Surplus Stocks 
Entire S 


FOR CASH 


NEW YORK EXPORT 
PURCHASING CORPORATION 
515-517 Broadway, New York City, N. Y. 








e buy quick and pay hi 
for retail wholesale stocks 


intity no object. 
or 30 years our 
and 





highest cash 
pp hel ong 


mercantile  -— 


BROOKLYN PURCHASING SYNDICATE 
ANK WALKER, Pro; 

610 Broadway, B 

Phone, Stagg 1757 


yn 











MISCELLANEOUS 








For 
Immediate 
Delivery! 
FACTORY 
COMMONWEALTH SHO 


Ask for 
Samples 





Sandals 


and 
Oxfords 


E CO., Inc. 


211 E. 94 Street 
NEW YORK, N. Y, 
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Boot and ShoeRecorder 


OFFICES IN 


BROCKTON OFFICE: 224 Moraine St., Geo. W. 
R. Hill, Manager. Telephone 507. 

CHICAGO OFFICE: 189 West Madison St. Tele- 
phéne Main 1089. B.C. Bowen, Manager. 

ST. LOUIS OFFICE: 1627 Locust St. B. C. 

wen, Manager. 

NEW YORK OFFICE: Room 102, Graham Bldg., 
127 Duane St. H. Walter Scott, Manager. 
Telephone 959 Worth. 

PHILADELPHIA OFFICE: 929 Chestnut St. H. 
Walter Scott, Manager. 

HAVERHILL OFFICE: Chamber of Commerce 
Rooms, Haverhill National Bank Bldg. Geo. 
W. R. Hill, Manager. 

CINCINNATI OFFICE: 501 First National Bank 
Bldg. B. C. wen, Manager. Telephone 
Main 655. 

ROCHESTER OFFICE: 609 Powers Bldg. 
Rossiter L. Seward, Western New York Rep- 
resentative. Telephone Stone 6314. 

LYNN OFFICE: Fred A. Gannon. 

MILWAUKEE OFFICE: B.C. Bowen, Manager. 

Paris Office: 2 Rue des Italiens. L. Hubbard, 
Manager. 

London Office: John C. Curtiss, Manager. Man- 
sion House Chambers, London, E. C. 

Australian Office: 430 Lit. Collins St., Melbourne. 

- Jervis Manton, Manager. 

Continental Office: William Salzman, Manager. 
Wasagasse 2, Vienna, Austria. 

ARGENTINA: Gerente, C. M. Elizondo, Calle 
Balcarce 150, Buenos Aires. 

BRAZIL: Gerente, Leon Combacau, Ruaido 
Alfandega 204, Rio de Janeiro. 

CHILE: Santiago, Las Rosas 1123-1127, 
Fuhrimann, Gerente. 

CUBA: Havana, Agestede 572, Pedro V. 
Montane’, Geren 

SPAIN: Gerente, ae de Miguel, Librero- 
Editor, 20 Fuencarral, Madrid. 

MEXICO: rente, gogo Elizondo, 4a Del 
Cipres 117, Lee > D. F. 

Japanese O: Yokohama, J. F. 

anager. 


Otto 


Wagen, 








MISCELLANEOUS 


LADDERS 


are made 
in many 
styles and 





THE BICYCLE 
STEP LADDER 
COMPANY 
67 Randolph St. 


DISPOSE OF 


UNSALABLE SHOES 
and ODDS AND ENDS 


Wi 
tit 


ADVIS 1 to pied 


still VE PO US. then vo 


Gans Stevens Mercantile Co. 


307 Wt T MONROE STREET, CHICA 














| etl 


ds the of the entire allied industries relating to 


Annual Subscription in United States, $3.50! per copy, 25 cents. 
Member of the Associated Business Papers, Inc. Member of the Root 


Each issue copyrighted by the Boot and Shoe Recorder Publishing Co. 
ISSUED EVERY SATURDAY AT 207 SOUTH STREET, BOST ON, MASS., U. S. A. 


roa 
ashve 
a i 4 ~~ Jt 


Canadian, $6.00. 
Newspaper Ass'n. Member of Audit Bureau of Cireulations 
Entered at the Post Office, Boston, Mass., as second-class matier 


Cable Address BOOTRECO 


ia the basic 
Foreign, $10.00. 














INDEX TO “ WHERE TO BUY ’”’ 








BOOTS AND SHOES 


Abbott Shoe Co., No. Reading, Lemag 

Adams, Harry E., Haverhill, 

Ahearn, John M., Boston. . ken 
Algier Shoe Mfg. Co., Brooklyn, N.Y 

Allied Shoe Co., Newbur port, Mass 

Atlantic Shoe & Slipper , Boston 

Bacon-Rollins Co., Lynn, 

Barnett Shoe Co., Boston 

Barry, T. D., Co., Brockton, Mass 

Beals-Pratt Shoe Mis. Co., Milwaukee and 


Watesteut, SY 
"Shoe oe Portland, Me 

Bhnesicin | why, Bosto 
Blum Shoe Mfg. Co., “Dansville, N.Y 
Boardman Shoe Co., "Bos 
Boston Shoe Trade Co., 
Brauer Bros. Shoe Co., 
Brockton Shoe Mfg. Co., Mane dy Mass... 
Brown Shoe Mfg. Co., St. Louis, Mo 
Cater J. W., & Co., Nashville, Tenn., and 


Contnat Sh: 
Chenoweth, R. 
Churchill & Aiden "Co. (Campello), i 


Mass 

Clark, James, pagties \ Co., St. Louis, Mo.. 
, Samuel, 

Collins & Staples, Haverhiil, Mass 
Commonwealth Shoe Co., New York City. . 
Consolidated Slipper Co., Haverhill, Mass. . 
Cushing Shoe Co., Lynn, Mass 
Dalton Co., ‘en Brockton, Mass 
Dayton, J Williamsport, Pa 
Diamond Shoe * The, New nt City.. 
Dittman Shoe Co., St. Louis. 
Dodge, N. D., Shoe Co., Reckurspecss Mass. 


Doerr, F. L., Shoe Co., St. Louis, Mo 
Donald Shoe Co., Philadelphia 
Duttenhofer, Val, Sons Co., Cincinnati, O. .. 
Eaton, Charles A.. Co, Brockton, Mass 
Eigner poe Co., Boston 
" .. Shoe Co., Rochester, N. 

Evans, L. B., Son Co., Wakefield, Naas 
Fair-Way Shoe | one Co., Newbur 
Ford, 3 Coe Rochester, N. 

, Haverhill, Mass 





Fox, Inc., Chas. K 
man, A., & Son, Boston 

Freeland, H. H., Rochester, N. Y 
French-Shriner & Urner, Boston 
Friedman, Shelby Shoe Co., St. Louis, Mo. . 
Goodger, W. , Rochester, i 112 
— Leo, Shoe Co., Inc., St. Louis, Mo. -— 67 

& Read Co., L nn, ” Mass 153 

gregory, Mfg. Co., ———- 
Grover’s Sons, J. J., 
iiamens Shoe Co., 7 "Haverhill, Mass. . 
Shoe Co., P: J., Lynn, Mass 
pe Shoe Co., Harrisburg, hang 
ao hoe Co., Haverhill, 
Heilbrunn, J., & Soi 
Holmes, W. T., Co., Philadelphia 
Howard & Foster Co., Brockton, Mass 
., Shoe Co., Manchester, N. H... 











Johnson Bros. Shoe Mfg. 
Johnson, Stephens & hinkle Shoe 
Louis, Mo 


hnston & Murphy, New York City. . 

Kalt-Zimmers Mfg. Co., Milwaukee, Wis. . 

Keith, Preston B., Shoe Co., Brockton, Mass. 

leine Henry, & Co., Chicago 

Knox Shoe Co., Milford, 

reider, A. S., Co 

Krohn-Fechheimer Co., The, Cincinnati, Ohio 
132-133 


La Crosse Boot & Shoe Mfg. Co., La Crosse, 


Rutkin Shoe Co., New York City.... 
ae: New York City 

eaten eas Erk 

: it. is, M 
Lund-Mauldin eo St. Louis; Mo 

Lunn & Sweet Co., Auburn, Me 
anss-Owens Co., Cinoinned, O. 









































Newcomb-Anderson Shoe Co., Rochester, 


ie. 
Novelty Shoe vo Gino 
Nu Baby Shoe Co., E iam. Mass 
Olenick, I., New York City 
Oriental Boudoir ( Co., Haverhill, Mass 
Packard, M. A., Co., "Brockton, Mass. . 
Peck, Frederick S., Co., bg mn Mass. . 
Pedigo-Weber Shoe Co., St. Lou 
Pennington-Crowell Shoe Co., 


Peters Shoe Co., St. Louis, Mo 

Phillips-Cram Corp.. Haverhill, Mass 
Pingree, F.C., , Detroit, Mich 
Plant Bros. & Co., » Manchester N.H 

P. & R. Shoe Co., Haverhill, Mass 

Reece Shoe Com 

Regal Shoe Co., 

Rice & Hutchins, Inc., Boston 

Riemer, A. H., , Milwaukee, Wis 
eo. Johnson & Rand Shoe Co., St. Louis, 


Weadhester, 





W. C., Moccasin Co., Berlin, W 
Shoe Co., St. Louis, ‘Mo 


Shoe Co., aver, Mi Va 
, Sons Co., Chicago 
“Sumner, Chicago 
Co., Brockton, Mass 
Co., West Alhambra, Cal 
Co., Haverhill, Mass 
oO. . Weymouth, Mass 
D., Shoe Co., The, Red Wing, 


ye ang aha Bros. ~ ape Brockton, _ 11, 110 
Timson , Bosto 108 
Tober-Saifer Shoe i. St. Louis, Mo. . a 
Tougas, Geo. N., Shoe Co., Boston oa 
United ‘States Rubber Co., a York —- 
Upham Bros. Shoe Co., Stoughton, Mass. . 

Utz & — Co., Rochester, Me 

Wall-Doyle- Daley Co., Brockton, Mass 

Weimer, Wright Watkin Co., Philadelphia. 
Westcott-Whitmore Co., Syracuse, 3 ee 
Whitman & Keith, Brockton; Mass 

Williams, Clark Co., Li 

Williams-Hoyt & Co., 

Wohl Shoe , David P St. Louis, Mo.. 

Wright & Co., E. pe Rockland, Mass 


LEATHER AND OTHER MATERIALS 


Agoos, L., & Co., Inc., Boston 
Amalgamated Leather Companies, Inc., Wil- 


Beggs & Cobb o, Inc., Bosto: 

Brown & Co., C. D., Inc., Hedhener, | = 
Castle Kid Com any, Camden, N 

Creese & ton 

Eisendrath Tanning 

Farnsworth-Hoyt 

Howes Bros. Co., Bosto 

Hub Gore, Boston and Now York 
Hunt-Rankin yy ~e Boston 

Jones Co., * E., 


i 4. Leath ton 
Kullman, Salz & Co.. New York & in cay 
Lawrence, A. C., er Co., 

Levor, G., & Co., Inc., Gloversville. N < 
New Castle Leather Co., “s New York. 
Ohio Leather Co. 


Scherer. , Oscar, Co., Bosto: 

Schmidt, Carl E., & Co., Deiroit, Mich 
Standard Kid Mfg. Co., 

Tanners Cut Sole Co., ion 


FINDINGS AND SHOE STORE SUPPLIES 
Alterson, L., & we New York City 

Arrowsmith Mf, Morristown, N. J. 

pouae Step ke €o., C Chicago 

New York City 


Chisago Wire 
Coultas Co., Dw Providence, R 


116 
Doty & Scrimgeour Sales Co., ee Cow New York Ciy it 
ee eat Fa pots 

117 


Silbert, BT, Ml Mig. Co., Brooke Ny 82 
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Goodyear Tire & Rubber Co., Akron, O. . poe 

eS Sane we oy, lyn, N- 5 140 

tana! arrar & Chamberlin Phila elphia 101 
Store Supplies Co., The, St. Louis, 


— 
Maid-Rite Felt Slipper Co., 
Myers, F. E., & Bros., 
Rauh3, & Fabric bs R 
s 
Taylor, Frank P. Bosto 
Tweedie Boot Top Co., Si. Louis, Mo. . 
United States Rubber Co., New York City 
Front Cover 
Vanity Novelty Works, The, Brooklyn, N 
Whitcher, Frank We ee Bato 
Win-Deco 





MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 


Albany Shoe Repairing Co., Boston 
Armstrong Cork Co. ittaburgh, Pa 
x Toe Co,, Bos 


Mass 
Elliott Machine aoe Grand Rapids. 
Griffin Mfg. Co., Inc., New yep ise. M 
Monroe Calculating Machine Co., 


10 
Notional Shoe Polish Mfg. Co., ii 7 


Pick . , Co., Ltd., Sheffield 
United achine Corp., Bosto 
Whittemore Bros. Corp., ton 


MISCELLANEOUS 


Atlantic Printing Co., Boston 
Boot & Shoe Recorder Pub. ‘os Boston. . 
Boylston National Bank, 

Brookl Purchasing edicnes, Brooklyn, 


N. 
Calderwood & Preg, Boston 
Danielson Co., Providence, R. I 
D’Avesne Translation Bureau, Boston 
Edwards, T. J., Bos' 
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New York E Purchasing Corpor 

New York 
Retail Shoe OS boa s Institute, Boston. . 
Root Tre F. S., 
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1920 


ADMIRATION LIGHTS A WOMAN'S 
EYES WHEN SHE CONTEMPLATES A 
NEW ACQUISITION IN FOX FOOTERY. 


STYLE AND QUALITY ARE BECOMING 
MORE DOMINANT FACTORS IN THE 
SALE OF SLIPPERS, PUMPS AND OX- 
FORDS EACH YEAR. 


ADMIRATION RESULTING FROM THE 
EMBODIMENT OF THESE FEATURES 
IN FOX FOOTERY CONSTITUTES A 
FAR REACHING SALES STIMULUS. 


CHARLES K. FOX, 
HAVERHILL. MASS. 


BOSTON: 54 LINCOLN ST, 
CHICAGO: GREAT NORTHERN BLDG. 


NEW YORK: MARBRIDGE BLDG., BROADWAY 
AND 34TH ST.. ROOM 632. 








Entered as second-class mail at the Post Office at Boston, under the act of May 24, 1918 
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GOOD-ALL-WAYS 




















Mr. Wholesaler— 


HE proper time to place Fall 
orders is now! 


When you think about buying relia- 
ble footwear, consider Rialto Shoes. 











You can buy them with the con- 
fidence that they will bring you 
repeat orders. 





Our shoes are built with your next 
order always in mind. 


High grade McKays, Military and 
Full Louis Heels. Lasts and pat- 
terns for your locality—prices that 
attract. 


Rialto Shoe Company 
GOOD-ALL-WAYS 


Factory 26 Oxford St. Boston Office 
LYNN, MASS. 215ESSEXST. 























PAPER CONCESSIONS 


APER concessions are generally 
of two kinds. One is a reduc- 
tion of 20c. a foot from a price 

25c. too high to begin with; the other, 
calling the fourth selection top grade 
and offering it at the price of the 
fourth grade. 

Buyers of leather today are con- 
stantly being offered wild reductions, 
many of which, upon analysis, prove to 
be mere “paper concessions.” Careful 
buyers are not misled, and realize that 
during these times especially, it is better 
to deal with concerns whose selections 
are uniform and fixed, and whose 
prices are the lowest possible. 

As for ourselves, we have recently 
been able to purchase a good many 
high-grade raw skins at lower prices, 
and in accordance with our policy of 
never selling our leather above replace- 
ment value, we have revised our quo- 
tations accordingly. 

These prices, however, are not 
based on an elastic standard of quality. 
Market conditions have never influ- 
enced our selections. Our fourth 
selection today is the same as when we 
started in business. Our selections will 
always be absolutely fixed and uni- 
form, and our prices will always be 
the lowest possible. 

Vode Kid can be used in various grades 
between 75 and 65c., both on Blacks and 
Colors, to favorable advantage in medium 
grade shoes, where it has been necessary 
heretofore to use substitutes for Kid. 


STANDARD Kip MaAnNurFracTuRING Co. 
Boston, Mass. 


Branches in New York, Philadelphia, Rochester, 
Cincinnati, Chicago, St. Louis, and Montreal 


‘Vyode 


‘The Leather 
for Fine Shoes 





**See pages 36-37°° 
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iii TD 
Serviceable and Up-to-date Jootwear 
G/lisses and Children 


Misses’ and Children’s Chrome Patent Leather 
Goodyear Welt Pump Above Illustrated 


rs Oe in inne ce hnee dec dacenkadouebasne aul $3.45 
1901—Size 814-11. Broad toe, square heel................ 0c cece cece cence 2.95 


Misses’ and Children’s Gun Metal Pump 
Goodyear Welt, Style as Above Illustrated 


a Cee, SE, . nd dak beam bed bakes de tbke pee aeee Meee $3.00 
1902—Size 84-11. Broad toe, square heel................ 2c cece eee cece 2.60 


Brown Vici Kid Lace Oxford, Gun Metal Lace Oxford, 
Goodyear Welt Goodyear Welt 


1578—Size 114-2. English toe...$3.75 1579—Size 114-2. English toe. . .$3.55 


1903—Size 8%-11. Broad _ toe, 1904—Size 814-11. Broad toe, 
ME Sedo cvaces 22.2035 2.85 


[ 


SNS RM cis W555. eo as... 3.00 


Terms: 2% 10 Days—Net 30 Days 


HENRY KLEINE & CO. 


208 to 214 West Lake Street CHICAGO 
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EXTENDING A HELPING HAND 


&) 





We are launching our Advertising Campaigns in waves that sweep the country and wash the shores 
of foreign lands. 

The effectiveness of these Campaigns is attested by the inquiries that pour in on us by every mail 
from all parts of the English, French and Spanish-speaking World. Every one of them represents a 
business prospect seeking a Retailer or Manufacturer to whom his business will go. 

The business of the “F. B. & C.” Institution is too widespread and far-flung for our policy to admit of 
favoritism or discrimination. 


We create UNIVERSAL interest and confidence in 


“F. B. & C. Kid” 


and depend upon the keenness and initiative of the Manufacturer and Retailer to capitalize 
this interest in his business. 

We deliver the business at your door—You must store it away in your bank accounts. 

We play the ball into your hands—you must make the goals. 

To the astute the idea at once occurs of telling the customer that they have shoes made of 
the most talked of leather on the market. 

Couple your local advertising up with our National Advertising and arrive with 
“F. B. & C. Kid.” 


SOME FAMOUS LEATHERS: 
“F. B. & C. White Washable Kid No. 81” 
“F. B. & C.” Bronze No. 00 
“F. B. & C.” Light Chestnut No. 7 
“F. B. & C.” Dark Chestnut No. 98 
“F. B. & C.” Smoke No. 24 





Amalgamated Leather Companies, Inc. 
(Formerly F. BLUMENTHAL COMPANY) 


Wilmington, Delaware 






The Largest Manufacturers in the fae a: of Glazed Kid and 


(sess gees 
* 
Rik ” 


Largest Consumers' in the (fi : we: of high class raw material 






Write us for 1920 Color Card and Electros for your own use in local advertising 
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WHEN you know that behind the 

-shoes you buy stands a house 
that is even more particular than 
you are about the materials and work- 
manship that go into them, you can 
stock his line with full confidence and 
push it with real enthusiasm. | 


Since 1859 R. P. Smith & Sons Co. 
have sold shoes of unvarying quality. 
All during the war period the Smith 


RIE Smith 


Established 1859 

















facoune met 
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Ol Years 
oF Progress 




















standard was rigidly upheld. And 
it is today. Trade conditions will 
not change it. 


You can safely and profitably select 
your complete stock from the R. P. 
Smith line, which embraces all kinds 
of shoes for men, boys and youths, 
women, misses and children; comfort 
shoes, dress shoes, novelty shoes, 
infants’ soft soles, shoe store 
accessories. 
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Whenever you find an R. P. Smith 
number changed, you'll find it 
improved. 


© Sons Co. 
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TRADE MARK 
REGISTERED 
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The Original 





Full Grain 


In Blacks—In Colors 


STRONG AS HORSE 
SOFT AS KID 


Pleases the Wearer 
Profits the Retailer 


Demand the ORIGINAL GLAZED HORSE 





ARISTO KID from your shoe manufacturer 


Manufactured Solely by 


Glazed Horse 


i 


CN 


{Nt 























B. D. EISEN DRATH TANNING CO. 


Chicago 


130 N. Wells St. 


Tannery 
RACINE, WISCONSIN 


Boston 


195.South St. 


nT | 
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YES, “KING QUALITY” SHOES 


FOR 


Model No. $576—Trump Last. A circu- 
lar oxford of Coco Calf. Carries cus- 


MEN ARE “MADE BY ARNOLD” 


All shoes ‘‘Made by Arnold” have the same marks of excellence. 
Style, workmanship, and wearing quality is never compromised. 
There is value of no mean order in every pair of ‘“King Quality” 
shoes, even though they lack the special feature which has made 
our “Glove Grip”’ line famous. 


Model No. 8576 


A shoe of highest merit, one that has proved a valuable addition 
to dealer’s stock. It has just the right style accent. Wher- 
ever sold it has won approval on the freedom and freshness 
expressed in its modelling: and manufacture. 


Model No. 8 580—Biltmore Last. <A 
circular oxford of Duro Calf. Has 9-8 


tom half O’Sullivan heel. - Sizes A-B, half O/’Sullivan heel. Unbranded. 


7 te-11. 
Price $9.25 


C, D, E, 5 to Il. Sizes A-B, 7 to 11. C, D, E, 5 to 11. 


Price $9.25 


M. N. ARNOLD SHOE CO. 
NORTH ABINGTON, MASS. 
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Juvenile Shoes 


Your Juyenile business built up on 
quality as a basis is bound to show a 
steady and profitable increase. 


K-Z shoes are a thorough quality 
line. The style, finish and materials 
of K-Z shoes represent hide develop- 
ments. 

With highest quality combined with 
reasonable prices as in the K-Z line, 
the dealer’s opportunities for trade 
expansion are unlimited. 
Concentrate on the broad line of 
K-Z shoes and make your profits on 
quality. 


May 22, 1920 


FOR ME 




















No. 2034 
Patent Colt, Mat Kid Top, 
Lace, Goodyear Welt Skuffers, 
Tredshure No. 16. Sizes 
5-8, 84-11, D and E th. 


Also Carried in All Gun Metal 
Lace, and Patent, or All Gun 
Metal Button. 


KALT-ZIMMERS MANUFACTURING CO. 


MILWAUKEE 


WISCONSIN 
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We 


‘DECIDEDLY THOMPS ON’ 


! Two new ones just added to our sam- 
¥Y ple line being shown by salesmen. At 
present eight popular Thompson shoes 
are carried in stock for men and four 
for women. Send for stock style 
catalogue. 











R 





K-3169 


Men’s Brogue Bal, 
Perforated Wing 
Tip and Foxing. 
Thompson’s Brogue 
Last. 


K-3168 


Bee's Blucher Ox- 
Perforated 
Wins Ti 4 and Fox- 
hompson’s 

Brogue Last. 


K-3169 K-3168 


_. BROS .SHOE 


MEN’S FINE SHOEMAKERS 
BROCKTON 


NEW YORK BOSTON CHICAGO 
930 Marbridge Building 207 Essex Street 35 Dearborn St. 
Address all communications to Brockton (Campello), Mass. 
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| DYoy al umn b i-1 mes Dlopedola abel 
White Leathev. 
Select a White Leather 
That's Right. 
Specify The Whitest White-LEVORS: 


LEVOR & CO., Inc. 


TANNERS OF CABRETTAS 


NEW YORK CLOVERSVILLE, N.Y. 
BOSTON MILWAUKEE $T. LOUIS 
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The lining that gives your customers 
up to $2 worth more shoe wear 


Giving the utmost in value, 
when you sell a customer a pair 
of shoes, affects all who have 
to do with the transaction— 
manufacturer, dealer and cus- 
tomer. 


But it’s the dealer who has to go 
over the top with the actual 
transaction. 


The dealer is on the firing-line. 
If the shoes he sells are not satis- 
factory the “kick” is as sure 
to come back to him as short- 
value is sure to create dissatis- 
faction. 


Attention to the seemingly 
“little things” that give value 
to a shoe help guard against 
dissatisfaction. They make for 
“‘honest values that create hon- 
est dollars.” 


When you sell a pair of $10 shoes 
lined with “‘Red-line-in”’ lining, 
you are selling $11—$12 worth of 
service-value. 


You are thus giving your cus- 
tomers dollars more value at a 
cost to you of only a few cents. 


We base this increase in value 
not only on the statement of one 
of the largest wholesalers of 
shoes in the country, who tells 





us that he knows the shoes he 
sells lined with ‘‘Red-line-in”’ 
give 20 per cent more wear than 
shoes made with ordinary lining, 
but also on systematic tests 
made with ‘“Red-line-in’”’ lined 
shoes on the feet of men in occu- 
pations that are the hardest on 
shoes—postmen, policemen, etc. 


“‘Red-line-in” is the strongest shoe 
lining by test, the heaviest in cotton, 
the most satisfactory in wear. 

It makes any shoe it is lined with a 
better shoe. 


Anything that creates better value 
creates better business. 


Ask your manufacturer to line your 
regular lines with ‘‘Red-line-in.’ 


It is the only trade-marked shoe 
lining that is nationally advertised. 


It is nationally advertised because 
it’s worth trade-marking. If it 
were not right the trade-mark would 
only hasten its disfavor. If it were 
not all we claim for it our one-page- 
every-four-weeks advertising cam- 
paign in The Saturday Evening Post 
would be a foolish waste of money. 


Specify in all your orders: “ ‘Red- 
line-in’ lined shoes.”’ 


Farnsworth, Hoyt Co. 


Established 1856 
BOSTON, MASS. 


Strongest by test- heaviest in cotton-most satisfac 


ve 








ASK_ 
your 


Manufacturer 


for BS 

Rete 
Lined Shoes 
They give from 
fifty cents to two 
dollars worth 
more wear at 
a small extra 
cost.The good - 
will return will 
show in your 
cash drawer. 











tory inwear 












Makes shoes wear longer 
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A TRIBUTE TO YOUR BUYING JUDGMENT 


If you market H & T Women’s Shoes your customers 
will soon be paying tribute to your buying judgment. 
It is because we know H & T Shoes are consistently 
good that we confidently make this assertion. 

Send for samples of our In-Stock line—all Goodyear 
welts—Louis and Military heels. ; 


































































































FIVE EYELET OXFORD 
MILITARY HEEL:: IN-STOCK 


No. 2314—In Black Kid 
No. 3314—In Russia Calf 
No. 5314—In Gun Metal 


Widths: A to D 


HUGHES & TANSEY, Inc. 
Sales Office and Stock Rooms 
128 SUMMER STREET, BOSTON 9, MASS. 
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WA HUNT-RANKIN 
| LEATHER CO 


VELVETTA CALF 


Manufacturers of Calf Leather 
Exclusively 














Velvetta Calf 


A fine suede leather made in stand- 
ard colors. 











Tuscan Calf 
Smooth and Boarded finish. Black 
and colors. 












Russia Calf 


Smooth finish, standard colors. 





There is no better leather 
made. 









} HUNT-RANKIN LEATHER CO |} 
| 106 BEACH ST,BOSTON,MASS. || 
U.S.A. ae 
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HIGH GRADE 
GOODYEAR 
WELTS 
IN-STOCK 


A-159—Black Kid Oxford = Lea. Broad 
19-8 Lea. Louis Heel. Aas by o3 Lee oy Heel. 


For At Once Delivery 


A 157—Black Calf Oxford, 14-8 Mil. Heel, A to D 
A 159—Black Kid Oxford, 19-8 LL. Heel, AA to D 
A 158—Black Vici Kid Oxford, 14-8 Mil. Heel, AA to D 


A 160—Hav. Brown Kid Oxford, 19-8 LL. Heel, A to D 
A 185—No. 25 Brown Nubuck Oxford, 19-8 Full Louis Wood Covered Heel, AA toC.. 


A 163—Mat. Kid 3-Eyelet Tie, 19-8 LL. Heel, AA to D 
A 161—No. 18 Gray Nubuck, 3-Eyelet Tie, 19-8 Full Louis Wood Covered Heel, AA to C 8.50 


A 193—Mat. Kid Swagger Pump, 19-8 Heel, AA to D 
A 199—Patent Colt Swagger Pump, 19-8 Full Louis Wood Celluloid Cov. Heel, AA to D 8.00 


A 221—Patent Leather Broadway Pump, 19-8 LL. Heel, AA to D 


Deduct 25¢ per pair when ordering 36 pair to a width 


In-Stock Terms 2-10 Net 30. West of Buffalo 10 days extra, Denver to the Coast 20 days extra. 


J. HARNEY SHOE CO. 


Factory: Lynn, Massachusetts 


In-Stock Department 78 Lincoln St., Boston 


"C The Shoes You Order Hre the Shoes You Get og 
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UX R. BERBERICH’S SONS, Washington, D. C.| |S 


‘Made of” O 


Ne OustleHentona Brown Ha 


Sudge Lt by lts Users” 
New Castle Leather Company. Inc 


NEW YORK 
BOSTON MONTREAL, CAN. CHICAGO 


and the Principal Leather and Shoe Centres Gverywhere 
Factory, a Del. 
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‘“‘Kather and the Boys’’ 


Happy in “Streeter’’ 


fe VERY article of clothing 
ought to express a person- 
ality of itself. 


Our footwear has personality, in- 
dividuality and distinct character. 


That is why ‘Streeter’ Shoes and 
**J. M. O'Donnell” Shoes for men 
are so favored by ‘Father and the 
Boys.” 


Retailers admire them, for they 
sell easily at attractive prices. 


and “O’Donnell’” Shoes 





UNION STAMP 





Wall, Streeter & Doyle Co. 


NORTH ADAMS, MASS. 


Boston Office 
Detroit Office 


er eee ec 207 Essex Street 
- . - - 407 Temple Building 
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MEN’S WELTS 


HERE ARE THE LEATHERS AND 
THE PRICES THAT WE ARE READY 
TO MAKE ANY STYLE IN OUR 
EXTENSIVE LINE 


Brown Novilla Kid. . .$8.00 Waukegan Calf. 

Wine Calf............ 8.00 Brown Pony Kid..... : 
Black Novilla Kid... .. 7.70 Mahogany 
Mahogany Calf.,...... 7.50 Gun Metal 

Blk. Surpass Kid... .. 7.00 Black Pony Kid 
Black Mat Calf....... 7.00 Mahogany 

Lotus Calf d Gun Metal 











“QUALITY WITHOUT QUALIFICATION 


























We are building into our line of men’s quality welts every possible 
care of workmanship, uniformity and style that brains and 
money can produce. At the prices listed above, you are assured 
of a profitable line of shoes with which you can build business. 
ARE YOU COVERED FOR YOUR FALL SHOES? 

Write us for 
sam ples—the 
time is getting 
Nearly 100% of short. 

our orders call 
for the Good- 
year Wing foot 


Heels. 














Pennington-Crowell Shoe Co. 


Manufacturers 


Manchester, New Hampshire 
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Famous American Shoes 
MADE WITH 


Barbour Grooved Endless Welting 


Number eleven in the series 
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THE “KORRECT SHAPE” SHOE 
No. 216 Last 


By 
Field & Flint Company 


Brockton, Mass. 
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HE illustration is the eleventh 

of a series of models from rep- 

resentative American’ shoe 
manufacturers using 


BARBOUR GROOVED ENDLESS 
WELTING 


The far-reaching importance of high- 
grade, first quality welting is recog- 
nized by manufacturers of this class. 
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Not the cheapest welting on the mar- 
ket, but the most economical and 
satisfactory in final results. 
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Barbour Grooved Endless Welting 


MANUFACTURED BY 


BROCKTON RAND COMPANY 


BROCKTON, MASS. 


BY INVITATION 
MEMBER OF 














NEW YORK, U.S.A. 
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See cement 


"FBS 


IN STOCK 


heel Welt Oxte 


A onilike. 
aie Oe page end Get 
Inti stite = Phage and 
w 


welt < e ¥ 
A rapid seller ot a (_— “ed 


Widths AAA to D ---Sizes 24to 9 
PRICE - - $4.50 


MOORE- ATAFER’ 
°FHOE * MFG °CO° 
BROCKPORT. N.Y. U4A. 


NEW YORK OFFICE: GO6 MARBRIDGE BLOG., BROADWAY AT 34t ST. 
JACK. E.JESTER,MGR~ - 
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Established Through Merit 


N producing Kosmo Kid we have always sought 
to give it that merit which would make its users 
want to use it again. 


Following this rule, we have steadily increased our 
output year after year. 


The answer must be and is that Kosmo Kid is an 
established shoe leather—a leather shoe men can trust. 


L.AGOOS &CO, Ine 


68-72 SOUTH ST BOSTON, MASSACHUSETTS 
Tannery - - ‘ *Lynn,Mass © 








BOOT AND SHOE RECORDER 


HOWES BROS. GC, 


SOLE LEATHER 


Thirteen Tanneries; 2,000,000 
pounds of hides per week. 


TANNED 


from Foreign and Domestic 
Green and Dry Hides. 


HIDE PURCHASING 
OFFICES 


Buenos Aires, Argentina, 
New York City, 
Boston, Mass. 


Main Office and Warehouse 


May 22, 1920 


SELECTED 


in Heavy, Middle and Light 
weight, Various Grades. 


DISTRIBUTED 


in Sides, Backs, Bends, Bellies, 
Shoulders and Heads. 


WAREHOUSES AND 


OFFICES 


ST. LOUIS, 1221 Gratiot St. 
CHICAGO, 229 West Lake St. 
CINCINNATI, 713 Main St. 
LEICESTER, ENGLAND. 
12 DeMontfort Chambers. 


321 Summer Street, Boston, Mass. 








CUT SOLE DEPT. 


Oak and Union Cut Soles of 
Uniform Quality, Cut and Sort- 
ed to Standards by Experts. 
Enlarged Capacity and Variety 
of Grades enable us to supply 
all demands. 


FINDERS DEPT. 
Oak, Union and Hemlock, 
TAPS, TOPLIFTS, STRIPS, 
BENDS and BLOCKS. Va- 
riety of selections to meet 
every requirement of the Shoe 
Repairing Trade. 








MANUFACTURERS TOPLIFT 
FACILITIES 
Large Capacity ‘Prompt Service 
Extensive Range of Styles 


MANUFACTURING PLANTS DISTRIBUTION OFFICES 


Cut Soles - - - 321 Summer Street 
Cut Soles - 90 Wareham Street eed c. c iainiaee ies 


Finders - - 321 Summer Street BOSTON, MASS. 


BOSTON, NEW YORK, CHICAGO, CINCINNATI 
MASS. and ST. LOUIS 

















May 22, 1920 














“‘Belleoue’”’, Beaver Buck 
Oxford, plain toe, full 
24% inch Louis wood 
covered heel, imitation 
turn. 


La 


‘.Emmo Shoes.s% 
OD or Si ylish Women, 
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You probably have seen something similar—but never its 
equal in /asting style, at the price our salesmen are quoting it. 


It’s quite an achievement to combine easy-fitting lasts of new 
design, graceful patterns carefully molded over the lasts, and 
style that is preserved months after your customers wear the 
shoe—all in a line of high grade Goodyear Welts—and at the same 
time permit you to sell them at a popular price. 


That’s why Emmo Shoes have attained such wonderful recogni- 
tion by the shoe trade—an appreciation that has resulted in a 500 
per cent increase in business in 5 years. 


Let us set you right on your purchases for Fall. 


dre Manss-Qwens ©. 


Stylish Lasts ~Lasting Styles 
Cincinnati, Ohio: 


Chicago Office and Salesroom New York Office and Salesroom 
1431 Republic Bldg. 703 Marbridge Bldg. 
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Photograph showing brushing and first rolling after 
saturating. 


i ew performance of a shoe is often dependent upon the service given by 
the box toe inside the shoe. 


You can not afford to use anything but the best. The Vulco-Unit Box 
Toe is proof against perspiration and resists the hard bumps. 


Insist upon the genuine. 


Apparatus, Process and Products Patented 
SOLD ONLY BY 


BECKWITH MANUFACTURING CO. 
108 LINCOLN ST., BOSTON, MASS. 


AGENTS 
G. W. KIBBY & CO. OSCAR F. WRIGHT & CO. GEO. A. SPRINGMEIER 
Chicago, Ill. St. Louis, Mo. Cincinnati, Ohio 
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BUSINESS 


AS 


USUAL 


DONN D. SARGENT Co. 


WOMEN’S WELT AND McKAY SHOES 


SALEM, MASSACHUSETTS 


FACTORY BOSTON OFFICE 
407 BRIDCE STREET 196 ESSEX STREET 
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ACE CALF 


3 











INENESS of leather quality de- 


pends upon fineness of texture. 


And in its beautiful mellow feeling Maintains 
texture lies the chief charm of Ace Calf. A 





It comes from our carefully selected raw Standard 


stock plus a tannage which improves R , 
and more closely knits the grain of the éputation 


leather. 


Ace Calf will improve your shoes. It 
takes and retains a high polish. 

















J. S. BARNET & SONS, Inc. 


Tanneries Salesrooms, 75 South St. 
LYNN, MASS., U.S. A. BOSTON, MASS., U. S. A, 
NEW YORK OFFICE—154 Nassau St. 

CABLE ADDRESS ... “TENRAB” 
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LITY MAINTAIN F 


“UA 
QU STYLES SELLING IN 
MARTS OF MERCHANDISING 
THIS FALL AND WINTER 
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IID 


_ TREMONT ST. 
BOSTON,MASS. 


STREETS WHERE 
MARSHALL SHOES 
ARE SEEN 


Model No. .0404 
Russia Calf Vogue Bal 


on 
Here U R last. _— 
Coonver®™ 
wine & Foot 
HEEL 


C.S.MARSHALL COM PANY 


2 toil ta 
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“Our whims are more important than our 
needs,’ says Ethel Barrymore in “Déclassée,” 


“Onyx” @ Hosiery 


Reg VS Pet oreg 


sells itself to your customers because it meets both 
their whims and their needs. 

The woman who “‘just can’t resist beautiful 
things,” and the canny housewife who must 
stretch a limited income to clothe a whole family, 
alike are buying more “ONYX” today than ever 
before. 

The whims and needs of the buying public 


are the source of your profits. 


Emery @ Beers Companylne 


Sole Owners of “Onyx” Hosiery 


BROADWAY AT 24th STREET 
NEW YORK 


Boston Office: Chicago Office: Philadelphia Office: 
31 Bedford Street North American Bldg., State 1033 Chestnut Street 
and Monroe Sts. 


San Francisco Office 210 Pearl Street, Mutual Life Building 
259 Geary St. Buffalo, N.Y. 





onanens CUGOEGEOCEGERGRGGROCRRCRSCRRCtEde 
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W.E.WELOON Presioewy 


AW. BUSH, Vice Paest. $ +L. MUNN, Tacapunen 
J.B. BUCHANAN, Sec Bs & 8 O.micHOLS 


MANUFACTURERS OF 


MEN'S AND BOYS FINE SHOES 


DIMES Wit. 


February 12th, 1920. 


Castle Kid Company, 
1516 Broadway, Attention Mr. W. S. Rossbach 


Camden, N. J. 
Gentlemen: 


We have used a large quantity of Novilla Kid during 
the past year, and have found it to be far more satisfactory 
than we anticipated when we first made samples from this 
leather. The longer we used it, the more convinced we were 
that you are manufacturing a leather for which a great 
demand will be created, and we believe your hardest task in 
the future will be to fill your orders. 


Our trade and our salesmen have been exceedingly well 
pleased with the shoes made from Novilla Kid, and upon 
investigating, we find that not a single pair of shoes made 
from Novilla Kid has been returned to us on account of the 
inferior quality of the leather. 

The results obtained’from Novilla Kid have been very 
satisfactory, and we believe we will use even larger quan- 
tities of this leather in the future. 

With best regards, we are 

Yours very truly, 


NUNN, BUSH & WELDON SHOE CO. 


sie AD chee 


W 


CASTLE KID CO. INC. 
Originators and Makers 
CAMDEN,N.J. 


**7¢ does not scuff’ 
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y Oxfords In Stock 
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Style Price 
B0645C $Q.00: 
In Stock Net 30 Days 














Woman’s Filbert Brown Kid Welt Ox- 
ford, Arlington last, six blind eyelets, . 
134-inch Cuban heel. 


AAA . 5 to8 
AA... . 4%to8 
a 
B 
Cc 
D 





414 to 8 
4 to8 
34% to7% 
314 to7 




















An attractive Cuban heel oxford made of 
Brown Kid. A stylish model-with all the usual 
good-fitting and wearing qualities that feature 
“Style Shoes of Quality.” 


UTZ & DUNN CO. 


ROCHESTER ~NEW YOK 


BRANCH OFFICES 


Denver New York City Los Angeles 


218 Charles Bidg. Bush Terminal Sales Bidg. 718 Story Bide. 
TIGER & McNUTT 130 West 42d St. G. C. McATEE 


8. A. McCOMBER 
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"THERES a way to make 
your fine shoes tell their 


own quality. Have them made 
of Siclenen's Kid. 


No customer, however particular, can 
mistake its softness and beauty. 


Your shoes will sell easily because of 
the quality which Scherer's Kid makes 
so apparent to the customer. 


Oscar Scherer & Bro., Inc. 


29 Spruce Street, N. Y. 
FACTORY: NEWARK, N. J. 


Originators of and Leaders in Fancy Colored Kid 


als 


Scherer 
Colors 


In Present Demand 
HAVANA BROWN No. 10 
LIGHT BROWN; No. 8 

BEAUTY BROWN No. 5 

CHAMPAGNE No. 18 
TERRA COTTA No. 3 

BRONZE No. 34 

WINE No. 6 
MIDNIGHT BLUE No. 14 
BELGIAN BLUE No. 21 


ne 











If you have a satisfactory 
White Cleaner to offer 
your customers—you are 
more than half-way to 
making a sale of White 


Footwear—so_ stock 





Registered Trade Mark. 


KEEPS WHITE SHOES WHITE. 


VERYBODY who habitually wears white 
boots or shoes knows and buys ‘‘ BLANCO.” 


Everybody who buys new white footwear will 
need ‘‘ BLANCO,” and no one who has ever 
used it will ever be persuaded to take a 
substitute, for “‘ BLANCO” does tts work, does 
it well—and easily—no trouble, no messiness. 


“BLANCO” quality will take care of your 
reputation—‘‘ BLANCO” profits are as good 
as zfs reputation. 


So with every consignment of White Footwear 
order a consignment of “‘ BLANCO”—“ to keep 
those white shoes white.” 





Order NOW from your Wholesaler. 


Made only by 
JOSEPH PICKERING & SONS, Ltd, 
Sheffield, England. 
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The Palm Beach 


Narrow forepart, receding toe and low, 


broad heel. A light fashionable street shoe. 


22. Gallun’s No. 26 Dark Russia Calf Oxford. 


Now In Stock 


Complete Spring Catalog On Request 


French Shr 


iner and Urner 


Factory and Salesrooms 


63 Melcher Street 














Tahoe (2) atten rial acers 
beautiful shoesfor 


sum merw ear 





STANDARD KID MFGCO. 


OF 


l3iFale.@.@elenselerysem .\iel 
and Patient Kid 
207 South Street Bosion MassUSA. 
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The Fastest Growing White 
e in the United States 


Shoe Hous 


WHITES 
THAT ARE 
WINNERS 


Staples? Yes! Novelties? Yes! 


The staple military heel oxford illustrated above is one of the many 
well-seasoned styles that are produced by the House of Hartman. 


But along with these year in and year out styles go “Theos,” and 
“Two-Eyelet Ties,”—novelties—all made in white, that represent 
a style range that is broad and inclusive. 


The House of Hartman can successfully cater to jobbers who are 
looking for a well-balanced, fair-priced line of Haverhill-made white 


HARTMAN SHOE CO. 
HAVERHILL, - * MASS. 


MANUFACTURERS FOR 
THE WHOLESALE TRADE 
EXCLUSIVELY 





STYLES 
THAT 
ATTRACT 
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—why, the parade under the auspices of the 

\ \ H A \) Shoe Travelers’ Association of Chicago, 
= directing attention to the 

CHICAGO NATIONAL SHOE EXPOSITION 


to be held during the week of July 12th to 16th at the Palmer House in Chicago. 


This is the third successful semi-annual event! All that it means to retailers 
throughout the country will be portrayed in the parade. Get in line, fellows, 
keep your eyes open. Don’t let any part of the parade slip by without seeing it, 
—and, incidentally, keep your calendar clear for July 12th to 16th. 





] 
| THE CHICAGO NA- 
. TIONAL SHOE EXPOSI- 


TION WILL CONTAIN 





THE CHICAGO NA- 
TIONAL SHOE EXPOSI-_ ; Week of 


TION WILL FEATURE ‘ha July 1216 
OVER 150 LINES OF . LINES OF AMERICA’S 


MEN’S, WOMEN’S AND FOREMOST SHOE MAN- 


CHILDREN’S SHOES, | UFACTURERS. QUAL- 


SHOE FINDINGS AND %, Palmer House | ITY AS WELL AS QUAN- 
‘ vs TITY HERE! 


FIXTURES. 
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10 -- IN STOCK OXFORDS -- 10 
READY TO SHIP NOW 


All Styles Carried Unbranded —Will Ship Branded ‘‘Crawford’’ Unless Otherwise Specified 
Place Letter ‘‘U" After Number If You Want Them Unbranded 


y fm 


B628—Cherry Calf Oxford. Carlton sa78 
Code—Comely. Widths, AA to D...... 





B2669—Cherry Oxford, Carlton Last. Code— 
Rewer. Weis, A OOD. 6occcccccscccss $7.50 


**New French Toe,” 





B646—Cherry Calf Oxford. Preferred Last. 
Code—Crown. Widths, AA to D...... $8.90 


Five Oxfords With the Wonderful Goodyear Wingfoot Rubber Heel 


CHARLES A. EATON COMPANY 





~. 


B633—Brown Cordovan Oxford, — oa. 
Code—Craft. Widths, AAtoD......... 






B621—Nut Brown Russia Calf Oxford, Tremont 
Last. Code—Class. Widths, AA toD....$8.75 





B647—Cherry Calf Brogue Oxford, Tremont 
Last. Code—Classic. idths, AA to D, $9.25 





“The Sterling Shoemakers of New England” 


BOSTON—188 Essex Street BROCKTON, 


NEW YORK—127 Duane Street 


ATLANTA—238 Peachtree Arcade 
DETROIT—461 Book Building 
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10 -- IN STOCK OXFORDS -- 10 
READY TO SHIP NOW 


All Styles Carried Unbranded — Will Ship Branded “‘Crawford’’ Unless Otherwise Specified 
Place Letter ‘‘U™* After Number If You Want Them Unbranded 


A tas 


B629—Cherry Calf Oxford, Pointer sa75 
Code—Consul. Widths, AA to D 
B538—Patent Dress and Dancing Oxford. 
Code—Crystal. Widths, AA toD $8.00 


Our anticipation of sales on this popular style 
has won us.a host of friends. We have been 
able to meet the demands when others were not 
in a position to make deliveries. 


This style is a big seller the year round. 


MOST complete and comprehensive line of oxfords 

"carried In Stock for the accommodation of our cus- 

tomers. Every number shown on these pages are of the 

B645—Havana Brown Kid Oxford, Eaton Last, | ™ost popular sellers and cover the particular demands 
Code—Capital. Widths, A to E 7 of the present-day trade. 

We guarantee prompt deliveries and feel ecutdash that 
the supply on hand now will tide us over the big and 
extended oxford season. 

It is not every “In-Stock Department” that can boast of not losing 
a pair sale on practically all styles carried. 

Our only numbers that have been delayed in shipment are the newer 
styles and now all styles illustrated are complete in stock and in 


large quantities. 

With the present trend of business there is bound to come a tremendous de- 
mand for oxfords. We are prepared—are you? Write up your order and 
mail it today. 

Sample pairs sent from stock, charges prepaid, on request 


B637—No. 4 Gallun’s Calf Brogue Oxford, Watch for our weekly advertisements in this business paper and thus keep in touch 
with our present in stock line of (53) fifty-three styles and also other NEW 


Brogue Last. Code—Custom. Widths, AA 
5 FEATURES we advertise from time to time. 


Five Oxfords With the Wonderful Goodyear Wing foot Rubber Heel 


CHARLES A. EATON COMPANY 


“The Sterling Shoemakers of New England” 


= ATLANTA—238 Peachtree Arcad 
NEW YORK—127 Duane Street BROCKTON, MASS. DETROIT—461 Book Building 
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FAIRY 131 TURNS 
White Sea Island Button 


3. = §....s0enneenenee $1.40 
S =~ §...0sseeugepesnaeeee 
2.10 


GRIEB SHOE MFG. COMPANY 


BOSTON OFFICE 
183 Essex Street, 
Room 409. 


Phone Beach 2285 


In 
oes 


TRADE MARK 











THESE ARE IN STOCK 


JUST WHAT YOU NEED FOR 
THE OPENING WHITE SEASON 





Visit Our Exhibit 
at the 
PHILADELPHIA FOOTWEAR 
STYLE SHOW—JULY 19-20 
HOTEL BELLEVUE-STRATFORD 


PHILADELPHIA, PA. 


OFFICE and SALESROOM 
531 Market Street 


Factories— 
Vineland, N. J., Palmyra, Pa. 





FAIRY 133 TURNS 
Sea Island Mary Jane, 





Plain 
Fairy 333 D 11%-2 $2.50 
Fairy 233 D 8%-11 2.00 
Fairy 133 D 3-8 1.55 
Fairy 33 D 1-5 1.30 


NEW YORK OFFICE 
1012 Marbridge Building, 
Broadway and 34th Street. 


Phone Greeley 3966 

















Order 


TRUFIT SPATS 
NOW 








NDICATIONS point to 
i] a marked rise in prices 
next season. We still 
have on hand, lines of the 
present season, with prices 
unchanged, and we strongly 
advise the immediate 
placing of orders. 


All desired shades 









SHIPPED 


ONLY 


TO JOBBERS 





Mary Jane 






in stock in box 
cloth and felt. We 
cannot, however, 
promise complete 
delivery on all 
lines. 








Samples and Prices Upon Request 


Laing, Harrar & Chamberlain 
43 N. Third St., Philadelphia 























A Little Folks’ Shoe, 
Tried and Found True. 


SIZES 2-5 (No Heel) 
4-8 (With Heel) 
5-8 (With Heel) 
WIRE OR WRITE FOR SAMPLES OR SAM”LE CASES 


“The Price Is Right” 


P. & R. Shoe Co. 


Haverhill 
Mass. 
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BELLEVUE- 
STRATFORD 





PHILADELPHIA 





AS 


a 
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TRADE MARK 




















PROPER STANDARDS 
PROPER STYLES 
PROPER VALUES 


Make the 3 W’s LENOX SHOES astrong sales proposition, 
not an ordinary line of shoes—but a sound investment. 


The pronounced demand for 3 W's — you will get your share of it — is 
the sure result of the satisfactory service given by this good line of shoes. 


They're In Stock — waiting for you. 





























Tan Vici, Tip Oxford, Lenox - Patent Leather Mary Jane Tie~ 
ast (new) McKay 
6330—11% to 2. Dand E $3.25 ait 6100—111%4 to 2, Dand E $8.25 
6331—8 14 to 11, DandE. 3.00 —~ 6101—8 to 11, Dand E.,3.00 
6332—5 to8.DandE.... 2.60 6102—5 to8.DandE.... 2.60 
Turn 


7050—3 to 8, DandE... 2.15 
7051—1 to 5, DandE... 1.90 


“ DIX” 


EZEAZ WELT 
A Woman's English Oxford, 
Rubber Heel, that is in the 
correct last and is dress 
No. 4768 is the Brown Kid 
No. 4769 is the Black Kid 


Sizes 245 
Widths C, D and E 
$4.35 











Weimer, Wright & Watkin Co. 


Manufacturers 


STOCK DEPARTMENT 


New York 
35 So. Second Street Bush Terminal Sales Building, 42nd and Broadway 
We will exhibit at the Philadelphia Footwear Style Show, July 19-20th. 


Philadelphia, Pa. 
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A buyer from a large Eastern city came to 
Harrisburg recently. He commented upon 
our City, told us we had a remarkably fine 
hotel, and then, with semi-apologetic candor, 
remarked that he hadn’t supposed that we 
had such a big factory. Likewise he spoke of 
the spirit of active co-operation and good 
will displayed by our employees— said they 
seemed not only industrious but contented. 

am Tal &* 
This word contented pleased us. Somehow it 
made us feel that our shoemakers were inter- 
ested in their work—were desirous of turning 
out good shoes. 

& wm * 
And we thanked him and said that we figured the 
results of this contentment were far reaching. Better 
shoes mean added value to the merchant who buys 
them—means more value to the wearer, binding him 
closer to the shoe merchant. 

ad ed ad 
When this buyer was leaving he said, “If the shoe 


dealers of this country could have spent the morning 
with me, your factory would be booked beyond capacity 


for some time to come.”’ 

am “ x 
This pleased us, for he knew shoes. 

am * x 
So we told him we were just beginning to tell shoe 
merchants everywhere our story—that back of our 
trademark—you saw it at the top of this page—we 
were putting shoemaking skill, energy, square deal, 
and an honest effort to produce shoes of value—shoes 
thoroughly satisfactory to the wearer, the dealer, and 


ourselves. -) wo e 
Which is exactly what we are doing. 


The Harrisburg Shoe Mfg. Ge. 


of Harrishurg, Pa. 
WOMEN'S SHOES MISSZS SHOES CWILDRENS SHOES 
OF VALUE 
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STOCK W 200 


Kid Polish, Kid Tip ( ‘OMFORT?” 
Rubber Heel, Cushion Innersole 


TURNED 
$5.15 














EASY SHOES FOR WOMEN 


53 STYLES IN STOCK 


“LADY WASHINGTON and “PANACEA” 
CUSHION SOLE, TURNED 


‘DAVIS NEW PROCESS’’ 
A PATENTED CUSHION SOLE McKAY 


Representing a Few of 
the Complete Lines 


MADE BY 


A.H.BERRY SHOE 


PORTLAND, MAINE 


Boston Office - 428-30 Albany Building 


“CRUMBS 


REG. U.S. PAT. OFF. 








CO. 





STOCK 476 








Kid Seamless Polish 
Plain Toe, Rubber Heel 
Cushion Innersole, Turned 


$5.15 
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THE 


Me Bayoner 


IN STOCK 


Mahogany Calf, 
Wingfoot Heel. 


Widths, AA-A- 
B-c-D. . . .$9.00 


201. Same in Bal 
$9.50 


ARION SHOES 


—the most favorably and 

widely talked of line in the 

country—are carried in stock 
in large quantities, for the best trade. 


Merchants who can use a volume of 
our stock shoes should write for a special 
proposition of unusual interest. 


MARION SAOE CO. 
Marion.Ind. 


WRITE FOR NEW CATALOG SHOWING 28 STYLES IN STOCK- 


WESTERN QUALITY “EASTERN STYLE 
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Wanted—Backbones! 


 Openetecae business men in this country —.mot many shoe men, 
we are glad to say —— seem to have been created without spinal 








columns. 


They are wagging their heads wisely, saying: ‘‘ This prosperity 
can’t continue. Look out for the big smash that’s coming.”” Then 
they shiver along the flabby regions that ought to be occupied by 


their backbones. 
Hennessey, Maxwell & Hennessey decline to align themselves with 
the invertebrates! % 




















We are just as well aware as the average live business concern is 
that business panics come from only two general causes: first, a set 
of economic conditions that are actually bad, and, second, a faulty 


if not cowardly fear that a slump may be coming. 


With the whole civilized world clamoring for production, there is 
no vestige of economic cause for commercial depression in the 
United States. 

If it’s vague, unjustifiable fear that is causing this little indefinite 
undercurrent of panic propaganda, let’s all step on it hard— now/ 


Some readjustments of the present commercial situation are prob- 
ably coming. They will do good rather than harm. They can be 
and will be assimilated without disturbance. 


Let’s eliminate the disturbers from our calculations! 


HENNESSEY, MAXWELL & HENNESSEY 
By Thomas H. Maxwell 





Makers of Women’s Welts that are known 
as the best in our Grades 
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OFFICIALLY ORGANIZED, 
Conducted and Endorsed. 


AN ANNUAL EVENT 
of the highest im- 
portance to merchants 
and others, who are 
cordially invited to 
attend. 


i\ 





MECHANICS BLDG. 
BOSTON 


JULY 20-24 


FOR INFORMATION 
J on Hotels, Travel, Market 
Facilities and Exhibit Space, write 


CHESTER I. CAMPBELL, Mgr. 


NATIONAL SHOE AND LEATHER EXPOSITION 
and STYLE SHOW, Inc. 


5 Park Square, Boston, Mass. 
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HAROLD C. KEITH 
TREASURER 
ASSISTANT TREASURER 1909 
TREASURER 1919 





MYRON L. KEITH H Y : OSCAR C. DAVIS 
VICE PRESIDENT $ : VICE PRESIDENT 
ENTERED ORGANIZATION 1863 H : ENTERED ORGANIZANION 1865 
A DIRECTOR SINCE 1896 H : A DIRECTOR SINCE 1896 





GEO. a KEITH 
DENT 
rownsan 4 1874 


WALTER E. JOHNSON ; CHAS. E. MOORE 
ASSISTANT TREASURER 3} yy | DIRECTOR OF PRODUCTION 
ENTERED ORGANIZATION 1697 H : ENTERED ORGANIZATION 1697 

A DIRECTOR SINCE 1918 H A DIRECTOR SINCE 1918 





GEO. .H. LEACH 
DIRECTOR OF SALES 
ENTERED ORGANIZATION 1897 
A DIRECTOR SINCE 1918 


THE PRESENT DIRECTORATE OF THE GEO. E. KEITH COMPANY 





GEO. E. KEITH COMPANY 


MAKERS .OF WALK-OVER SHOES FOR MEN AND WOMEN 
CAMPELLO, BROCKTON, MASS.,.U. S. A. 


EXCLUSIVE on og IN ALL IMPORTANT CITIES IN THE UNITED STATES AND THE 
ORLD OVER, INCLUDING NEW YORK, LONDON AND PARIS 
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of POSNER’s ot POSNER’ 


SHOES HOSIERY 


for 
Children and Young Ladies 














im 




















Good Lines for Profits 


IN STOCK 


A Complete Line of Over 300 
candi mena Styles of Turn and Welt Shoes 
No go Mo. #% | for Children and Young Ladies 


No. 102—Spring Heel, 3 
No. 104—Spring Heel, 8% = EF Fe ie. 2.75 


Rares shes inrgregee y All Leathers—AII Styles 


Patent Leather, Gun Metal, Tan Vici and j 


African Brown 
CATALOG ON REQUEST 




















DR. POSNER’S 
SCIENTIFIC HOSIERY 


“As good as the shoes 
and completing the 
service they render.” 


The Finest Line of Hosiery Yet 
CANVAS SHOES Offered to the Trade 


No. 200—Butt., No Heel, i reer 
No. IR eng "No Heel, eee 
No. 202—Butt., Spring Hee, 3 ALL SIZES CARRIED IN STOCK 


No. 204—Butt., Spring Heel, 8% bo i} bib nnd 2.85 
No. 205—Lace, "Spring Heel, 8% toll........ 285 °- 


DR. A. POSNER, SHOES, Ine. 


140 WEST BROADWAY, NEW YORK CITY 

















TRADE MARK. Factory Roebling and Hope Streets, Brooklyn, N. Y. TRADE MARK 
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CROSS STRAP 
TURN PUMPS 


IN STOCK 


Early Delivery Widths AAA-C 


081 CS $9.50 
981 CS Catt. Alice, Wood Lx. 9.00 
22S 
467 CS mae is 





UPHAM BROS. SHOE CO. 


Stoughton, , Mass. 
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No. 48—PATENT WELT 
iateats' (hidenased:obenedesedeseneeSeeeued 


No, 229—NUBUCK WELT 
We. I ro ori 6rd 60: 01-005 6c sieee $4.50 


No. 120—BLACK VICI TURN 


~ ' No. 56—TAN CALF WELT 

RET I Ee CS EE Rey ore $2.50 
Ae es Sy es 3.00 
DE aah hb 6a dhoe ke bccekascnaeasc0@@ ey 3.50 








THE L. B. 


Boston Office 


“0 
Tanne? 


Mary Jane Pumps 
Turns and Welts. All Sizes 


NUBUCK 
Pumps and 
Oxfords 


Vici Kid Oxfords 
Turns Only 


Children’s 
Sandals and Play 
Shoes 
Welts and Turns 


ens 
STanpae? 


TERMS: 2/10, Net 30 


EVANS’ 


Some of the Seasonable and Reasonable Offerings 


NOW IN STOCK 
In the L. B. Evans’ Son Company Line 


No. 259—NUBUCK WELT 
3 eC RRR pe hor ire $4.50 


No. 121—BLACK VICI TURN 


No. 63—BROWN ELK, PAC SOLE, WELT 
EE §.655.0100.0 vache ss460debeegnnesned $2.75 
oe EE ee 3.25 
BE ihc RRS atin 4.064 terenkcsdne aed 4.00 


SON COMPANY 
WAKEFIELD, MASS. 


110 Summer Street 
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Your Trade Tools 


ELLING unknown and un- 
branded shoes is as tedious and 


unsatisfactory as cutting with dull 
tools. Why not use the best and sharpest 
tools of your trade? 


Then, why not carry the best known and best 
advertised shoes—_Educators, the obvious 
choice of the consumer, the kind that “‘let the 
feet grow as.they should’’, and that may be 
had from nine wholesale distributing houses, 
one of which is situated within convenient ship- 
ping radius to your store. 


7 7 . 
The Rice & Hutchins Companies 
Distributors of Educator Shoes 
192 Duane Street, New York City 90 South Pryor Street, Atlanta, Ga. 
233 W. Monroe Str Chic: ~~ Ill. Joseph I. Meany & Company, Inc., 
1025 Washington yee St. Louis, Mo. 16 North Fifth St., ey delphia, Pa. 
Cor. Third . Race Ses., Geta oO. The Atlas Sho Com ~~ ny, 


210 ‘St. Clai »N.W., Cleveland, O. 614 Atlantic Avenue, Bosto Mass. 
101 Hopkins Place, Baltimore, Md. 


RICE & HUTCHINS 


FDUCATOR 
SHOE® 


‘S & Hutchins, Inc. 


10 High St., Boston, U. S. A. 











